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NATIONAL 
ADVERTISING 
to help you sell more 

Cyclone Products 


Here’s the kind of national advertising that sends cus- 
tomers to your store to buy Cyclone Products. Hun- 
dreds of home owners in your city will read it—March 
14th, right when they are ready to buy. 

Cash in on this national advertising. Display Cyclone 
Products in your window. Feature them, talk them— 
and make extra profits. Order from your jobber. If he 
cannot supply you, write to us. 


Cyclone Wire Sereen Cloth 
Cyclone "45° Chain Link Fence 
Ceclone Ornamental Lawn Fence 

. Cyclone (Gates 
Cyclone Rubbish Burners 
CYCLONE FENCE COMPANY 
General Offices: Waukegan, Ill. 


Branch Offices in All Principal Cities 
Pacific Coast Division: STANDARD FENCE CO., Oakland, Calif. 
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ACCO 
TIE-OUT CHAINS 


Every farmer needs tie-out chains. A mention of 
Acco Tie-Out Chains now and then is all that is 
needed to make a neat profit. 
Better yet, put a display in your window and 
on a counter up in front. Do this now, for now is 
the time they need them. 
ACCO Tie-Outs are better made — yet 
they cost no more than the ordinary kind. 
Check your stock and order today. 


Ua 
ACCO 
CHAIN SPECIALTIES 


Coil Chain, Welded 
and Weldless 

Steel Loading Chain 

Log or Binding Chains 

Porch Swing Chains 

Hammock Chains 

Sash Chain 

Dog Chains 

Wagon Chains 





Plumber and Safety 
Chain 

Well Chain 

Trace Chains 

Heel and Butt Chains 

Breast and Halter 
Chains 

Repair and Lap Links 

Hooks, Cold Shuts, etc. 





HARDWARE —_ published every week by the IRON AGE PUBLISHING CO., Division of United Business Publishers, Inc., 239 West 39th Street, New 
York, N. Y., U. A. Established 1855. Entered as second class matter May 52, 1913, at the Post Office at New York, under the Act of March 3, 1879. 
(Printed in U. S. A.) $3.00 per year. Single copies 25c each. Vol. 127, No. 10. 
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GOOD TOOLS 


SINCE 1819 


You can sell this HAMMER 
aw with Confidence 


Pexto Hammers have drop forged heads of Special Analysis Steel. 


Faces hardened and claws tempered. Claws have extra wide flare 


| | A BOOK OF 
HAMMERS 
ee and knife-like edges that grip any size nail from a brad to a spike 
with a grip that cannot be denied. Every handle is turned from 


high grade white hickory. 





And Pexto Hammers are typical of every Pexto tool, a long line. 
a complete one, and priced to please each type of customer from 


the skilled mechanic to the home owner. 





i 


THE PECK, STOW & WILCOX CO, 





Concentrate on “Pexto”-—a line of hammers in every practical 











j 
; , design and size. A fast selling line of hammers, because of the 
f i ss . . . 
Me eet ee, ae ee extra quality. Your jobber always has Pexto tools in stock ready 


ean furnish: a good piece of sales 
literature. 


for instant shipment. 





Chie THE PECK, STOW & WILCOX CO. S2** 


Pliers TRY Squares 
or SOUTHINGTON, CoNnn., U.S. A. eta wind: Mad 


Braces Makers of Good Tools since 1819 —_ Dent Removing 


Pruning Shears 
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Good Looking Mesh 
sells readily 


Bacar galvanizing . . . galvanizing 
that gives promise of long life of netting cannot 
fail to attract the eye. Regular mesh and full 
gauge wire are appreciated when the customer ex- 
amines either straight line or hex. poultry netting. 
These are characteristics of Clinton Nettings. Be 
sure your stock is of this old, well-known, accepta- 


ble and satisfactory brand. 


AMERICAN WIRE FABrics CORPORATION 
Subsidiary of Wickwire Spencer Steel Co. 
41 East 42nd Street, New York City 
Buffalo Chicago Cleveland Tulsa Worcester 
Pacific Coast Headquarters: San Francisco 
Branches and Warehouses: Los Angeles, Portland, Seattle 


CLINTON POULTRY 
NETTINGS ¥ 


Products for the Hardware Store: 


Poultry Netting Nails and Brads Wire Clothes Line 
Hardware Cloth Perfection Door Springs Window Screen Cloth 
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Your Model Stor 





Opens Friday the 13th 


Invitation Extended to All Hardware Men to Visit Mod- 
ernized Hardware Store in Chicago Merchandise Mart 


Forget Your Superstitions: 


Forget this “business depression” bugaboo, forget everything 
but the date, and just follow the crowd to Room 1416 in 
Chicago’s Mammoth New Merchandise Mart on Friday, March 
13th. You are invited to attend the opening of a project that 
will mean much to every dealer who is interested in knowing 
the proper method of laying out his store and displaying his 
merchandise. 


Something New: 


This is something very much worthwhile. Not just a tem- 
porary model store—like you saw at your last convention. 
No, this is Chicago’s permanent model hardware store com- 
pletely equipped and stocked. From show window to back 
door, from ceiling to floor you'll find the most modern and 
up-to-date store that ever met your eyes. 


Helpful and Instructive: 
No effort has been spared and a great deal more will con- 
tinue to be expended in an endeavor to make Your Model 


Store a place where dealers from any place in the world may 
come at any time to see, ask and learn—and leave well repaid 


for their visit. 


Complete Merchandise Display: 


Here, too, you may learn something of merchandise that 
sells. The splendid cooperation of manufacturers has made 
possible a complete display from washers to washing ma- 
chines. A partial list appears elsewhere in this ad. 


Permanent: 


If you’re not in Chicago on the opening day you can, of 
course, pay your visit any time thereafter. And after your 
first visit you'll want to come again. But try to be there 
Friday, March 13th. The store will be open all day and until 
late in the evening. It will be your lucky day. 


Chicago Retail Hardware Association 
Room 1416—Merchandise Mart— Chicago 


There is still some available display space for manufacturers. 
For information write attention of Mr. J. C. Amis, Secretary 


Exhibitors Whose Merchan- 
dise Is Displayed in Chicago 
Model Hardware Store 


Bathroom Equipment 

Handy Things Mfg. Company. 
Ludington, Mich. 

Builders’ Hardware 

Grand Specialties Co. Chicago, Ill 
Stanley Works of Illinois. Chicago, 
Cleaners 

Garden City Paint & Varnish Co. 
Chicago, Ill. 

Cooking Utensils 


Aluminum Products Co. La Grange, Ill. 
Bremer Aluminum Co. 

14107_ Merchandise Mart, Chicago, III. 
The Vollrath Co. Sheboygan, Wis. 


Curtain Fixtures 
James Boye Mfg. Co. Chicago, III 


Cutlery 
Landers, Frary & Clark. Chicago, Ill. 


Miscellaneous Hardware 
Alliance Mfg. Co. Alliance, Ohio 
American Chain Co. Chicago, Ill. 
American Steel & Wire Co. 
The Bessick C 
e Bassic! 0. Bridgeport, 
Buffalo Bolt Co. cnanges 
North Tonawanda, N. Y. 
W. J. Dennis & Co. | Weather 
Chicago, Ill. § Stripping 
Kester Solder Co. Chicago, Il. 
Master Lock Co. Milwaukee, Wis. 
Pyrene Mfg. Co. Newark, N. J. 
— Wheelbarrow Co. Chicago, Il. 
iner Sales Co. 

* Chicago, II. Seales 
Triner Scale Mfg. Co. Chicago, Il. 
United Autographic Reg. Co. 
Chicago, Ill. 


Miscellaneous Merchandise 

American Bird Food Co. 

1410 West a St. Chicago, Ill. 
Ostberg Seed Co. iil 
Chicago, Il. * f Gtass Seeds 


Schroeder Tremayne, Inc [Sponges 
St. Louis, Mo j |. ae 


Sk Brother 

Chicago, ei } Leather Specialties 
Paint Department 

Boston Varnish Co. Chicago, Ill. 
Burton Boston Brush Co. Boston, Mass. 


Sporting Goods 

Chicago Roller Skate Co. Chicago, Il. 
Nestor Johnson: Mfg. Co. Chicago, Tl. 
Wilson Western Sporting Goods Co. 
Chicago, Ill. 


Tools 

Adjustable Clamp Co. Chicago, Il. 
Armstrong Brothers. Chicago, Ill. 
Clemson Brothers, Inc. 

Middletown, N. Y. 

Hiram A. Farrand, Ine. Berlin, N. H. 
Mathias Klein & Sons. Chicago, Ill. 
Nicholson File Co. Providence, R. I. 
Stanley Works of Illinois. Chicago, Tl. 


Toys 

American Flyer Mfg. Co. Chicago, Tl. 
Metalware Corporation. Two Rivers, Wis. 
Washing Machines 

National Mfg. Co. Springfield, Ohio 


Store Fixtures 
Hibbard Spencer Bartlett & Co. 
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Tee generations of tool 

users have proved to 
their own satisfaction the 
soundness of the TRIMO 
principle of pipe wrench 
construction. Two gen- 
erations of hardware deal- 
ers have proved to their 
‘satisfaction the soundness 
of dealing in this reliable, 
successful hardware item. 





| } 


Profits are Safer 


on a tool with a background of success 





Profits are safer on a time 
tested tool — and they are 
known profits, unthreat- 
ened by sudden changes of 
the manufacturer’s policy. 
TRIMO is made by a com- 
pany which built its suc- 
cess by building a good tool 
—and by giving courageous, 
consistent support to the 
dealer who sells that tool. 


ALL STEEL | RIMO PIPE WRENCH 


Made for over 40 years by Trimont Mfg. Co., Roxbury (Boston), Mass. 
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——— UNIFORM SPACING———> 





LINE WIRES 


INTERLOCKED 
NON-SLIP JOINT 


DOUBLE CABLE SELVAGE 


LINK YOUR STORE with 





this ADVERTISED LINE 


Boost your netting sales and profits by linking 
your store with the U. S. Poultry Fence national 
advertising campaign now underway in leading 
farm and poultry magazines! 


Just follow this simple merchandising “hook-up”: 


(1) Carry ample stocks of U. S. Poultry 
Fence to meet demands; 


(2) Display U. S. Poultry Fence in your 
store; 


(3) Make use of Newspaper Advertising 
Electros, Window Cards and Folders 
which we furnish FREE! (Note: This ad- 
vertising material sent postpaid to U.S. 
Poultry Fence dealers upon request.) 


U. S. Poultry Fence consumer advertising is be- 
ing read by more than 5,000,000 potential 
buyers .. . Returns to date forecast a greater 
demand for this modern, straight-line netting 
in 1931 than ever before. Now is the time to 
“cash in” on this ready-made market. 


Remember—U. S. Poultry Fence costs no more. 
Ask your jobber or write us! 


U. S. Poultry Fence is sold only through 
the regular wholesale and retail trade. 


INDIANA STEEL & WIRE COMPANY 


Muncie, Indiana 


“The Netting That Stands WAlone” 


Makers also of 


IMPERIAL FENCE 


Farm, Poultry and Lawn Fence, Flower Border 
Trellis, Steel Posts, Gates 
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IMPORTANCE 





of buying quality i 


RIVETS 


| er is above pricel Our Tidiiher and Split Rivets 
are absolutely dependable. We have to charge a little more for 


them because of the quality of material and workmanship that goes into them, 
but you'll find they're worth more. The slight additional cost gives you additional 
value and complete dependability. 


TUBULAR RIVET 
& STUD COMPANY 
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His “Money's Worth’ 
Means More Than 
Ever...In 1931 














Never have you had such exacting customers as in 1931. Last year 
taught them how to buy —the real meaning of thrift and economy. 
They have learned that getting their ‘‘money’s worth” is a matter of 
quality rather than price. Yes — the 1931 buyer is cautious and critical 
—a fellow who demands first quality at a fair price and who makes 
sure he is getting just that, before he spends his money. 


This new buying attitude of the American public has given added 
importance to the selection of only the highest quality lines. The far- 
sighted hardware retailer is preparing to capitalize on this new condition 
by stocking only merchandise of the established quality. This fact has 
already resulted in many new dealers for Hanover Wire Screen Cloth. 


The Hanover line is complete and each brand is the leader in its field 
for quality and value. A letter will bring you complete information 
and the name of your nearest Hanover jobber. 


Hanover Wire Cloth Co. v v Hanover, Pa. 


Manager of Sales 
John M. Hart Co., Graybar Bldg., New York City 
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HIS year a large farm fence “profit cake” awaits our dealers. 

A “ be A hee Dp An advertising campaign— more remarkable than any issued 
in the past—is the knife that will help Zinc Insulated Fence 

dealers cut an extra big slice. Early Spring will find this cam- 


K N 7 FE TO paign in full swing — with full page advertisements in colors 
appearing in the leading farm papers—the most striking fence 
campaign ever published. Write at once for full particulars— 

Help Yo U/ learn why Zinc Insulated Fence dealers sell more fence than 
any other group. 





CUT THE 1931 FARM FENCE PROFIT CAKE 








1831 gf = amp, 1951 
AMERICAN STEEL & WIRE COMPANY 


208 South La Salle Street, Chicago —SuBSIDIARY OF UNITED Sig) STATES STEEL CORPORATION And All Principal Cities‘ 
Pacific Coast Distributors: Columbia Steel Company, Russ Building, San Francisco Export Distributors: United States Steel Products Company, New York 
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Re quick, attractive profits, specialize on these new golf clubs 
with G. E. Textolite composition heads. The newest and 


most outstanding thing in golf. 

Good times or bad, people play golf. In 1930 millions of dollars 
were spent for new golf clubs. This year, every golfer will want 
these new Super Distance and Super Control clubs ... present 
players, because they already have tried all different types of 
wooden head clubs . . . new players, because of the unusual 
special features and low price. 

G. E. Textolite head golf clubs are tougher . . . more resilient . . . 
can’t break, chip or dent. Impervious to moisture .. . can’t 
water-log or warp. Uniform in weight, size and shape because 
moulded... and the first really scientifically balanced and 
matched clubs . . . eliminating all guess work and human errors. 


Months of research, experimentation and actual tests by General 
Electric engineers have proved the many distinctive advantages 
of these clubs and assure their immediate consumer acceptance. 


Watch for double-page announcement in Sporting Goods, Hard- 
ware, and all national Golf publications next month. 


Mail coupon today for full information. 
SCHAVOLITE GOLF CORD., Long Island City, N. Y. 


SCHAVOLITE 


SUPER-DISTANCE .. SCIENTIFICALLY 











for 
. DRIVER 
BRASSIE 
or SPOON 








"20 


for Matched 
Sets of Three 








SCHAVOLITE GOLF CORP. H-A 
Long Island City, N. Y. 

Please send full information on the new, 

G. E. Textolite Head Golf Clubs. 





Name es 


Address— ; ee ee ee 
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Illustrated are the 
three most popular 
numbers of R-W 
Grindstones. The 
Catalogue shows 
sixteen different 
styles, 
Grindst f | 
There’s an R-W Grindstone to meet every require- | The frame work is of rigid construction—all have 
ment and a style and size to suit every purse. The ball-bearing journals fitted with stones of highest 
line ranges from a small and convenient grindstone __gtade genuine Berea grit. 
for kitchen use to the largest power grindstone We are also prepared to furnish loose stones of any 
eight feet in diameter. grit and in any quantity. 
A most convenient tool ‘ \ MN 
| for general use—while StaiR - ay 

— primarily a fence 
stretcher, it can also be a ers 

— used as a stump puller ; 
and as a hoist and lift. Here is the most com- 

el Th : plete line of store ladders 

[he construction is sane satel 
rigid and the lever : 

_ handle can be operated There’s a type of ladder 
continuously in one eee ny, and all con- 
direction or backward ditions see ledge rollers 

= d f ery with guide crack above 
Bee Eero eared —floor rollers with steel 

— either side. ladder frames — ceiling 
The clamps are fitted ladders for straight or 

=f with tail nuts so that curved box track, and 
eeemdiees sne° wamenes- several designs of the 

Me _ ? sary. portable type. 

The pricesare attractive. Want dce elo 
sure to find a stock type 
to meet any and all 

ence Stretchers conditions. 
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Richards-Wilcox Mfg.€0. = 








“A HANGER FOR ANY DOOR THAT SLEDES” 
AURORA, ILLINOIS, U.S.A. 


Branches: New York Chicago Boston 


Philadelphia Cleveland Cincinnati 
s Mi - 





° Indianapolis St.Louis New Orleans Des M polis Kansas City 
“Quality leaves | Los Angeles San Francisco Omaha Seattle Detroit Atlanta 1880 / 193! 
ais tmprint Richards-Wilcox Canadian Co., Ltd., London, Ont, Montreal Winnipeg 
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stands for UNION. 

Union Hardware Rods 

and Reels stand for 
strength and long service. 



















Steel Rods in Fly, Casting, Tele- 
scopic, Muscallonge and Trunk 
types—Split Bamboo Rods for 
lovers of brooks, rivers, lakes 
and streams, as well as the more 
rugged types for surf and salt 
water fishing—and a fine line of 
fresh water reels, including the 
New No. 7500 level winding reel 
of unique design and our No. 
7200 quadruple multiplying reel 
for general fishing. 


All sold at POPULAR PRICES. 
All in demand. 


Your jobber will supply you. 







| 


No. 12 
Steel Casting Rod 




















No. 47 
Steel Casting Rod 




















No. 150 Fly Reel 
















La 
La 


2 


4 





ALUMINUM ROD CASE 
2 







Send for New Catalog No. 13 
which describes complete line 


















Reg. U. S. Pat. Off. 



















| 


No. 45 
Steel Casting Rod 


Established 1854 Incorporated 1864 


TORRINGTON, CONN. 
New York Office 151 Chambers St. 

















No. 7225 
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Proprietary design of the Fisher Building, Detroit 


ORIGINAL 
KEY CONTROL 


IN SARGENT UNION LOCKS 
FOR MODERN BUILDINGS 





Wirn this feature any Sargent Union Lock 


=< 
= 


may be placed under a new key control in a 
moment’s time. A special key removes the 


knob. The cylinder may then be exchanged 


a ae en et cer met ted ne 


and the knob replaced with ease. This is ideal 


" equipment for modern commercial structures. 





Building managements, at negligible cost, may 
The Sargent Union Lock in 
standard designs offer every new tenant a lock that only his and 
the master keys will fit. 
The Sargent Union Lock is easy to install — 


all parts are in one complete unit. Its opera- 


ee 1 
WAN NN & 


tion is smooth and sure. Of solid brass or 


LAX 


bronze, it is made in beautiful standard designs 


M.T. 
DESIGN 


S&S 


or in proprietary patterns for particular struc- 
tures. Our illustrated booklet, “Important and 
Exclusive New Features in Locks for Office 
Buildings,” will be sent you on request. It 
explains in detail the Sargent Union Lock with 


demountable knob and exchangeable cylinder. 


DESIGN Sargent & Company, New Haven, Conn.; 


New York; Chicago. Belleville—Sargent & 
Co., Ltd., Belleville, Ontario, Canada. 


SARGENT 


LOCKS AND HARDWARE 


M. P. 
DESIGN 
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Note Twist and Reinforcement of 
NET-WICK Poultry Fence 


No Sag to NET-WICK Poultry Fence 


Our Other Products Include: 


Hexagon Poultry Netting 
Hen-Chick Poultry Netting 
Galvanized Hardware Cloth 

and the following brands 

of Screen Wire Cloth 

Certland Black Enameled 

Graywick 
White Metal Finish 
Wickwire P: 


Wickwire Bronze 
Wickwire Copper 


Farmers and poultry raisers say NET-WICK Poultry 
Fence hangs straight and stays tight. They don’t have 
to use top or bottom rails to keep it from sagging— 


it’s reinforced to STAY. 


Beauty and rigidity are combined in a practical man- 
ner. Both Horizontal and Perpendicular wires are 


the same FULL GAUGE—extra rigid. 


Wire best Open Hearth Steel drawn in our own mills. 
Every operation controlled in our own plants. And 
what a TWIST—you cannot open it by simply un- 
winding with pliers. 


No complaints when you sell NET-WICK. Our 
long experience is your protection—50 years back of 
every product we make. 


Your Jobber will supply you 
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that Endures 








Quality 
















you can write the word qual- 
ity in disappearing ink or you 
can write it in indelible ink. 


You do the first when you sell 
a product that starts well but 
doesn’t stand up. 


You can do the second by selling 
Nicholson or Black Diamond 
Files for industrial or personal 
use. You will be writing the 
word quality in indelible ink 
across your customers’ minds. 


Providence Factory 
NICHOLSON FILE CO. 


ones 
Tagger 


Philadelphia Factory 
G. & H. BARNETT CO. 


NICHOLSON FILE COMPANY 
Providence, R.1., U. S.A. 
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THE UNBREAKABLE 
Cawn Mower 





























sabia? _ oa the 


firedog LE 


Lawn Mower! 


VERY lawn mower prospect in your own locality will soon 

be reading about the famous NOVO, the Unbreakable Lawn 
Mower, in his favorite magazines: The Saturday Evening Post; 
Better Homes and Gardens; Collier’s; House and Garden, and 
six other national publications. 

Everybody will be attracted to the exclusive and superior fea- 
tures of the NOVO—the mower that was thrown more than a 
thousand feet from an airplane without breaking—the mower guar- 
anteed for a lifetime. Among these features are: Positively unbreak- 
able materials! Genuine, patented, self-adjusting ball bearings! 
FIVE special alloy steel blades, self-sharpening, etc. Best of all, 
NOVO’S reasonable prices. 

Be sure to ask your jobber’s salesman to tell you about the 
special offer he is now making on the NOVO. You will be pleased 
with it—and you can profit from it, big. Or write direct, today. 


THE F. & N. LAWN MOWER COMPANY 


World’s Largest Lawn Mower Manufacturers 
RICHMOND, INDIANA, U.S. A. 


i €: ll! Send me full details about the NOVO Unbreak- 
ast a e able Lawn Mower, Special Offer, etc., at once. 





Street (or P. O. box) 








| 
| 
I 
I 
I 
| Name. 
! 
I 
I 
I City, State 
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Hardware that Enjoys a 
Ready Market 


Natienal 
DOOR BUTTS 


The logical choice for every swinging door job 







because — 





There is a special size to serve each type of door— 





light, medium or heavy. 





Care in design and in manufacture of this quality 





hardware brings assurance of smooth operation. 
National Door Butts give a free swing to the door in 
opening and closing. 







Quiet motion! No rasping, irritating noise when 
National Door Butts are installed. Put into service, no 
further attention is required, and no adjustment. At- 
tractive finishes give a lasting protection from rust 


and corrosion. 


These features naturally place them in high favor— 
National dealers enjoy a large volume of business be- 
cause of them. Write today and join our organization 


of sales representatives. 








/ 


NATIONAL MANUFACTURING COMPANY 
STERLING y 


ILLINOIS 


No. 504 Reversible Butt 








National 
makes hardware to serve every building purpose 
—a complete line. The items below are all big 














sellers: . 
SLIDING DOOR HANGERS — HALF SURFACE BUTTS 
SLIDING DOOR RAIL MORTISE BUTTS 
GARAGE HARDWARE ORNAMENTAL HINGES 
DOOR LATCHES CUPBOARD TURNS 
SCREEN HARDWARE SASH LOCKS 


STRAP AND TEE HINGES SASH LIFTS 








No. 518 Light Narrow Butt No. 608 Light Reversible Butt 









































The Most Important Name 
in the Ammunition Business 


NDER this brand are assembled the most popular shot- 
gun shells and metallic cartridges in the world. The first 


primer of the rustless, non-corrosive type on the market 
was Kleanbore. It has never been successfully imitated. 

Already shooters are saying: Try the green shell—it’s a 
knockout.” Green shells, green boxes—nothing like them 
in appearance—nothing like them in performance. They're 
Kleanbore, too. Stock them if you want the shot shell business. 


REMINGTON ARMS COMPANY, Inc. 


Originators cf Kleanbore Ammunition 


25 Broadway New York City 
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ing Shotgun 
That Defies 
Competition 


4 SHOTS ,12Ga. 
SIDE EJECTION 


RETAIL PRICE 


UMC 








Easier Take dow 

More Convenient} 

tion Release—Better Li 
—and many more impro 
ments over all other Pump Gu 





Remington engineers have cras ’ 

through with a repeating shots 

that defies competition. A side ejecti( 

pump action with so many and si 

sensational improvements that it jumps mi 
ahead of anything else on the market. 
holds three shots, as indorsed by organi 
sportsmen in the Izaak Walton League 
the American Game Conference. If 
want to sell shotguns in 1931, get y 
orders in now for the new Model 
Remington. It will stampede the shot: 
buyers. Nothing can stop it. Your jot 

will make deliveries about July Ist. 





SPECIFICATIONS: No. 31A “Standard” Grade. Side ejed 
Take down, hammerless, solid breech top and rear. 12 gé 
shots. Cross bolt safety. Standard length barrel 30 inches. 
furnished in 26,28 or 32 inches. Cylinder, modified or full ¢ 
Top of receiver matted. American walnut half pistol grip § 
and fore-end, both finely checkered by hand. Stock 14 iné 
long, 2% inch drop at heel, 1 inch drop at comb. W 
about 74 pounds. 


ore Ritle than You 


ever saw for 
ithe Money ina 
BourAcrion.22 


RETAILS AT 


0O ja Vn Fie y The new .22 
C9 y age An caliber rifle— 
fF ee hee Model 33—is not just 
) sa 7 ee another bolt action single 


shot to sell at a low price. lt 
is a triumph of designing skill. 


The barrel is longer, lines are more 

graceful, construction more substan- 

tial than on any rifle ever offered at the 

price. Shoots .22 shorts, longs or long rifle 

cartridges without adjustment. Ejects automati- 

cally. It will appeal instantly to parents as well as 

to boys, because of improvements that make it the 

safest rifle of its type. Order from your jobber for de- 
liveries about July Ist. 


SPECIFICATIONS: No. 33 Single Shot Bolt Action, take down. 24 inch tapered barrel; American 
walnut one piece stock; steel butt plate. Chambered for .22 short, .22 long and .22 long rifle 
regular or Hi-Speed cartridges. Automatic ejector. Step adjustable rear sight. White metal bead 
front sight. Important safety features including rebounding lock, double locking lugs, bolt safety 
for unloading. Length over-all 42 inches. Weight about 4'; pounds. 





The greatest value ever offered—The Remington Standard American Dollar Pocket Knife. 


. Remingtor 

















HI-SPEED .29’s 


ASTER than the speed of sound, the bullets fly from 

Kleanbore Hi-Speed .22’s. Such impact, such shatter- 
ing, crashing energy is almost unbelievable from so small 
a cartridge. Such direct unswerving accuracy—only the 
wonderful Kleanbore formula has ever attained. 

These new Kleanbore Hi-Speeds are the only brass 


By: sinh case rim fire cartridges. They were the first Hi-Speed .22’s 
Long Rifle on the market and now that they're made for all standard 
eee a rifles, every shooter in the country is itching to try them. 

gah ® Greased lead bullets are recommended because this 
Point Bu positive lubrication preserves the barrel longer than any 
2 Sa talbe dry bullets. Silvadry (ungreased) are supplied for those 


who care most about convenience in handling. 
Remember: the shooters of America have expressed their 
preference. Kleanbore is America’s chosen ammunition. 


Wake ha-YoR t-te 





JIA 4 


THE NEW KLEANBORE 
HI-SPEED.22.THE ONLY 
BRASS CASE RIM FIRE : ; 
CARTRIDGE -_ 
GREATER RANGE. MORE POWER MORE KLEANBORE .22'S ARE SOLD 
HIGHER VELOCITY THAN ALL OTHER MAKES COMBINED 


SUPERTOR ACCURACY 





HARDWARE AGE for MARCH 5, 1931 


elp yourself to 


Mower SALEs.” 
says the 














P ENNSYLVANIA Gardener 


2. a “In other words,” the old fellow con- 

Youll sav ein the long 4 day tinues, “spend two cents for a stamp and 
ED. help yourself to one of these brand-new, 
full-color mounted displays of me pushing 

a PENNSYLVANIA Quality Mower. You 

never saw a finer piece of display material 

or one that would do a better job in tying up 


your store with lawn mower quality.” 


with 


To obtain this business-getting display 
without charge, as well as our complete new 
package of 1931 “Dealer Helps,” merely 
fill in and mail the coupon below. The 193] 
“Dealer Helps” include attractive new car 
cards, new counter or window display cards 
and a new, two-color, 16-page booklet for 


mower users on care of the lawn. 





Please fill in the coupon completely and 
be sure to enclose a proof showing any 


imprint you may desire. 


PENNSYLVANIA LAWN MOWER WORKS 


Primos, Delaware County, Pa. 








PENNA. LAWN MOWER WKS. Date 

Primos, Del. Co., Pa. 

Please send items checked without delay: Complete 1931 package of 
“Sales Helps” ; New 29” x 42” full-color display of PENN- 
SYLVANIA Gardener 














(Insert names of any PENNSYLVANIA brands you carry) 


Jobber’s Name 
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One of your Prominent Customers for the 


CARBORUNDUM 


BRAND 


57 


rete 





REG. U.S. PAT. OFF 











The FARMER 


T won't be long now before farmers everywhere will be getting 
machines and tools ready for the Summer's work. 
Get set and ready to sell them this much needed Carborundum 











Brand 57 File. 

They want it for sharpening mower and reaper knife sections for put- 

ting a keen edge on scythes—grass hooks and knives—for a dozen 

and one sharpening jobs. 

Nationally advertised—retails for $1.00—it's a great seller. 
Order at least a dozen in stand- 
ard carton with display from your 
jobber or direct. 
And don't forget your supply of 
Aloxite Brand Scythe Stones. 


THE CARBORUNDUM COMPANY 
NIAGARA FALLS, N. Y. 
CANADIAN CARBORUNDUM CO., LTD., NIAGARA FALLS, ONT. 


Sales Offices and Warehouses in New York, Chicago, Boston, 
Philadelphia, Cleveland, Detroit. Cincinnati, Pittsburgh, 
Milwaukee, Grand Rapids, Toronto, Ont 





CARBORUNDUM AND ALOXITE ARE REGISTERED 7 
TRADE MARKS OF THE CARBORUNDUM COMPANY 
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This Permanent Metal Display 


Help 
You Sell 


AMERICAN SCREWS 


QcCREWS by their very nature are diffi- 
cult to display, with the result that 
many reminder and extra sales are missed 


by the dealer. 

















Because we realize this fact, we have de- 
signed and produced a limited number 
of handsome metal display signs. These 
signs are done in four colors: green, red, 
white and black. They are lithographed 
on metal and the size is 9” x 13%”. . 





We will gladly send one of these 
signs absolutely free to you if you 
will clip the coupon and send it to us. 


AMERICAN SCREW CO. 
Providence, R. I. 


TIRE WOOD STOVE MACHINE 
BOLTS SCREWS BOLTS SCREWS 


AMERICAN SCREW Co. 


PROVIDENCE, R. I., U. S. A. 


WESTERN DEPOT, 225 WEST RANDOLPH ST., CHICAGO, ILL. 


“Put It Together With Screws” 


Gentlemen: 


We carry American Screws and would like 
to have one of the Metal Display Signs to use 
in our store. Please send it without cost or obli- 
gation to— 


Name ...... 


Address. 


Jobber’s Name 
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MYERS Power SPRAYERS 


The Line to Profitably Meet Customer Demand 





é 





es = 
SPRAY RIGS 
Duplex or Quadruplex Self-Oiling Pumps 


MYERS SELF-OILING LOW DOWN POWER 


to 20 Gallons Per Minute. Porcelain 
Chain Drive. Perfect and Continuous 
Automatic Control. 


100 to 300 Gallon Cypress Tanks. Capacity, 8 


Lined Cylinders. 


Stainless Steel Ball Valves. 
Lubrication. 





MYERS SELF-OILING LOW DOWN POWER SPRAY RIGS 
Duplex Self-Oiling Pamps 


100, 150 and 200 Gallon Cypress Tanks. Capacity, 6 to 8 Gallons Per Minute. 
Porcelain Lined Cylinders. Stainless Steel Ball Valves. Belt Drive. Automatic Control. 
Perfect and Continuous Lubrication. 








FLEXIBLE PENDANT 


During 1931 | 


Greater accomplishments 
in spraying efficiency. 
Speed and thoroughness of 
coverage. Extreme econ- 
omy in the application of 
mixtures. High pressure 
uniformly maintained and 
automatically controlled. 
Well balanced traction for 
easy and safe transporta- 
tion. Care-free operation 
without frequent adjust- 
ments. Performance, the 
word that tells the Myers 
story. It typifies the gen- 
eral excellence of Myers 
Power Spray Rigs and 
Du-All Sprayers. 


Styled to the needs of 
every grower of fruit and 
vegetables, their individu- 
ality is distinctive, their 
performance is impressive, 
their success is convincing. 
Their record in orchard 
and field is attributed to 
progressiveness, high qual- 
ity and thoroughness of 
manufacture. 


Myers Self-Oiling Pow- 
er Sprayers, with or with- 
out engines, have duplex, 
triplex or quadruplex self- 
oiling pumps, 100, 150, 200 
or 300 gallon tanks, arc- 
welded, steel frames, three 
or four wheeled low-down 
balanced trucks, and are 
gun, extension, nozzle or 
boom ne according 
to style. atever the 
customer demand, there is 
a reliable Myers Sprayer 
to meet it. 


Nationall advertised, 
displayed in the leading 
shows, popularized by per- 
formance—an outstanding 
line for sales and profits 
during 1931. 


Write or wire for cata- 
log and information. 











lt mveke & 


PUMPS -WATER SYSTEMS -HA' 








MYERS DU-ALL SELF-OILING POWER SPRAYERS 
Ideal for the ordinary farm where both fruit and vegetables are crops. Three Wheel 
Trucks—Balanced Load, Balanced Traction—Easy to Handle—Relieves Team of Neck 


Duplex, Triplex or Quadruplex Self-Oiling Pumps. Engine, Traction or Tractor 


Strain. 
Power. Spray Guns or Booms. A Style for Every Spraying Service. 


THE F. E. MYERS & BRO. CO., Ashland, Ohio 


PUMPS—WATER SYSTEMS—HAY TOOLS—DOOR HANGERS 
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All Right, Mr Babson, 












Harty IN 1929, 
Roger Babson, perhaps the world’s best known business 
forecaster, warned the country of an impending crash in 
the stock market. He stood almost alone in his gloomy 
prediction, but the events of October of that year fully 
vindicated him. People know now that Roger Babson’s 
predictions have an uncanny way of proving true. Now 
Mr. Babson tells us the year 1931 will herald approach- 
ing farm prosperity. All right, Mr. Babson, we hope 
you’re right, and if you are, fence dealers are going to 
sell more fence. If this year is to be as good as you say, 
increased efficiency and lower costs, brought about by 
new and up-to-date farm machinery and equipment are 
going to play a part in it... Farmers need fence now, 
more than they ever did before. Good fences are neces- 
sary to profitable farming, and with a littlé extra effort, 
dealers everywhere are going to sell more fence. All we 
ask of fence dealers is that they meet the farmer half way 
and provide a reasonably large stock for the farmer to buy 
from. The dealer who anticipates the farmer’s increasing 
wants will share in the farmer’s return to prosperity. 


Pitisburgh Fence | 


For the Regular Trade Only 


New York Pith Ste Co.) pees Sy 











































Chicago Syracuse 
San Francisco Union Trust Bldg. Pittsburgh, Pa. Detroit 
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You are exerting your best effort daily to grow and prosper. Re- 
flect this spirit in your store. You can’t afford to hide your progres- 
sive spirit under an old-fashioned counter. 


' Bright clean business premises, laid out for easy circulation of 
buyers among merchandise well-displayed will show your own belief 
in your business future. The principles of Open Display and Modern 
Merchandising as built into Warren Fixtures will help you. There’s 
no better way to stimulate progress. 


Warren engineers are ready to draw the picture of your store as 
it will look in 1935. Then step by step you can follow that plan, 
paying as the increase in sales pays you. This is knowing your goal. 
By knowing it, you reach it sooner. A first step is to use the help 
we freely offer. Send the coupon. 





— You’re a Going Concern .... 


Where Are You Going? 


pore ao" 


mop Te ene pee 


Be Sai of ss ae | 


J. D. WARREN MFG. CO. 
208 W. Washington St., 


WARREN cn 





SECTIONAL DISPLAY FIXTURES 


J. D. WARREN MFG. CO., 
208 W. Washington St., 
Chicago, Illinois 


OND. FN Swwon ced oscevedvckeuesad oe 
We want to know more about Warren Fixtures and Correct Store 
Arrangement. 
Please send us: 
0 The New No. 31 Warren Fixture Catalog. SD wo iancéwesedeeeeneaenee 


(J The Warren Display Table Folder. 

(The No. 330 Information Sheet for Suggestive Store Arrange- 
ew eS reer Serr ey rrr et ese 

(CD Without obligation, please have your Store Engineer call when 
in our vicinity. 








Pease seseeenesesy 
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GENERAL 











No. P-60 










Price 


Only 


os = $A. 67 


Net Each 












- 


A Sead Smashing Value 


Without —— one of the greatest values ever offered the trade—an un- 
usually high quality power grinder very low priced for fast sales. 





A carefully machined, smooth running, sion bearings. Two over-sized grease 
fast cutting, heavy duty power grinder cups. Large adjustable tool rests. One 


for general use in factories, shops, Coarse and moos ‘medium genuine — 
paveeges Ge a Hie Tain, fied fast cutting wheels, size 6xI!/, 


inches. Attractive enameled finish, 
Box type construction. Extralong preci- nickel trim, weight 20 pounds. 


General Farm Power Sickle and Tool Grinder 


No. P-65 


An extra heavy well built general utility grinder price Only 
for farm work—equipped with a 6xI'/, inch 


fully vitrified medium grit wheel for tool grind- 
ing. and a 5!/x3!/, inch bevel-face wheel for .00 
sickle grinding. erences 

Net Each 















Sickle holding attachment of improved design 
and maximum capacity. Weight, 24 pounds. 





Order these two fast selling items from your jobber NOW! 


GENERAL GRINDER CORP. witwavkee, wis.. u.s.a. 
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SUBSTITUTES CANNOT 


give the same results 





Since the granting of the original 
“Stainless” Patents, numerous alloys 
have been exploited which are often 
loosely and improperly referred to 
as “Stainless Steel.”” Some makers of 
these metals are prone to capitalize 
the success of Genuine “Stainless” 
and to mislead the fabricator into 
thinking that a straight chrome iron 
is not obtainable in the particular 
physical properties required in his 
product. Nothing is further from 


the truth. Stainless Steel is available 
in Brinell 150 to 600 and tensile 
strength 60,000 to 250,000 pounds 
per square inch. It is lower priced 
than the majority of its. competitors 
and provides greater toughness and 
richer beauty than is obtainable in 
any other modern metal . . . It pays 
to know about “Stainless” ... Our 
booklets “Stainless in Industry” and 
“Stainless in the Home” will give 
you the facts ... Write for them. 


genuine 





* 


STAINLESS STEEL 


1s manufactured only 
under the patents of 


AMERICAN STAINLESS STEEL COMPANY 


COMMONWEALTH BUILDING, PITTSBURGH, PA. 


Ss 
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SAC LUSIVE DESIGNS BY 


RUSSWIN 



































renaissance «= =; 





Whatever your hardware 
needs may be in home or 
office building, simple or 
elaborate, the wide and 
varied range of authentic 
designs by RUSSWIN 
assure full accord with 
architectural style in 
every lock, hinge, knob 
or door closer. 


This advertisement is appearing in such mediums as Collier's, House Beautiful, Sweet's Catalogue . . ys 
American Home, Christian Science Monitor, etc.—read by millions of people monthly. Pages C-3700; C-3775 


RUSSELL & ERWIN MANUFACTURING COMPANY (THE AMERICAN HARDWARE CORP., SUCCESSOR) 


New Britain, Connecticut 


DARCY . . . 27 exclusive RUSSWIN creation . . . owes its inspiration to the 
French Renaissance, noted for its graceful employment of the delicate arabesque, 
the pierced shield and cartouche. It is especially appropriate for public buildings 
or homes where the architecture is classical in design. Made of brass or bronze 
base metals, like all RUSSWIN Hardware, it assures a life-time of unfailing, 
trouble-free service under the most rigorous usage. Your architect or contractor 
knows RUSSWIN quality. Write to us for descriptive booklet showing exclusive 


RUSSWIN Hardware for leading periods of design. 


For thearchitect’scon- 
venience, RUSSWIN 
hardware is illustrated 
and described in 


J3S WII 


piste EVE 
HARDWARE 





New York Chicago London 
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MARSHALLTOWN 
TROWELS 


MAKE YOUR STORE 


TROWEL 
HEADQUARTERS 


The hardware store — featuring MARSHALLTOWN Masons 
tools — gets the lion’s share of this profitable business. 
And with it comes a steady stream of desirable customers 
to purchase their other hardware needs. MARSHALLTOWN 
tools are made by specialists of over 40 years experience 
— and preferred by craftsmen because of their uniform 
fine qdality. Feature the MARSHALLTOWN Line and your 
store will be “Trowel Headquarters.” 


NEW WINDOW AND 
COUNTER CARD 


A handsome — attention compelling 
— 7 color display for window or coun- 
ter. Reminds old customers that they 
need new tools — suggests the famous 
MARSHALLTOWN brand to new custom- 
ers. This display is furnished on re- 
quest. 


INTERESTING FOLDERS 


Mail them to every mason in your 
community — enclose one in each 
package. Furnished on request with 
name imprinted. 


PLASTERER’S CAPS 


Free to plasterers. Give one with every 
MARSHALLTOWN Tool sale. A supply 
furnished FREE on request. 


Miu M 


The Famous Marsnatitown Fin- 
ishing Trowel. Recognized by 
plasterers as the finest tool of 
their craft. All styles — a com- 
plete line including models with 
the exclusive Xtra-Lite mounting. 
Write for catalog. 


MARSHALLTOWN 


TROWEL CO. 
MARSHALLTOWN, IOWA 








etn 


Feature One 


Sell the Other 


A display next month Will sell them. Two weights 
of Rubbish Burners—the All Purpose Basket line is 
as strong and durable as the most exacting customer 
could want—the Safe-T line, still good and strong, 
but lighter and priced to sell faster. The featured 
price on one will draw customers for the higher priced 
model. Each is made in 3 sizes. 


CLOSE MESH 


In the New All Purpose Basket the wires are 
welded only one inch apart, and the top has a patented 
construction for easy handling. This type can be 
sold as a paper towel container, park refuse basket, 
etc. Both types are recommended by fire prevention 
authorities for safe disposal of trash. 


Write for new catalog and 1931 prices. 





reseed. 7 see 


























Union 


SAFE-T 
Rubbish 


Burner 

















Retails at 


$400 


UNION STEEL PRODUCTS CO. 


602 Berrien St., Albion, Mich. 
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Two New Reasons 
Why You Should Sell Yistown! 
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w Used in All Western Shotgun Shells 















From now on you're going to hear shooters insisting upon Non-Corrosive Prim- 
ing. They want it because this newest of WesTERN’s many triumphs means 
that their gun bores always will be clean and shining, free of rust and corrosion. 
Every Super-X, Xpert, Field and Record shell made now has these new primers 
that leave no moisture-collecting or rust-producing chemical deposits in the 
gun. The introduction of this feature in rifle and revolver cartridges was the 
ammunition sensation of four years ago. Since then WesTERN engineers have 
been working to apply it with perfection to shotgun shells. Now they're 
ready! There will be plenty of demand. Will you have plenty of shells to 
meet the demand? Leading jobbers everywhere are ready now to supply you. 





Pee 


A MORE POWERFUL, Long-Range .22 
70. The Cartridge with the DOUBLE ACTION Powder 


RE Meggan cone Tee se ate 

















Once a man or boy has fired the new Super-X Long-Range 








NICKEL- .22's, he'll come back for them again and again. One reason 
PLATED LDEN is that the Super-X .22 has made a big gun of his small-bore 
Case GO LOY rifle. It has given it a much longer range and much greater 
LUBALO accuracy. It has given his bullet 50% more smash and 26% 

Bullet more speed. He can feel that extra power in the pleasant 
















“kick” of his heretofore kickless rifle. He can hear it in 
the sharp bark of the report and the Z-Z-Z-I-N-G of the bul- 
let all the way down the range. All these are made possible 
by Western's new DOUBLE’ ACTION Powder. Besides, 
the Super-X .22 has non-corrosive priming, the famous 
greaseless Lubaloy bullet and a nickel-plated cartridge case. 
Order Super-X .22’s from your jobber today. Four sizes: 
.22 Short, .22 Long, .22 Long Rifle, and .22 W. R. F. 


WESTERN CARTRIDGE COMPANY 
350 Hunter Ave., East Alton, Ill. 


Branch Offices: 
Jersey City, N. J.; San Francisco, Cal. 


Look to 
WESTERN 
for the 
NEWEST 


un 
Ammunition! 
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Now a Portable Lawn Sprink- 
ler So Low In Price That Every 
Lawn Owner Can Afford 
Several... 


The Sherman Portable Spray Head is our biggest 
selling item. Most practical low priced Sprinkler 
ever invented. Fits standard size hose—connects 
right up with hose in series and creates a portable 
lawn sprinkling system that sprays a lawn with a 
fine, mist-like spray, equal to the highest priced 
system. 


Made entirely of SOLID BRASS, heavily 
nickeled—will last a lifetime—cannot rust. Will 
not tip over; needs no adjusting; covers a wide 
area and will not damage tenderest plants or finest 
lawns. 


SELLS EXTRA HOSE and FITTINGS. 


Users will buy extra coupling equipment to divide 
old hose—also new hose to extend system. The 
price is so Jow most customers buy.a carton of 4 
Spray Heads with 2 Caps. Biggest profit maker 
in our line. 


SHERMAN 


Portable Spray Head 


Mounted 
Securely 
on 

Heavy 
Pressed 
Steel Base 


ORDER NOW! 


Sold Through Jobbers 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 
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HERE THEY COME 
TOYS ON PARADE 
HUNDREDS OF THEM 


Toys with action that-appeal to children who like 
to push and pull them. 


Playthings that are finished in brilliant colors with 
a never failing appeal to youngsters. 


Exact miniature reproductions of automobiles, 
trucks, tractors, farm implements and construction 
machinery. 


They are fast sellers, they display easily on your 
counters; they are the kind that parents buy for 
their children from month to month the year round. 


THE 1931 Toy CATALOG 
JUST OFF THE PRESS 


ARCAD 


ARCADE MANUFACTURING CO. 
¥ FREEPORT, ILLINOIS 
Write 


REPRESENTATIVES 
For Your 


DALLAS J. T. ROWNTREE, INC. 

D. D. Otstott SanFrancisco Portland 
Inc. Los Angeles Seattle 

Catalog Today 

Ask Your Jobber 

For Prices 


CAST 
IRON 


- 


HARDWARE 
ws 


Santa Fe Bldg. Salt Lake City Denver 


Re 


BRANCH OFFICES 
NEW YORK 
200 Fifth Avenue 
CHICAGO 
553 W. Randolph St. 
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WAY hy didn’t someone 
think of that 
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“Over-the-Top” Door Equipment is so 
simple—it lifts vertical doors up, out of 
the way so easily—that a car owner, 
watching a demonstration, invariably 
exclaims “Why didn’t someone think of 
that before!” He operates the door 
himself, again and again—he becomes 
ae enthused—he visualizes the equipment on 
his own garage—and he buys. 
There never has been anything like “Over- 
the-Top” Door Equipment—its principles 
of design depart radically from the cus- 
tomary methods of operating doors over- 
head. It can be installed on standard 
doors purchased from the local lumber 
yard, or on doors now in use. Special doors 
are not required. 
Every man who drives a car has keenly 
felt the need for improvement in garage weights, cables and 
. § excessive overhead 
door operation—he has always wanted : e 4 trackage. 
something simple, convenient and inexpen- ;, ' 


sive. That is why, when “Over-the-Top” 

Door Equipment is demonstrated to him, 
he is so easily sold. Now, go after the FRANTZ MFG. CO.. 

market for this new equipment in your Dept. H-3A, Sterling, Ill. 

locality. Generous discounts make this Tell us more about “Over-the-Top” Door Equip- 
an unusual opportunity to build profitable ment and give us your discounts to dealers. 
new business. Write for information and 
prices. Frantz Mfg. Co., Dept. H-3A, Ster- 


=\ el Op’ 
Door Equipment 


PATENTS PENDING BY FRANTZ MFG.CO. STERLINGIUL. 











The opening is en- 
tirely clear for enter- 
ing or leaving the 
garage. Note sim- 
plicity of mechanical 
parts and absence of 
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In the hands 


Sales building items 


for hardware dealers 





Almost every house has at least one piece of furni- 

that’s the blade you can ture with broken, worn or squeaky casters. Probably 
always sell . . . . mechanics and metal every other person who enters your store needs a 
workers are using them now and have | few casters, and would buy them if a conspicuous 
done so for years. display served as a reminder. Place an assortment 
. , of Bakelite Molded casters and glides where your 
The policy that the progressive hard- customers are sure to see them, and many sales 
ware dealer has adopted for 1931 itt Cilla. 


limits them to those old reliable lines 
of merchandise that continue to sell. 
Star saws have always been a best 
seller producing ever-increasing turn- 
over and larger profits. 


Bakelite Molded casters and glides have many 
gdvantages. This material is very strong and per- 
manently smooth. It does not chip or split, nor does 
it roughen with age or use. Casters and, glides 
made of it do not mar floors or rugs, and are a 





BUY FROM YOUR JOBBER lasting satisfaction. They are better in every way, 


and one sale usually leads to many others. 
CLEMSON BROS., INC. Write to us now for a list of these and other 
Middletown, New York Bakelite Molded hardware items, with the names of 
manufacturers. Some of them you will surely want 
to add to your stock of quick moving merchandise. 
BAKELITE CORPORATION, 247 Park Ave., New York 


CHICAGO OFFICE, 635 West 22nd Street 
BAKELITE CORP. OF CANADA, LTD., 163 Dufferin St., Toronto 


Sip HACK SAWS . 7 BAK F. LITE 
and BAND SAWS§| 2s" eser2@) saci 


THE MATERIAL OF A THOUSAND USES 
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SPECIFY “SHELBY” HARDWARE 


-& 


for your spring needs 


- Ask for catalog 
3 showing complete line of builders’ hardware 


B THE SHELBY SPRING HINGE CO., Shelby, Ohio 





Coast Representative: Pond Hdwe. Specialty Co., Los Angeles, Calif. 


























CAP SCREWS  @IRUR 


Wood, Drive, Coach, Machine, Set, Cap, Thumb 
SCREWS 


SPECIAL AUTOMATIC SCREW 
MACHINE PRODUCTS 
Stove, Tire, Sink 
BOLTS 


Machine Screw, Stove and Tire Bolt, U. S. S., S. A. E. 
Castellated, S. A. E. Plain 
NUTS 
Jack, Plumbers’, +m, 5 Safety, Furnace, Ladder, 


CHAINS 
Escutcheon Pins Speedometers Tachometers 


THE CORBIN SCREW CORPORATION 


THE AMERISAN HARDWARE CORPORATION, SUCCESSOR 
NEW BRITAIN, CONN. 
Warehouses: New York Chicago Philadelphia 
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Patented, U. S. A. Feb. 12th, 1929 
Canada, March 6th, 1928 


Little | Giant Bush Hook 


A practical tool that combines a good Bush 
Hook and Axe in one handy implement. 
Without an equal for cutting the heaviest 
bushes and small trees. Does the work 


quickly and easily. Saves time and labor on 
every job. 

The axe feature is entirely new and greatly 
appreciated. Blades are made of Crucible 
Steel, nicely polished. Hickory handle is 
30 inches long, affording perfect balance. 


Wherever shown this new tool has made a 
real hit and proved a profitable seller. 


It is eagerly sought by Farmers, Lumber- 
men, Road Contractors, County and State 
Highway Departments, Electric Light and 
Railroad Companies and many others. 


Carefully packed—% doz. in a crate. 
Weight—50 lbs. gross—39 lbs. net. 
Send for trade-prices now. 





NORTH WAYNE TOOL CO., Oakland, Maine 


GENERAL SALES OFFICE 6331-6351 Tireman Avenue Detroit, Mich. 





FOR BETTER BUSINESS 
VISIT NEW YORK 


pO 


x daily 


°eeeSecures a fine room and bathe-«- 
others at ?3°° and $35° 


AT ONE OF NEW = BEST HOTELS 


Tk BRISTOL 


48% ST. EAST OF B'WAY 44 NEW YORK CITY 
OWNERSHIP MANAGEMENT -: T. ELLIOTT TOLSON, Pres. 














se ae the 
INGERSOLL YAN 








lh @ oe 


Niel txeyat 
7%, 1.4 4 = 


SMALLER 


SMARTER 


MUCH Sse THINNER 


Thinner, much thinner in design—stouter, 


much stouter in value. Look at its handsome 
face—its etched metal dial with gilt figures! 
Doesn’t it look like a much higher priced 
watch? Examine its splendidly designed, 
smaller case! Did you ever 

think you’d see a watch like 

this for $1.50? 


This predecessor was con- 
sidered sensationally thin 
when introduced. It sold 
by the millions. 
y 
» 


The new Yankee’s out to make millions of 

new friends—and many dollars for you. With 

its famous name and its distinguished appear- 

ance you'll find more people wanting it than 

ever before. Just display it in the striking 
Introductory Display Packet 
shown on the other side of 
this page. 


Now thinner by 20%. 
Handsomer by 100%. 
Colonial bow and crown, 


Pull-out set. 











_.. and here's the striking 


Introductory Display Packet for the 


(ew \NGERSOLL YANKEE 


6 Yankees in a 

box... ready to 

display, ready to 
sell. 














$6.12 complete. 
Sells for $9.00 


Here’s an easy way to buy the new Yankee. An effective way to dis- 
play it. A sure-fire way to sell it! This handy Introductory Display 
Packet brings half a dozen new Yankees to you. Lift the cover, set the 
easel—you’ve made an attention-compelling window or counter display. 
Sell one Yankee or 6—the empty box keeps your display intact. We 
suggest, though, that you order 2 boxes or more, because this new 
thinner, smaller, better looking Yankee is going to outsell any 
watch you’ve ever carried! Order direct or from your jobber. 


THE INGERSOLL-WATERBURY CoO. 
WATERBURY CLOCKS AND ELECTRIC CLOCKS 
INGERSOLL WATCHES AND CLOCKS 
NEW YORK CHICAGO 
SAN FRANCISCO MONTREAL 
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The Man of All Work 
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is a Wheelbarrow 


on the 


— every home, large and small, 


there are dozens of jobs... . 
lawn, in the garden, etc.... that are being done 


every day and each one requires a wheelbarrow. 
y aay 


The right kind of a light, sturdy barrow always 
finds a ready market, a market that is constant 


and can be relied upon in good and bad times. 





GENERAL WHEELBARROW COMPANY 


Makers of Speedbarrows and Concrete Carts, Road Grader Blades, Scrapers, 


The General 100 homebarrow was designed 
for this market and the first year more than 
twenty thousand were sold, a business that 


every hardware dealer is interested in. 


, 


The business so far this year is proving again the 
wonderful stability of a good homebarrow. If you 


have not stocked order now from your jobber. 


Steel Mortar Boxes, Coal Chutes, Agricultural Implements, Plow Shapes 


3140 EAST 65th STREET 


CLEVELAND, OHIO 


Associated Companies: GENERAL WHEELBARROW CO. - THE EMPIRE PLOW CO. 


GENERAL 


Spe 





The Wheelbarrow with Orange Handles 
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MORE POPULAR THAN EVER... 


Griswold 





American 


Reversible 
Steel Spindle 


Dampers! 


THIS is the most widely used damper 
today— The Griswold Reversible Steel 
Spindle Damper . . . original Gris- 
wold “‘ American” highly improved. 


No other damper has this reversible feature! Immediate, perfect installation. . . the 
sharp pointed steel spindle pierces any stovepipe, locks in plate quickly, positively . . . 
nickel-plated steel ferrule incloses the spring, protects it from heat,/prolongs life of damp- 
er... the nickel-plated wire-coil handle is strong, remains cool. 


All Griswold dampers are shipped in the new, convenient, corrugated cartons which save 
money for you—contents plainly stenciled on two sides and end . . . no repacking re- 
quired . . . easy to handle, and to store, no shavings, straw or mess with these clean 
cartons . . . each easily opened. 


Order Griswold American Steel Spindle Dampers in sizes 3 to 7 inches; also furnace 
dampers in sizes 8 to 18 inches. Griswold Oval Pattern Dampers in 4 to 8-inch sizes; 
also time-tested, famous Griswold cast-iron and steel damper clips. Order from your 
jobber, or if he cannot supply you, write The Griswold Mfg. Co., Erie, Penna. 


E\GRISWOLD 
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GRIFFIN HINGES 
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portant part they play 


in daily service. 
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Five Big 
Points to 


Remember 


Count these off on the fin- 
gers of one hand and remember 
these five big points in what 
you want your customers to do: 


(1) Get Them To Look. 

(2) Get Them To See. 

(3) Get Them To Want. 

(4) Get Them To Buy. 

(5) Get Them To Come Back. 


If you will learn to cover 
these five points you will find 
sales increasing all the time. 


Every one of these five points 
is so important that I am going 
to devote a lot of time to each 
of them. 


No matter what you are sell- 
ing—and when I say selling I 
mean “selling” —not “taking 
orders”—you MUST cover these 
five points. 


A “cheap” salesman can sell 
“cheap” products, but he will 
never make much money for 
himself or anyone else. The 
salesman who makes money 


WHO NEEDS SAWS? 


B.:: ORE the harvest, seeds must be planted and cultivated. And the same 
thing applies to sales; the man who walks into your store may be a prospect | 


but he doesn’t always buy. 


Sam Sayles tells you the surest and quickest way to cultivate Sales in his talk 


NEXT WEEK. Be sure to read it. 


Do you want the complete series of Sam Sayles talks? 


Just ask for it... TODAY. 






He must know that 
Quality gives the best Value in 
Service. 


MUST sell. 


knew said— 


someone 


Someone who 
“There’s always 
make things cheaper to sell for 
less.” And there’s always some- 
one to sell them cheap! 


to 


But good salesmen can’t live 
or make money on that basis of 
“How little can I pay.” They 
must practise the principle of 
Quality and Value and Service. 
And when you really sell the 
best values such as Atkins Prod- 
ucts you'll find you use every 
one of these five big points. And 
make customers and money. 


L§ 
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No. 10 Hack Saw 
Frame 





Fier Rubber Handle, 
“easy grip” pattern, hung 
low, directing entire force of 
stroke on a line with the cut- 
ting edge of blade. Frame 
of cold rolled steel, 3/16 inch 
thick and 34 inch wide. Nick- 
eled and highly polished; ad- 
justable to 8 to 12-inch blades. 
Depth under back to cutting 
edge of blade, 3 inches. 


With Atkins SILVER STEEL 
Hack Saw blades, this makes 
an ideal combination, as At- 
kins SILVER STEEL Hack- 
saw Blades with the Blue End 
are guaranteed to cut six times 
more metal than any so-called 
Tungsten Blades. 


There is nothing finer to 
make a lifetime friend for 
your store than to sell him a 
good hacksaw blade and frame 
—and that’s Atkins. 


There is a best in everything 
and in saws—it’s Atkins. 


Ask for Atkins “Saws in the 
Shop” or the “Hack Saw 
Blade” book, if you want a lot 
of good sales talk. 
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The Problem of Business Convalescence 


HILE the developments of the past few 

weeks have not entirely borne out the 

hopes aroused by the industrial revival of 

early January, yet there are indications 
that business has about reached the turn in the road; 
that, although the recovery will be slow and marked by 
irregular ups and downs, the low point has apparently 
been reached. 

The question before the business world at this time 
therefore, is what to do during the long critical period 
of convalescence. Certainly it is a period requiring 
care and watchfulness; a period in which there is ample 
opportunity for the individual business to suffer re- 
lapse. It is like the passing of an epidemic of influenza; 
when new cases cease to develop, but numerous old 
cases show a tendency toward “complications.” 

For the independent hardware merchant it is a period 
requiring careful study and close attention to business. 
He faces a situation new to him in many ways. To be 
sure, if he has been in business over any considerable 
period of years, he has passed through other business 
depressions. But—he has not passed through depres- 
sions which have been coupled with such sweeping 
changes in the general business structure. He has never 
before peered through the final mists of a major de- 
pression at a competitive situation such as exists today. 

It seems only a few years ago that the hardware 
merchant was practically the sole dispenser of hardware 
and allied lines. His only competitors were his brother 
hardware dealers and the mail order catalogs. Today 
he faces a competition in hardware and allied lines 
ranging from drug stores to mail order chains; a compe- 
tition which involves not only merchandise but variety, 
style and price. 

Meanwhile the march of progress has wiped out the 
demand for many lines which were once regarded as 
hardware staples. Too often he has not replaced those 
lines with others of equal volume or profit, and finds 
himself today with a greatly narrowed stock from which 
to develop profits. Those lines must be replaced. To 
one dealer this may mean increased attention to sport- 
ing goods; to another, the stocking of electrical ap- 


pliances; to still another, the handling of radio, poultry 
supplies, dairy equipment, gift goods or toys. In any 
event new lines must take the place of those which pass 
cut of the picture, or eventually the continued depletion 
will wipe out any opportunity for profit. 

Likewise, in previous major depressions, the mer- 
chant has allowed his stock to shrink to low ebbs, but 
it is doubtful if he has ever allowed it to drop to the 
present low average. If he takes into account the slow 
movers and unsalable items, it reveals an even greater 
depletion. No wonder the question of what to do is 
paramount with him today. 

Shall he buy or shall he continue to keep his stock 
at or below the present low mark? If he buys, what 
shall he buy? On those two questions his future prog- 
ress largely depends. 

Of these things he may be sure. He must have mer- 
chandise in order to make sales. It must be merchan- 
dise that the public wants, at prices the public is willing 
to pay. It must be in sufficient quantities to meet the 
demand and insure reasonable display. If he will analyze 
his stock honestly in the light of those facts, the ques- 
tion of whether or not he should Buy will be largely 
answered. ; 

The question of what he shall buy is one more difficult 
to solve. It depends upon a knowledge of what the 
people of his community can use to advantage, and the 
price range best adapted to sales. Much can be learned 
by a careful regular canvass of other stores in the trade 
territory. From them he can at least learn what people 
are buying, and the prices which account for the ma- 
jority of sales. His job then is to get that merchandise 
at costs which will afford net profits at the required 
resale price. 

At the same time he must keep constantly in mind 
the service and quality angles of his business, meeting 
popular demand, but catering to the urge for quality. 

Much of his success in the next year will depend on 
his ability to Trade up in a trading down market. The 
deciding factor of that success, however, will be the 
right kind of merchandise in the proper quantities, 
backed by efficient selling. 
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Use these 





THE JATURDAT EVENING POET sot th, vom 


Bronze Screens ea 


_ Me Money 


_ EVERY y Year 
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ANACONDA Bronz 








An easel display for 
counter or window, a 
package insert and an 
imprinted folder—these 
will help you sell Bronze 
Screens! 


from AC to consumer 
‘pest ars 
atcus Pat Orr. 





dvertising Helps 
to SEL 


BRONZE 
CREENING 


Screens of Anaconda Bronze Wire will be advertised 
in the Saturday Evening Post and other popular 
magazines this spring. Many home-owners in your 
community will act on your advice to end their an- 
nual expense for screen repairs and replacements by 
equipping their homes this spring with screen cloth 
made of Anaconda Bronze Wire. 


That you may identify your store with this advertis- 
ing and increase your sales of bronze screening, we 
offer free a series of effective advertising helps—an 
attractive reproduction of a “Post” ad, a convincing 
folder for counter distribution, and a “Don’t forget 
screens” package insert. Address The American Brass 
Company, General Offices: Waterbury, Connecticut. 


—Sereens of 


ANACONDA BRONZE 





These publications and magazines tell the story of Bronze Screening in 5,000,000 homes, 
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You've read and heard a lot about 
the advantages of 
Concentrated Buying—_ 3s : 





“Whu-what?” gasped 
the manager. “Didn’t 
call on the new pros- 
pects? Where do you 
get off with that 
stuff?” 


By J. J. BERLINER 


HE salesmanager' had 

hired a new man. One of 

his old timers had left to 

join a rival organization 
and he’d put a new man into the 
territory. At the end of three 
months he examined the newcom- 
er’s record and discovered some- 
thing. THE MAN HAD NOT 
LINED UP EVEN ONE NEW 
PROSPECT! 

Considering it he felt, somehow, 
as if he had been cheated. The 
man had come well recommended. 
His record of sales at his former 
house had been one to conjure 
with. He was known throughout 
the trade as a top-notcher—one 
who went out and got the bus- 
iness. 

Yet there was the record. 
Three months in the field and not 
ONE new name on the books. 
There was, so it seemed, only one 


Now 
Read 
This 


Article on 










LA WARREN 


ONCENTRATED 
SELLING a 


thing to do. Let the man finish 
the season—and then recall him. 

When the new salesman came 
back he was called to the carpet. 
The salesmanager had himself all 
primed up for an unpleasant in- 
terview which, presumably, would 
end in a firing. 

The salesman walked in. He 
seemed not in the least perturbed. 
In fact there was a jauntiness 
and cheerfulness in his demeanor 
which truly surprised the sales- 
manager. 

“Well,” began the manager 
after cigars had been lighted, 
“How do you feel about the record 
you made?” 

“Great,” responded the sales- 
man leaning back, as it seemed, 
for a very comfortable and com- 
forting chat, “That territory you 
gave me sure is a dandy.” 

“You think there are good pros- 
pects there?” asked the S. M. 
“Prospects?” answered the sales- 
man, “I haven’t bothered about 


prospects at all. Haven’t even 
called upon any new customers. 
Don’t expect to next time, either.” 

“Whu-what?” gasped the man- 
hger in amazement, “Didn’t call 
upon the new prospects? What 
the h kind of a salesman are 
you, anyway? Where do you get 
off with that stuff. A swell bus- 
iness we’d have if all our men had 
your crazy idea.” 

“Right you are,” came the an- 
swer, “if all your men dropped 
new prospects for a while and got 
all the business that’s waiting for 
them at the offices of old custom- 
ers you would have a swell bus- 
iness. Boss, did you look at my 
volume while you were studying 
my record?” 

“Volume? What in the name of 
Mike has that to do with calling 
on new trade?” asked the S. M. 
hotly. 

“Look and see,” replied the 
salesman. “Why, here’s the rec- 

(Continued on page 57) 














There Is No Depression at Sea 
Except When the Tide Is Low : 


By SAUNDERS NORVELL 


NE of our visitors has just remarked that if 
he sat in an office overlooking New York har- 
bor, with all the steamers coming and going 
to all parts of the world, he would never do 

any work. He said he would just sit and watch the 
steamers. Our reply was that the young lady who secured 
a job in a candy store soon lost her taste for candy. 
These ships coming and going, with all their flags flying 
and all dressed up in a new coat of paint, do look cheer- 
ful, happy and prosperous. It is too bad, when one 
happens to go over the statements of the various ship- 
ping companies, to see what a hard time they are having 
to keep them out of the red. It is a question in my 
mind whether knowing facts after all adds to our 
happiness. I very much doubt it. 


* * * 


Nevertheless and notwithstanding the depression, 
from week to week friends and customers drop in who 
are taking trips on these steamers. Sometimes they are 
bound for a long journey around the world, and other 
times it is just a little jaunt of nine days to Havana 
or a thirty-day trip to the West Indies. We see these 
friends off and then we see them when they return. 
They leave looking rather pale (what I would call an 
office color), and they come back with a tropical tan. 
All of them seem to enjoy these trips. Of course they 
enjoy them each according to his own taste. Some go 
for a rest. They repose in steamer chairs, wrapped in 
blankets, snoozing in the soft West Indian breezes. 
Others love dancing. I read of one man who was the 
life of the entire ship. He never missed a dance. But 
on the last night before landing he collapsed with heart 
disease. This was his last cruise. Of course that 
seems shocking, but on the other hand why wasn’t it a 
good finish. He had a good time and he died happy, 
dancing with a pretty girl. We can’t ask too much of 
this world. 


Then one of my friends who has just returned on the 
S.S. “Oriente” from the West Indies smacked his lips 
and said: “Just think, a perfect Martini cocktail for 
thirty cents, a bottle of champagne for three dollars 
and a stein of real, old-fashioned beer for ten cents!” 


Then of course there are the bridge players. Tables 
are soon arranged and the games start. “Do you play 
contract or shall we play old-fashioned auction?” Most 
of the experts wish to play contract. They tell me con- 
tract is the fastest game and you can get into trouble 
with the slightest possible effort. One man and his 
daughter met a couple on the ship and as this man 
wasn’t a very good bridge player and the couple were 
excellent players, the gentleman and his daughter were 
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badly cleaned up. Walking the deck one day this gen- 
tleman met a business friend, who was an expert ac- 
countant in New York and also one of the most expert 
bridge players in the New York Bridge Club. My 
friend fell on his neck. ‘You are just the man I wanted 
to meet,” said my friend. “I want you to play bridge 
with my daughter.” So this expert took the place of 
my friend and I am told that what he and the daughter 
did to that other couple at contract would make the 
angels weep. My friend watched the game and then 
walked around and around the deck with a beaming 


smile. 
* * * 


It is nice at some of the stopping places in the West 
Indies to go out in the glass bottomed boats and watch 
all of the wonderful things at the bottom of the sea. 
Coral, sponges, sea plants, beautiful fish of many colors! 
It is pleasant at Nassau to sit on the pure white sand 
and eat a peeled orange on a stick. All the oranges 
are served in that manner there. 

* * * 

One of our friends dropped off at Jacksonville. He 
told me that one day a native of that city took him to 
luncheon at the Jacksonville Club. There they had a 
marvelous salad. He insisted upon giving me the recipe. 
Here it is. (This is the first time I have ever given a 
recipe for a salad in one of my articles). 


Take some lettuce leaves, not the heart, but the 
outer leaves. On the lettuce leaves place some little 
‘balls made out of cream cheese and nuts, scatter some 
pecans and other nuts over the salad, also quite a few 
marshmallows, then over all this pour a sweet mayon- 
naise made of mayonnaise and cream mixed together. 
Cover the entire salad with this dressing so all you 
see is just the edges of the salad with a few bumps 
here and there. 


When you proceed to masticate the salad, as you 
spear each “bump” with your fork you make a discovery 
and get a pleasant surprise, one minute a marshmallow, 
the next a little ball of cheese, then a pecan or a walnut. 
Of course the idea can be carried to a more luxurious 
culinary denouement by using marrons along with the 
marshmallows. There are a good many lady readers of 
HARDWARE AGE. I suggest they try this recipe and 
give the tired business man a surprise when he returns 
home. 

* * * 

So, as we meet these travelers going and coming, we 
are impressed with the fact that there is still a good 
deal of joy left in the world. Some people are having 
a good time. All of them are not worrying themselves 
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to death because their competitor happens to be selling 
a few goods. 


Do you know that all these cruises around the world, 
to the West Indies, Zanzibar, Abyssinia, etc., are all a 
result of the fact that ‘overhead’? works every day, 
every week and every month in the year? In the old 
days, the shipping companies soon found out that the 
American hegira to Europe did not start until about 
the first of June. The June and July ships carried over 
the happy Americans, all smiles, all full of anticipation, 
all with fat pocket books. Then in August and Septem- 
ber these ships brought back these same Americans, 
very much quieter on the return trip than when out- 
ward bound. Not quite so many smiles. Not quite so 
much anticipation. And as far as cash is concerned, all 
ready to pass into the hands of a receiver. What a 
difference going over and coming back! But the point 
is that the steamship companies found that most of 
their business was concentrated in just four months of 
the year. For the other six or eight months their 
ships were a drug on the market. They didn’t know 
how to occupy their organizations. Finally somebody 
thought out the idea of having a world cruise in the 
months that the ships were not ferrying Americans to 
and from Europe. So the world cruises started and 
the ships and their companies were kept busy all the 
year round. Then of course there followed shorter trips 
to the West Indies, Havana, through the Panama Canal 
to the Pacific Coast, etc. And because when a person 
forms the habit of taking an annual cruise he wants to 
go to different places, these ship people were put at 
their wits’ ends trying to arrange new cruises to dif- 
ferent places. So cruises were arranged down the East 
Coast to South America and then up the West Coast. 
You can cruise along the shore of Western Africa, or 
you can take a trip around the Cape of Good Hope up 
the shores of East Africa. This latter trip is quite 
romantic. Along these shores are the old ports where 
the slave trade once flourished. And by the way, it 
made me smile the other day when I read that the 
United States had to slap Liberia on the wrist because 
they found our colored brothers in Liberia, who had 
gone there to escape being slaves in this country, were 
now engaged in a lively slave trade of their own. The 
United States has been loaning Liberia money and they 
gave them a gentle hint that they had better shut off 
the slave business if they expected to get any more 
money. 


There are cruises by way of Gibraltar on the Mediter- 
ranean. On this cruise you stop at Algiers, Tunis, Nice, 
Naples, Athens and Constantinople. If your money still 
holds out you can travel up the Nile, but of course you 
will first pass a day or two in Cairo, visit Shepherd’s 
Hotel and accustom yourself to the smells of the East. 
Of course in Cairo, the young ladies in the party, and 
possibly some of the older ones, look around expectantly 
for the sheiks. They have read “The Sheik” and have 
seen the movies, but unfortunately most of the sheiks 
are very hairy. They are not accustomed to barbers, 
and a real good shower bath is against all the tenets of 
their religion. Our travelers are up against facts in- 
stead of romance. How much better to read all about 
the sheiks and their prancing steeds carrying away 
young American debutantes! Then up the Nile we go, 


possibly in a dahabiyeh, one of the sail boats on the 
Nile. As you sail along you constantly hear the sound 
of the water wheels and always afterwards, as long as 
you live, you associate the creaking of these wheels with 
Egypt. 

You also visit Luxor and the Valley of the Kings. 
Possibly, if you are very enterprising you push on to 
Khartum where Chinese Gordon was killed by the 
Mahdi. 

* * * 

If Egypt does not appeal to you, then how about a 
trip to the Holy Land? Jerusalem, Damascus, ‘etc. 
Just imagine the conductor blowing his whistle and 
calling out: “All aboard for Jerusalem!” The real way 
to see the Holy Land is to arrange a camping party and 
travel with donkeys. Get a good guide, take your 
Bible under your arm and what you have read, instead 
of being far away and almost a dream, will become a 
reality. But even the Holy Land is becoming modern. 
There is an irrigation project under way even in the 
Dead Sea. Once all of this country was thickly covered 
with trees. It was irrigated. There was plenty of 
moisture. But in time the trees were destroyed and 
most of the land became arid desert. Some day pos- 
sibly the Holy Land may again blossom like a rose. 

The surprising thing about these trips is their cheap- 
ness. Just think of New York to Havana and back, 
with all hotel bills and expenses paid in Havana on a 
nine days’ trip, for $155.00. It is far more expensive 
to stay in New York than it is to make one of these 
trips. Of course some New Yorkers think that is all 
right, that New York should be more expensive, but 
here there is an honest difference of opinion. 

Seeing some friends off on one of these steamers I 
met a former school teacher, a lady of uncertain age, 
who had inherited a small fortune. She told me she 
started with a little trip to the West Indies. Now she 
was taking all the trips around the world. She goes 
home just to make up a new set of clothes and then she 
is off again. She tells me it is actually cheaper for her 
to travel than it is to stay at home. 


Then a publisher a number of years ago read one of 
my articles on foreign travel. He had never been out of 
this country. On his next vacation he set sail for 
Europe. Now he writes me he has gotten the habit 
and every year he takes a trip somewhere. He said he 
is very thankful that he read my article about a trip to 
the Sahara desert, because it started him on many 
pleasant trips. 


One can hardly estimate the amount of pleasure that 
Americans are getting out of these winter journeys. 
Nothing gives one a wider or better outlook on life than 
travel. It is an education to see how other people live. 
It is well to learn that there are other people in the 
world besides those in your own neighborhood. I be- 
lieve all of this traveling being done by Americans will 
have a great influence upon the future of our country. 
But be this as it may, from what I see of these world 
travelers, they are all out for a good time and I cer- 
tainly think in these days that is what is needed. The 
final voyage of all comes soon enough. 











Any Hardware Store Can Sell 
Electric Tools Profitably 


by M. W. HAYNES 


Duncan & Goodell Co. 


Worcester, Mass. 


LECTRIC tools can be sold profitably in any 

community large enough to support a hard- 

ware store. Anywhere hand tools are used 

there are prospective customers for electric 
tools, for the many various uses and the wide scope 
of the lines are making them more in demand than ever 
before. 

No longer are prospects limited to shops, mills, gar- 
ages, etc., for workers such as mechanics, carpenters, 
plumbers, electricians, farmers, contractors, masons 
and countless others are now buying electric tools, and 
it is up to the hardware dealer to profit by this demand. 


Demonstration Is the Keynote to Successful 
Selling 
Approximately 80 per cent of the electric tools sdld 
are through demonstration on the job. A prospect is 


sold much more quickly and easily when he is shown 
how the tool applies to his own work, rather than by 


hearing a sale talk in a hardware store. The selling 
points should be worked into the demonstration from 
the customer’s viewpoint by using his own figures to 
show him how he can increase his production or ef- 
ficiency, and resultant profits. 


Turn $1000 Stock Ten Times Yearly 


Duncan & Goodell Co., 38 Mechanic Street, Worcester, 
Mass., turn their stock of electric tools on an average 
of ten times a year on a total investment of less than 
$1,000. This stock, including drills, hammers, screw 
drivers, saws, polishers, sanders, shears, kits, portable 
bench and pedestal. grinders requires a floor space of 
less than ten square feet. 


The sale of each unit means repeat business in ac- 
cessories such as high speed drills, buffing wheels, 
grinding stones, sanding disks, wire wheel brushes, etc. 


Our salesmen are thoroughly acquainted with all tools 


This is one of the windows in which Duncan & Goodell display electric tools. Note that 
each item is price ticketed. These window displays seldom fail to actually sell. 
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“80% of our elec- 
tric tool sales are 
made through 
demonstrations 


on the job. 


The prospect likes 
to see the tool ap- 
plied to his own 
work.” | 


in the line and their various uses so that they may give 
complete demonstrations on any kind of work. Factory 
representatives work with our men to assist in dem- 
onstrating and selling whenever needed. 


Electric drills, in the smaller sizes, are sold over- 
the-counter in approximately equal volume with the 
drills sold by demonstration, but all other units in the 
line are sold entirely by demonstration. 


Eight Tool Windows a Year 


We have on an average eight window displays per 
year on electric tools and accessories with each item 
priced. A display seldom fails to sell two or more units 
a week. One display sold four units in three days, so 
we feel assured that window space devoted to electric 
tools is not wasted, in spite of the fact that these items 
appeal to perhaps less than 5 per cent of all passers-by. 


Once a year we hold an Industrial and Automotive 
Clinic in which over thirty manufacturers are repre- 
sented, and electric tools are given the choicest locations 
and are demonstrated constantly during this week. 
New tools, new models and new uses are pushed during 
these general demonstrations, while every window dis- 
play is backed by a special showing in the store. 


Nearly all electric tools are sold on regular open ac- 
counts, 30 days or for cash. Less than 1 per cent are 
sold on lease on which we require 25 per cent down 
payment, with the balance in six, eight or ten months 
at four, six or eight per cent interest. 


Special Attachments 


Several sales, which required special attachments for 
demonstrating have proved very instructive and inter- 





On a difficult job of tree surgery a special 
drill was made to accommodate the Parks 
Commission in Worcester, Mass. 


esting. Last fall the Tree Surgery Department of the 
Parks Commission, City of Worcester, performed a very 
difficult “operation” on a city shade tree. (See accom- 
panying photo). A huge elm tree, over four feet in 
diameter was split in the main trunk about eight feet 
from the ground, in the crotch formed by the division 
of the main trunk, into two smaller ones of equal size. 
It required a six-foot steel bolt to hold these two trunks 
together above the split. It was impossible to drill 
each one separately so the holes would line up, so a 
special shank 4% ft. long was welded to a 114-in. wood 
bit, making a drill over six feet long. A %4-in. electric 
drill was used to drill through the two trunks making 
a very easy job of it. A gasoline motored generator 
developing 110 volts d.c. furnished the electric power 
making the outfit entirely portable. A special chisel 
was made to fit an electric hammer and proved a valu- 
able tool for cutting away dead parts of the trunk, as 
shown in the photograph. This entire demonstration 
with the aid of a factory representative resulting in the 
sale of the two units, generator and special equipment, 
proved conclusively that a little extra effort on special 
problems is profitable. 


And so—to successfully sell electric tools, they must 
be demonstrated anywhere and any time. 
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Sales Step Number Two—A rousing Interest 


HE arousing of interest is 

the second step in every 

sale. The approach is 

largely a matter of your 
appearance and attitude; of how 
you act and what you do or say. 
It concerns the prospect only in 
result. 

When it comes to arousing in- 
terest, however, the customer gets 
into the limelight. The salesman 
gets his clue from the customer’s 
answers to questions. From then 
on he must cater to the custom- 
er’s indicated likes and dislikes. 
Unless the second step is well 
handled there can be no sale. 


Gaining Prospect’s Confidence 


Gaining the  prospect’s  con- 
fidence is a big factor in arousing 
his interest. It is usually accom- 
plished by showing a real knowl- 
edge of the merchandise for sale. 
The salesman must know what he 
is talking about, and be able to 
pass that knowledge on in an in- 
teresting way. Any misstatements 
or exaggerations are fatal. At 
the same time, enthusiasm and an 
interesting display of facts are 
essential. Often the arousing of 
interest consists of introducing 
the article and mentioning its 
principal points of interest. These 
points are enlarged upon later in 
creating a desire to own the 
article. 

Let us presume that in answer 
to your question “What can I 
show you today?” the customer 


replies: “Well, I don’t know that 1 
want to buy anything. I’ve been 
getting my fishing tackle in shape, 
and just thought I’d look around 
a little.” 

The salesman’s reply should be 
something like this. “I’m glad you 
came in because we have a very 
complete line of tackle that I 
would like to have you look over. 
By the way, you know what a 
nuisance it is to have your line 
back-lash when you are casting. 
Well, we have a new anti-back- 
lash reel that does away with that 
trouble and makes casting a pleas- 
ure. A lot of fishermen in this 
locality are using it. It is a level 
winding reel with a number of 
advantages over the ordinary type, 
among which is a line carrier that 
winds evenly on the spool. The 
big feature of the reel, however, 
is that it is made in a way which 
absolutely prevents any back-lash 
when casting. I’d like to have you 
look at it and tell me what you 
think of it.” 


Leading Them On 


As the salesman says this, he 
should lead the way to the fishing 
tackle section and take out the 
reel in question. A talk similar to 
the one recounted is usually suffi- 
cient to awaken the prospective 
customer’s interest and make him 
curious to know more about the 
article you wish to sell. 

You are then ready for the next 
step, which is to build up in the 


prospect’s mind a definite desire 
to own the article in question. We 
will take up that phase of selling 
in our next article. 


Next WEEK 


The article for the 
Man Behind the 
Counter will be the 
Third Step in Mak- 
ing a Sale—Creat- 


ing Desire to Own. 








HOW IT STARTED 
Bath Tubs—Water Closets 


In ancient Roman times the 
waters of “Bath” were supposed 
to possess curative powers. The 
Priests sent the sick lame and 
halt there to be bathed, and to 
prevent waste and give a certain 
amount of privacy tubs were used, 
hence the word bath tub. In cer- 
tain parts of England as late as 
the early part of the 19th Century 
the use of the bath was forbidden 
without the consent of a doctor. 

In the year 1596 Sir John Har- 
rington of England invented the 
first form of water closet which 
consisted of a sluice way which 
allowed a running stream of 
water to carry away the refuge 
to the pebble beach of Kelston. 


Magnet—Bunsen Burner 


The magnet is derived from the 
romance of the loadstone which 
was discovered by a wandering 
shepherd in Asia Minor. He car- 
ried his find to Magenta and in 
honor of the discovery he called 
his curious stones magnets. 

The indispensable Bunsen Burn- 
er was the result of the inventive 
genius of one Von Bunsen, a Ger- 
man, who discovered that his ap- 
pliance would burn coal gas with- 
out smoke or odor, <'so generate 
an intense heat. This was about 
1832. 








5 ith i Sein 











wee 














HARDWARE AGE for MARCH 5, 1931 


53 








IMES are dull. You find it 

difficult to make sales. You 

go from customer to cus- 

tomer and become dis- 
couraged. You wonder how long 
the boss is going to keep you on 
if your continued efforts fail to 
produce. 

Has it ever occurred to you that 
this should be one of the greatest 
and most profitable times in your 
lives ? 


alesmen. 


Dont 


| 





A prescription is here 
presented in an article by 
E. B. Gallaher. He points 
out that the salesman can 
assist his retail customers in 
a constructive way to solve 


his problems. 


‘Set. Goons 


—Look for Good Connections 


Merchants are in a daze. They 
are wondering how to proceed— 
what to buy—at what prices to 
sell! 

You are in daily contact with 
them—have you helped them in a 
constructive way to solve their 
problems? 

Can’t you see that you should 
read and study sound economics— 


become an expert, if you please— 
then spend your time passing on 
sound advice. It will come back to 
you a hundredfold. 


Salesmen with sound ideas and 
constructive advice are always wel- 
come. It’s the high-powered fellow 
who crowds his customer, who is 
unwelcome. He is a pest and has 

(Continued on page 99) 














54 HARDWARE AGE for MARCH 5, 1931 





Dayton, 











SHOOTING 
SQUARE 


Every individual likes to buy from firms who are known, 
in the vernacular, as “square shooters.” One knows such 
firms never mislead, misrepresent, nor sell inferior products. 
In short, such firms can be depended upon—that’s how their 
reputations of shooting square have been earned. 


Take hardware, for example, particularly at this season, 
when lawn mowers, lawn hose, garden tools, lawn and garden 
seeds, screen wire, and the hundred -and one other garden 
tools and equipment are so much in demand. What a satis- 
faction it is to go to the store that definitely knows and 
advises you what you need—sells it to you at a reasonable 
price, endorses the quality, and rigidly. stands back of the 
guarantee. It pays in more ways than one to do business 
with such firms, especially since they represent Dayton insti- 
tutions, Dayton taxpayers, and Dayton citizens. 
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GARBAGE PAILS 


Galvanized 10-Gal. Capacity 
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By TRUMAN MILLS 


NEWSPAPER advertis- 
ing campaign initiated 
a year ago by the Day- 
ton (Ohio) Retail Hard- 


ware Dealers’ Association is be- 
ing continued again this year 
owing to the fact that it has 
brought excellent results for the 
dealers in the association. 
campaign covers the advertising 
each month of a special for Fri- 


This 


day and Saturday. 


BROOKS H. 
HARMON 


Secretary of the Day- 
ton, Ohio, Retail 
Hardware Dealers’ 
Association, who is 
responsible for the 

highly successful cam- 

paign described here 


When Brooks H. Harmon, secre- 
tary of the association, took over 
his position, 
members of the group get together 
on some advertising. A number 
of the members were at first skep- 


he suggested the 


tical of the value of this, but after 





DAYTON RETAIL 
HARDWARE DEALERS’ 
ASSOCIATION 


Watch for Their Monthly Specials l 








Every month the individual es of The Dayton ae Hardware Dealers’ A. 
ciation offer the public an important special, a appropri season. a 
handise.. The purpose of these extreme Anas the penis 
with the standard of q 
ate necessities as weather strips, glass, stove pipe and elbows, coal hods, 
nition, ape ne Prove superior in quality and value when wl a on ens ‘of th the 
stores lis 


AN EXTRA SPECIAL FOR 
FRIDAY AND SATURDAY 














At Any Dayton Hardware Store Listed Below 


John F. ——_ Frank Hamburger Reynolds Hdwe. Co. 
456 East Fifth 1105 West Third St 1515 West Third St 

Chas, Cammerer hci cole a Joseph J. Schad 
3 North Troy St. 846 Brown St 


Albert G. Harnish 
2925 East Third St. 


527 Suiem Av 
Clem L. Kimmel & Son 2024 Salem Ave 
1 


Cramer & Son Hdwe. Co. 
2508 East Fifth 8t. 


Chas. G. Deppner Third and St. Clair St. 1028 W Main st 
Want teen Bt Kramer Hardware Co. 
meh ee << 138 East Third St ‘4 Tipton Hdwe. Co. 
Foster Hardware 2822 Wayne Ave. 


a Gucman Krizin Hdwe. & Paint Co. 


Louis Graeff & Son w, 
1101 South Wayne Ave. 


Hall Hardware Co, 
1934 East Third St 


DAYTON RETAIL HARDWARE DEALERS’ ASS'N 


G. W. Tischer Hdwe. Co. 


Poco lates Co. 
1715 West Third St. 


Walter L. McCluskey 


2216 North Main St. 


23 East Second §t. 
505 Salem Ave 


Wellmeier Bros. 
600 Xenia Ave 





The Seitz-Breidenbach Co. 


Furnace Scoops 


mag 3 2 


age —— is here. Bored 





. urnace scoop. Friday 
ne capo and Saturday such a 

1 fpf hd offered by the stores listed 
Smal bagi below at a substantial saving 
a & regular $1.0" val 
amie 79 cents, 

















AT THESE LEGITIMATE DAYTON HARDWARE STORES 


Baker Hardware 
406 Fast Pith 8 


Frank Hemberger Reynolds Hdwe. Co. 
i 


1108 West 1518 W Pourtn #1 





The Seitz- Societies Co, 
Kramer Hardware Co. 2008 aterm ae 
138 Bast Thine ape hersn hain 
Krizin Haw. & Paint Co, 
G. W. Tischer Hdwe. Co. 
Rast 


H.W. ios Hadwe. Co. bay hy he 
110 West Third Be 
sistas Bros. Wellmeier Bros. 
Brown and Wroming 81s. 600 Kenta Ave 
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Another 
HARDWARE 
Special 


Here comes another special hardware Value by The Dayton Retail Hardware 
Dealers’ Association. An article of exceptional quality at an aston- 
ishingly low selling cost. Good hardware at reasonable prices is available 
you would expect it to be—at a legitimate hardware store. 

At this time the individual members of this association are stocked with 
end of Christmas suggestions including tools, cooking utensils, cut- 
lery, etc-—items always highly prized and appreciated. 


AN EXTRA SPECIAL FOR 
FRIDAY AND SATURDAY 


4.25 HOUSE AXE 
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ext material. 
‘Weighs only 
oo. 


ally. every, 9ure puree 










ann Every 


ity 
. 
for iter 8 a hatchet oe Por Kinda mm can be bs 






Kramer H Hardware ¢ Co. 


The Seite. Breidenbach Co. 
Foster ts Hardware Krisin | rd. ap ‘Pain Co. : 


Louis Graet & Son H.W. peony Hae. Co, & W, Tiache 
ses 


108 Shorth Mas Bt 





Bourn Way 735 West Third 
Frank Hamburger Nenhenger 
108 Weet Third 8 Brown and Wyoming Ste A 
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Makes Consumers Hardware Store Conscious 


a meeting or two it was decided 
that $5 apiece could be spent each 
month on a campaign, which 
meant the placing of an eighth 
of a page in the two evening 
newspapers monthly. 


A local advertising agency was 
called upon to prepare a series of 
ads covering specials to be offered 
in each of the associated stores. 
And a committee of four was ap- 
pointed to work with the advertis- 
ing agency and buy the specials. 
The items were to be offered at 
cost or 10 per cent over the cost. 


See next page 


While due promi- 
nmence is given to 
the specials offered 
in these ads, there 
is a well conceived 
plan to make the 
reader realize the 
service rendered by 
the dealers listed 
at the foot of ads 











Where Added Pennies 
Assume Dollar Values 


Experience is a great instructor. Its lessons are learned by the 
trial and error method. It exposes mistakes and by doing so, corrects. 
Experience brings home the lesson of thrift in no uncertain way. It 
instructs us how to handle our 
from its expenditure. It teaches us all that it is thriftier to buy a product 
of quality at a slight additional charge. 


In no instance is the presence of thrift more marked than in the 
purchase of good hardware and the hundred and one sundry articles that 
come under this head, such as guns and ammunition, stovepipes, ¢lbows, 
coal hods and the many other fall hardware necessitics.. 


mate hardware store. The reason 
dealer specializes and spends his life in this business, He knows hard- 
ware. He knows the manufacturer and his reputation. He knows quality 
and he buys it. That’s why he can stand back of what he sells. The 
few added pennies 
in durability and lasting satisfaction. 


SPECIAL, FRIDAY AND SATURDAY 
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hard-earned cash so that we gain most 


And where do 


is simple. The legitimate hardware 


you may in some instances pay assume dollar values 





$1.00 Steel 


$1.50 Sled—Flexible Flyer Type 


s and Girls 


wonderful “a 


Sled Special 


FRIDAY AND SATURDAY ONLY 








Yard Brooms 
5° 


‘spectal by these dealers 


AT THESE LEGITIMATE DAYTON HARDWARE STORES 


Cromer & Seno Hud, Ca, 








on 827 Galem Ave. 
Foster Hard Krai se 3s ok 
ler ware mer y 
‘02 Wetervitet Ave. ‘1994 East Third 8. — _ 
Vouia Graeff & Sor Ketasin Bwé. @ Petet Co. Tipton Hdwe. Co, 
South Wayne Ave, “= Wayne Ave 


Hall Hardware Co, H. W. Lehman Héwe. Co. 
198 Rast Third 8. 1718 West Third st, G. W. Tischer Hdwe. Co. 
Frank Hamburger Reynolds Héwe. Co, "sane 
108 West Thira st. 1015 West Third ot. 
Albert 6 _Harnish Jenoph 3. § 3 Schad Wellmeier Bros. 
2005 tant Tare Be $00 Xenia Ave 


barton ara RARBWARE DEALERS ASSOCIATION 


= eed 





Fathers and mothers, boys and girls, e 

here it is, the “ ee a a dandy 
ter Sled. A real flexible flyer 

type with Ped slickest rors runners 

id easy steering. A regular $1.50 
value 5 for ‘ay 98 cents, The ideal 
Christmas gift. Don't miss this 
unusual opportunity. 
Every month The Dayton Retail Hardware Dealers Association offers to thi 
public a most extreme value. The purpose is to prove aaa ag * am ‘cod 
hardware is available exactly where you would expect le} 
ware Kegon Don't éverlook this fact when doing your Christmas Peery ~~ 
member every one of the stores listed below is now stocked with such splen- 
did gift suggestions ap tools, cooking utensils, cutlery, toys and dozens of other 
items so much in demand at Christmas time. 











AT THESE LEGITIMATE HARDWARE STORES:— 


Baker Hardware Albert C. Harnish Reynolds Hawe. Co, 
2925 Bast Third St. 1818 W. Third ot. 
Cramer or & Se Sons Hae Co. Clem L. Kimmel & Son Joseph J. Schad 
‘Third and 6t. Clair Sts. (‘846 Brown Bt. 
Chas P Dep Bee. Kramer Hardware Co, The Seitz-Breidenbach Co. 
Foster Hardware 198 Bast Third Ot, = Guten Ave 
Mea Watersiiet 
H. W. Lehman Hdwe, Co. 
Lowi Gret fen IMs west Third 
Frank Hamburger 


1105 West Third St. 


2026 Salem Ave. 
1998 North Main St, 
3101 Hoover Ave, 


Hemberger B G. ae Tischer Hdwe. Co. 


Brown and Wyoming Sts 
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SELL Cooperatively 


Joint Advertising of Monthly Specials 





How important to our economic Ife are the above two 
words. Yet in many ingtances, most. of us are misled in our 
‘ery endeavor to get value received. We are too apt to 
think that because a product is cheap in price, it is a 
a superior value ... but such 1s rarely the case! To get 
value received, we must go further than the product itself 


. « we must take into consideration the experience, reputa- 
tion and integrity of the store that sells it. 


This applies-to all types of merchandise and particularity 
to hardware. The thousand and one sundry articles, under 
this classification, should, if value received is expected, be 
purcMased at a reliable Dayton hardware sture. Such a 
store knows hardware; takes a persepal interest in your 
requirements; Suggests the proper tool or equipment, en- 
dorses the quality and charges the minimum price, Your 
purchase of lawn hose, hose reel, lawn mowers; sceen doors, 
window screens, screen wire, garden tools, etc., from any 
i the’ hardware stores listed below is ppsitive assurance 
of top quality at moderate cost . . . the utmost for every 
dollar exended ,.. VALUE RECEIVED. 








$1.25 
LAWN SPRAYERS 


*9c 


Regular $1.25 Revolving Aero Lawn Sprayers. 
Ta brass, with wrought iron base, Offered 
for Friday and Saturday of this week, only 
at the Dayton Hardware Stores, listed be- 
low, for only 89c. A real opportunity. Don't 
mise it. 








Baker Hardware 
456 East Fifth St. 


Chas. Ci Cammeror 


c hieaatiioaa nies Co, 
2508 East Fifth. St. 
Chas. G. Deppner 
410 West Third 8t 
Foster Hardware 
742 Watervliet Ave. 


Graeff & Son 


1101 South Wayne Ave 


Hall Hardware Co. 
1934 


Louis 


A Big Special Every Month by These Dealers—Watch for It 


At All Hardware Stores Listed Below 


Reynolds Hdwe. Co. 


1615 West Third St 


Joseph J. Schad 
46 Brown St. 


The Seitz-Breidenbach ©». 


Frank, Hamberger 
1105 West Third 


Albert G. Harnish 
2925 East Third St. 


Clem L, Kimmel & Son 
Third and St. Clair Sts. 


K Hard C 108 Noe 
ramer Hardware Co. 
138 East Third St 3101 Hoover 


Krizin Adw. & Paint Co. 
533 Ohio 8 


ih Main St. 
2822 Wayne 
H. W. Lehman Hdwe. Co. 

1715 West Third St. 505 Salem 


Walter L. McCluskey 


East Third 6t. 2216 North Main St. 


Ave. 


Tipton Hdwe. Co. 


Ave. 


G. W. Tischer Hdwe. Co. 
23 Eest Second St. 

Ave. 

Wellmeier Bros. 


DAYTON RETAIL HARDWARE DEALERS’ ASS’k 
SSS 
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The committee then purchased 
some article each month that had 
a special appeal to the home owing 
to the value and price. Along 
with the advertisement of the spe- 
cial, the agency worked up some 
copy to be run in each ad calling 
attention of the public to the ad- 
vantages of patronizing the neigh- 
borhood store when in need of 
hardware. The hardware man 
was pointed out as one who can 
advise the home on the uses and 
operation of articles sold. He was 
also represented to be an individ- 
ual who takes a personal interest 
in the customer’s requirements 
and offers quality goods at prices 
that are right. 


Ads Run Last Thursday 
of the Month 


The ads are run on Thursday, 
usually at the end of the month, 
and are signed by the Dayton Re- 
tail Hardware Dealers’ Associa- 
tion, with a listing of each store 
that cooperates in offering the 
special. A cut of the item offered 
is run in the middle of the ad, with 
the announcement that this is the 
special for Friday and Saturday. 


Items cover garbage pails, house 
axes, furnace scoops, yard brooms, 
lawn sprayers, grass shears, gar- 
den hose, lawn mowers and the 
like. 


It has been found by the stores, 
says Mr. Harmon, that after each 
ad is run the special is usually 
sold out completely. And many 
of the merchants report that they 
could sell “half again” as many. 
The stores also find that custom- 
ers come in who have never been 
seen before, and some of these 
naturally keep coming back for 
other items after once becoming 
acquainted with the store’s ser- 
vice. 

Each store arranges an attrac- 
tive window on Thursday evening 
preceding the Friday of the spe- 
cial sale, and also has a display 
of the special just inside the door. 
It is found that by working out 
similar displays in stores all over 
the city, the public is more deep- 
ly impressed. 


Articles offered are purchased 
three or four weeks ahead by the 
committee, and in some cases they 
are delivered to the store, while in 


others they are sent in to some 
central place and each dealer gets 
his supply from this point. 


The ad in April, 1930, was en- 
titled, “SHOOTING SQUARE,” 
and had the following bit of edi- 
torial copy with it: 


“Every individual likes to buy 
from firms who are known in the 
vernacular, as ‘Square Shooters.’ 
One knows such firms never mis- 
lead, misrepresent, nor sell in- 
ferior products. In short, such 
firms can be depended upon—that’s 
how their reputations of shooting 
square have been earned. 


“Take hardware, for example, 
particularly at this season, when 
lawn mowers, lawn hose, garden 
tools, lawn and garden _ seeds, 
screen wire and the hundred and 
one other garden tools and equip- 
ment are so much in demand. 
What a satisfaction it is to go to 
the store that definitely knows and 
advises you what you need—sells 
it to you at a reasonable price, in- 
dorses its quality and_ rigidly 
stands back of the guarantee! It 
pays in more ways than one to do 
business with such firms, especial- 
ly since they represent Dayton in- 
stitutions, Dayton taxpayers and 
Dayton citizens.” 


This ad announcced a special 
for Friday and Saturday on $1.25 
garbage rails at 79 cents. 

A paragraph out of the May ad, 
offering $1.25 lawn sprayers at 89 
cents, read: 


Value Received 


“VALUE RECEIVED. How im- 
portant to our economic life are 
the above words. Yet in many in- 
stances most of us are misled in 
our every endeavor to get value re- 
ceived. We are too apt to think 
that because a product is cheap in 
price, it is a superior value . 
but such is rarely the case. To 
get value received, we must go 
further than the product itself 

. we must take into consider- 
ation the experience, reputation 
and integrity of the store that 
sells it. 


“This applies to all types of 
merchandise and particularly to 
hardware. The thousand and one 
sundry articles, under the classi- 
fication, should, if value received 


is expected, be purchased at a re- 
liable Dayton hardware $store. 
Such a store knows hardware; 
takes a personal interest in your 
requirements; suggests the proper 
tool or equipment, indorses the 
quality and charges the minimum 
price. Your purchase of lawn 
hose, hose reel, lawn mowers, 
screen doors, window screens, 
screen wire, garden tools, etc. 
from any of the hardware stores 
listed below is positive insurance 
of top quality at moderate cost 

. the utmost for every dollar 
expended. ... VALUE RE- 
CEIVED.” 


Another Ad 


The September ad featuring 
steel yard brooms at 59 cents was 
headed “WHERE ADDED PEN- 
NIES ASSUME DOLLAR 
VALUES.” The copy read: 


“Experience is a great instruc- 
tor. Its lessons are learned by the 
trial and error method. It exposes 
mistakes and by doing so corrects. 
Experience brings home the les- 
son of thrift in no uncertain way. 
It instructs us how to handle our 
hard-earned cash so that we gain 
most from its expenditure. It 
teaches us all that it is thriftier to 
buy a product of quality at a slight 
additional charge. 


“In no instance is the presence 
of thrift more marked than in the 
purchase of good hardware and 
the hundred and one sundry arti- 
cles that come under this head, 
such as guns and ammunition, 
stovepipes, elbows, coal hods and 
the many other fall hardware ne- 
cessities. And where do we get 
good hardware? Exactly where 
we would expect it—at a legiti- 
mate hardware store. The reason 
is simple. The legitimate hard- 
ware dealer specializes and spends 
his life in this business. He knows 
hardware. “He knows the manu- 
facturer and his reputation. He 
knows quality and he buys it. 
That’s why he can stand back of 
what he sells. The few added 
pennies you may in some instances 
pay assume dollar values in dura- 
bility and lasting satisfaction.” 


Around twenty Dayton hard- 
ware dealers have been cooperat- 
ing in the campaign, declares Mr. 
Harmon. 








Se ee Se ee 
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ord of your old man. He got two 
new customers but he sold one- 
third less goods than I did. There’s 
enough business right on my pres- 
ent list to keep me busy for years 
—without going out and selling 
and fighting and arguing and 
storming at other people’s cus- 
tomers.” 

After the interview the sales- 
manager saw a great light. Every 
new prospect is somebody else’s 
old customer. There’s a double 
job of selling a new customer— 
while the job of increasing the 
amount of, business from old cus- 
tomers is so much easier. Check- 
ing over the four hundred odd 
names on his customer list he 
realized that very few of them 
were buying as much from him as 
they could. To his customers, he 
realized, his firm was nothing 
more than another source of sup- 
ply and in only a few cases was 
his firm the major source. 

Which trend of thought led him 
directly to a well-known but little 
used truth: THE LIFE BLOOD 
OF ANY BUSINESS IS THE OLD 
CUSTOMER. 


Get Old Customers’ Trade 


All too often business men con- 
sider the old customer as just a 
delivery problem. MHe’s on the 
books. The salesman makes his 
regular call upon him. No ef- 
fort—or at most a very slight ef- 
fort is made to drain that cus- 
tomer for all the business it is 
possible to get from him. 

Yet think of how much more it 
costs to land a new name and get 
an order from a new customer 
than to dig intelligently into the 
old customer’s business and find 
out how to increase volume from 
that source. 

New prospects must be unsold 
on the company from which they 
are buying. Then they must be 
sold on the house. Then they 
must be convinced that the line 
and prices are in accord with 
their current buying policies. And 
then they must be called upon 
again and again until they are 
convinced that a change is neces- 
sary. They must be deluged with 
sales letters. And then when 
they are finally landed a trial or- 


der for a small amount of goods 


CONCENTRATED 
SELLING 


(Continued from page 47) 


—or even several small orders— 
only begins to pay for the amount 
of money spent in landing them. 

And even after that there is lit- 
tle guarantee that they will stay 
put. Once they get into the habit 
of changing their buying sources 
there’s no stopping them. Another 
rival has as much chance of get- 
ting in as your salesman had. As 
long as your salesman has finally 
worked them into a shopping state 
there’s no telling how long they’ll 
remain as customers. 


Easier to Increase Volume 


How much easier it is to in- 
crease volume from old custom- 
ers. The salesmen know them. 
They can drop in, chat pleasantly, 
ask the kind of questions that lead 
to an understanding of what the 
complete needs of the customer 
are. And then by selling to the 
broader needs of the customer in- 
crease volume all along the line. 

On the record cards of an im- 
portant wholesaler is a_ special 
boxed bit of information. It is 
headed, in colored ink, “Probably 
Consumption of Customer.” Ac- 
cording to the sales manager of 
this organization, that is the most 
important part of his record card. 
When he knows that the Office 
Company is using $40,000 worth 
of gadgets a year and that his 
firm is only selling him one-tenth 
of that amount, he knows that 
there is something wrong some- 
where. If his line is good enough 
to be used in part—it is good 
enough to be used in a greater 
part. And he calls his salesmen 
to account on those factors. 
“Give me,” says he, “All the pos- 
sible. business from my present 
list of customers, and I’ll be con- 
tent to open only three new ac- 
counts a year.” 

It is not so difficult for the 
salesman to learn just how much 
buying any regular customer does 
in his particular line. After call- 


ing on a man regularly—after sell- 
ing him—filling his orders regu- 
larly over a period of time the 
salesman will not in the least 
open himself to the accusation of 
spying, if he approach a customer 
somewhat in the following man- 
ner: . 
“Mr. Jones, we’ve been doing 
business together for a long time 
now. Our relations have been 
eminently satisfactory. Our firm 
enjoys your business and tries to 
give you value and service. I am 
wondering now whether, with all 
the proof we have given of our 
ability to serve, it wouldn’t be pos- 
sible for us to handle a larger 
slice of your business. Our staff 
at the home office is geared to your 
demands. We’ve proved that. 
“Why can’t we get together now 
and go over the complete needs 
in our line? I believe we could 
make a very satisfactory arrange- 
ment to make it worth your while.” 
Isn’t it conceivable that the cus- 
tomer who already has built up a 
fine confidence in your salesman 
will open up and present an oppor- 
tunity for a larger sale? 


Hundreds Have Done It 


Not that calls on new pros- 
pects should not be made. But be- 
fore the salesman gets all hot and 
bothered chasing the new pros- 
pects—before they content them- 
selves with a. mere perfunctory 
call upon their old customers— 
let them go over their territories 
to learn what increased business 
lies in the offices of their regular 
trade. Hundreds of businesses have 
already found that a special drive 
to increase business from old cus- 
tomers has brought greater re- 
turns than special drives upon new 
prospects. And that’s natural. 
The old customer has extra bus- 
iness waiting to be plucked. The 
new one has business being stead- 
ily plucked by other firms. 

And whether it is a retail bus- 
iness with retail customers—a 
grocer—a local shoe store—a local 
department store—or a large job- 
ber of manufacturer this truth# 
holds firmly. Moreover, there are 
very few arguments so sure to 
sway new prospects so powerful 
as this one: 

“SMITH GIVES OUR FIRM 
ALL HIS BUSINESS.” 
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Don't Let the Depression Fool You! 














Start Now With Your Advertising 

















Get Your Kiddies Out of Doors 


Keep them out in the sunshine and besides being beneficial 
to them, it will give you a chance to accomplish much around 
the house. We list three items below that will do much in 
keeping the little tots out of doors. 


(Items) 


(YOUR STORE NAME HERE) 

















How to Order 


If you have local sterotyping 
facilities, request the complete 
sets of mats of all the adver- 
tising illustrations of these four 
ages, inclosing your check for 
1.25. If you need mounted cuts 
order them by number given 
under each cut, listing the num- 
bers in a column. Figure the 
charge at 35c. for each cut when 
less than ten cuts are ordered ; 
when ordering ten cuts or more, 
figure the charge at 30c. for 
each cut ordered. Inclose check 
with order, please—this saves 
bookkeeping for small amounts. 
Send all orders to 


HARDWARE AGE 
ADVERTISING FEATURE 


239 West 39th St., 
New York City 


Batter-Up! 


It won’t be long now before 
baseball will be in all its 
lory. Our Sporting Goods 
epartment is ready. Why 
not drop in and see the new 
things. 


(Items) 


(STORE NAME) 




















OU may not be able to 

make people “Buy Now,” 

but with timely, suggestive 
advertising you, will put your 
customers in a receptive mood 
to buy at your store when the 
proper time arrives. 


These little advertisements 
are timely and suggestive of the 
coming Spring. 


Use them ih your newspaper 
or as a direct-by-mail piece. 
You will marvel at the results 
they will bring! 





Fix that Leaky 
Roof Now 


precaution right now. 


do a perfect job. 
(Items and prices) 


(STORE NAME) 





Don’t wait for Spring rains 
to let you know that your 
roof needs repairing. Take 


spect your roof and if it 
needs repairing, we have ev- 
erything you will require to 
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Now’s the Time to Get 
Ready to Paint Outdoors! 


Paints for houses, barns, floors, cupboards, shelves, furni-. 
ture, etc.—in fact, a special paint for each use. Paints of the 
best. quality at moderate prices. Now is the time to lay in 
your supply. 





(Item) (Item) (Itenv) 


(YOUR‘STORE NAME HERE) 
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(Items and 
prices) 


(YOUR NAME) 




















The Great March 
Sale of China & Glassware 


! this city the 
J lowest prices 
in years. 





CHINAWARE GLASSWARE 


(Items) (Items) 


(YOUR STORE NAME HERE) 











Do You Need a 
New Refrigerator? 


Improved, up-to-the-minute 
features; keeps food not only 
cold but pure and wholesome. 
Notwithstanding the great 
merit of this refrigerator, 
the cost is no more than you 
would have to pay for infe- 
rior makes. 


(Items and prices) 


(YOUR: NAME) 























60 


HARDWARE AGE for MARCH 5, 1931 








Minnesota Convention was Well Attended 





Vv. G. WEDGE 
Retiring President 


EMBERS of the Minnesota 
Retail Hardware Associa- 
tion who attended the thir- 


ty-fifth annual convention, 
held in Minneapolis, Feb. 17 to Feb. 
20, inclusive, declared it to be one of 
the most successful and educational 
meetings ever held in the State. Those 
in charge of registration stated that 
the attendance of members was al- 
most equal to that of last year, which 
was the biggest convention, in point 
of numbers, on record. In addition to 
the members and their employees and 
families, many hardware retailers 
from Wisconsin, North and South Da- 
kota and Iowa were present. 

The exhibition, held in the Minne- 
apolis Auditorium; was one of the 
largest ever staged. In addition to 
the regular.displays, there was shown 
a model hardware store, complete in 
every detail, with the most modern 
fixtures and complete stock. 


The Sessions Begin- 


The sessions started with a break- 
fast at the Curtis Hotel, the invoca- 
tion being given by Rev. Cecil 8S. 
Sparkes, pastor of the Edina Com- 
munity Church. V. G. Wedge, Sauk 
Center, president of the association, 
delivered his annual message, based 
on “The Necessity for Better Mer- 
chandising.” The treasurer’s report 
showed the financial condition of the 
organization to be very good. 

With the main theme of the con- 
vention based on “Teamwork in Hard- 
ware Merchandising,” the session 
theme of the first meeting was “The 
Merchandising Job.” C. B. Jordan, 


president of Jordan-Stevens Co., Min- 
neapolis wholesale grocers, gave a 
message based on “Studying the Job.” 
He was followed by C. C. Falconer, 
Winnipeg, director in the Retail Hard- 


ED. B. JUNI 
New President 





CHAS. H. CASEY 
Mgtr.-Treas. 


ware Association of Canada, who 
spoke on “The Job of Retailing,” 
bringing out many points of interest 
to the members. 

“A Joint Enterprise” was the sub- 
ject handled by Paul Anderson, as- 
sistant treasurer of Farwell, Ozmun, 
Kirk & Co., St. Paul. Mr. Anderson is 
well known to Minnesota hardware 
men, and put his message over in his 
characteristic manner. 


Following Through 


“Following Through to the Con- 
sumer,” an important part of distri- 
bution of merchandise, was the theme 
of a talk given’ by M. T. Bentzen, 
president of the General Metalwares 
Corporation, formerly the Northwest- 
ern Metalwares Co., Minneapolis. Mr. 
Bentzen believes that the best way to 
follow merchandise through to the 
consumer is by each factor, manu- 
facturer, jobber and retailer, doing his 
part, and not encroaching upon the 
field of the others, at the same time 
remembering that “Teamwork” is 
necessary for success. © 

A forum discussion followed, and 
the meeting was summarized by Her- 
bert P. Sheets of the National Hard- 
ware Association under the topic 
“Putting the Job Over.” 

The plan of closing the exhibits 
during the convention sessions and 
keeping them open during the after- 
noon was so successful last year that 
it was adopted again this year, and 
Tuesday afternoon saw the opening of 
this part of the convention. 

The Wednesday session theme, “Re- 
tail Hardware Management,” was in- 
troduced by the president. Under the 
topic “Management Points the Way,” 
E. B. Gallaher, manager and editor of 
Clover Business Service, Norwalk, 
Conn., gave one of the outstanding 


‘of jiabor, has 


messages of the convention. Mr. Gal- 
laher expressed his view that in the 
future capital and labor must divide 
their profit with the consumer. “The 
price of everything, with the exception 
been reduced,” he 
stated, “and before the country can 
reach an economic readjustment the 
price of labor must be deflated. Com- 
modity prices at the present time are 
about as low as they can go. Busi- 
ness conditions are on the upward 
trend and will remain so if the man- 
ufacturer is careful and does not 
overexpand as he has in the past.” 
His audience was so keenly interested 
that it insisted on his talking on far 
past his allotted time. 

C. J. Christopher, assistant manager 
of the association, gave a demonstra- 
tion of the association control service, 
which proved to be of exceptional in- 
terest to the members. 

Herbert P. Sheets of the national 
association summarized the session 
under the theme “The Man in Man- 
agement.” The afternoon was again 
given over to the exhibitors and ex- 
hibits. 

Members of the women’s entertain- 
ment committee were Mesdames C. H. 
Casey, G. S. Wheaton, C. J. Chris- 
topher, Minneapolis, and E. B. Juni, 
Jordan. A bridge-luncheon was given 
Wednesday afternoon at the Curtis 
Hotel for all of the lady visitors. 

The Thursday session theme was 
“The Business of Selling,” and Mr. 
Gallaher again took the platform and 
delivered a talk that found his audi- 
ence strictly attentive. Edward L. 
Poss, association fieldman, had 
brought 14-year-old Gerald Murphy, 
Le Sueur, Minn., to the convention to 
show the members what the young 
man could accomplish in dressing 
windows and counters. This proved to 
be one of the best features of the 
convention, and held the interest of 
the members, who entered into the 
forum discussion with zest. 

Mr. Sheets again summarized the 
session under the head of “Successful 
Sales Promotion Methods.” 


The Exhibits 


Thursday afternoon was devoted to 
the exhibits, and the members showed 
their appreciation of this feature by 
attending in great numbers and plac- 
ing orders in excess of last year. 

Thursday evening a banquet and 
dance was held at the Curtis Hotel. 
Hon. Floyd B. Olson, Governor of 
Minnesota, was the guest of honor, 
and spoke against the proposed sales 
tax, characterizing it as an added 
burden on purchasers and a nuisance 
to merchants. Trade associations, as 
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a means for advocating desirable 
legislation, were commended by the 
Governor. 

The final session was held Friday 
morning, with the session theme an- 
nounced by the president as “The 
Problem of Buying.” B. Christianson, 
secretary-treasurer of the Wisconsin 
Retail Hardware Association, was 
the main speaker for the day, and 
built his message around the topic 


of “Buying to Sell.” This brought out 
some good discussions during the 
forum which followed, taking into ac- 
count the consumer, stocks and many 
other phases of retailing. 

Mr. Sheets again summarized the 
meeting and the convention as a 
whole. 

Reports of committees and election 
of officers for the year brought the 
convention to a close. 


Officers were elected as follows: 
President, E. B. Juni, Jordan; vice- 
president, John Griebler, Alexandria. 
Members elected to the executive 
board are: Albert Wynn, Windom; S. 
E. Hunt, Red Lake Falls; F. W. Bu- 
seke, Good Thunder; and Dan Billman, 
Minneapolis. The advisory board con- 
sists of Carl Hoffman, St. Paul; A. L. 
Steinke, Pipestone, and V. G. Wedge, 
Sauk Center. 


Rapid City Was Host to South Dakota 


HE twenty-sixth annual con- 

vention of the South Dakota 

Retail Hardware Association 

opened punctually in Rapid 
City, S. D., on the morning of Tues- 
day, Feb. 3, with P. A. Young, Wes- 
sington, S. D., president of the asso+ 
ciation, in the chair. Following the 
invocation given by Rev. E. C. Pros- 
ser, rector of the Emanuel Episcopal 
Church of Rapid City, President 
Young delivered his annual address, 
giving a very clear and comprehensive 
survey of his part of the association 
work for the year. 


First Time in Western Part 
of State 


This was the first time that the con- 
vention had been held in the western 
part of the State, and, considering the 
fact that but 20 per cent of the mem- 
bership is located in that section, the 
convention was very well attended. 
The facilities for the convention were 
most excellent. The Alex Johnson 
Hotel offered the best of accommoda- 
tions to the visitors, and the new city 
auditorium, which housed the exhibits, 
is a structure of which the citizens of 
Rapid City may well be proud. Every 
courtesy possible was afforded the vis- 
iting delegates and their friends. It 
was apparent that the people of Rapid 
City had adopted the cooperative 
theme of the convention for their own, 
and were using it to the best advan- 
tage—the theme being “Teamwork in 
Hardware Merchandising.” 

This theme was borne out in all of 
the activities of the convention and 
was ‘evident in all of the talks and 
reports. 

Following President Young’s mes- 
sage, C. H. Casey, treasurer-manager 
of the association, gave his report. 
Earl Erlandson, fieldman for the asso- 
ciation, then detailed the activities of 
the organization represented by his 
work during the year, emphasizing 
the work of remodeling and reequip- 
ing stores. Several of the stores in 


- subject. 


Convention 


the State have, during the year, un- 
dergone a complete revising and re- 
modeling, with most satisfactory re- 
sults. 

The session theme for the first day 
was “The Merchandising Job,” and 





P. A. YOUNG 
Retiring President 


W. E. Kuhn of Belvidere, S. D., spoke 
on the topic, “Studying the Job,” 
which was the opening talk on this 
A. M. Anderson, hardware 
retailer from Sturgis, S. D., followed 
with a talk on “The Job of Retail- 
ing,” and Al. Larson, president of the 
wholesale firm Larson Hardware Co., 
Sioux Falls, carried the discussion a 
step further with “Wholesaling a 
Joint Enterprise.” “Following 
Through to the Consumer” was the 
next step in the problem, and was 
taken up by M. T. Bentzen, president 
of the General Metalwares Corpora- 
tion, formerly the Northwestern Met- 
alware Co., Minneapolis, who stated 
that the different elements of the 
business of merchandising should stay 
in their proper fields—that of manu- 
facturing, jobbing and retailing, but 
that each should aid the other. 
Summary of the session was made 
by Rivers Peterson of the national as- 
sociation. The afternoon was de- 


voted to the study of the exhibits and 
placing of orders with the jobbers 
represented. 

The session theme for the Wednes- 
day morning meeting was “Retail 
Hardware Management,” and intro- 
duction of the subject was made from 
the chair. The topic, “Management 
Points the Way,” was discussed by J. 
D. Evans, president of the Evans 
Tractor Co. of Rapid City. This was 
followed by a general forum discussion 
from the floor. 

C. J. Christopher gave a practical 
demonstration of the Association Con- 
trol Service, considered the second 
most important feature of the asso- 
ciation activities. It is declared that, 
under modern conditions, the remodel- 
ing of stores is the most important 
activity. 

Rivers Peterson again summarized 
the session with a talk on “The Man 
in Management.” The afternoon was 
given over to the exhibitors and deal- 
ers, the exhibition at the new audi- 
dorium being well attended. 

Wednesday evening was designated 
as ‘Whoopee Night,” with an excel- 
lent banquet followed by a ball, given 
by the members of the Rapid City 
Chamber of Commerce. The feature 
of the banquet was the barbecued buf- 
falo roast. The visitors declared that 
the hosts were most gracious and en- 
tertaining. 

The theme for the final session was 
“The Business of Selling,” with an 
address on “Are You Sales Minded?” 
by C. L. Doherty, president of the 
South Dakota Pharmaceutical Asso- 
ciation of Rapid City. 


A Sixty-Minute Demonstration 


Then followed a sixty-minute dem- 
onstration of counter and window sell- 
ing, conducted by Edward L. Poss and 
Ear! Erlandson of the association. An 
actual window was brought into the 
convention room, erected, trimmed 
with merchandise, priced with mod- 
ern price tags, and lighted with the 
latest approved lighting fixtures. 
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Next an up-to-date display counter 
was placed on the platform, equipped 
with the latest approved compart- 
ments with glass partitions, supplied 
with seasonal merchandise, and priced 
with modern price tags with holders. 
This demonstration brought home to 
the dealers the many advantages of 
having this form of equipment in their 
stores. 

Forum discussion, led and sum- 
marized by Rivers Peterson, brought 


the convention down to the point of 
unfinished business, reports of com- 
mittees, and the election and installa- 
tion of officers for the new year. Of- 
ficers elected are as follows: Presi- 
dent, R. Gaeckle, Madison, S. D.; vice- 
president, Harry Johnson, Rapid City. 
Executive board, M. E. W. Christian- 
sen, Irene, S. D.; Fred Whitfield, 
Sioux Falls; W. E. Kuhn, Belvidere, 
and J. C. Mulaney, Hitchcock. Ad- 
visory board, P. W. Waltz, Brookings; 


S. E. Strobel, Canova, and P. A. 
Young, Wessington. 

The position of manager-treasurer 
is again filled, by vote of the executive 
board, by C. H. Casey, Minneapolis. 
The report of the treasurer revealed 
satisfactory condition of accounts, 
and the membership continues very 
good. The association members are 
anticipating a normally good year, 
with activities of the organization 
ready to build it into a better one. 





Ohio Association Held Constructive 
Convention 


constructive talks were made 
at the thirty-seventh annual 
convention of the Ohio Hardware As- 
sociation, held at the Hotel Cleveland, 
Feb. 17-20. The convention theme was 
“Teamwork in Hardware Merchandis- 
ing,” carrying out the program sug- 
gested by the national association. 
This was subdivided into four session 
themes, which were: “The Merchan- 
dising Job,” “Retail Hardware Man- 
agement,” “The Business of Selling” 
and “The Problem of Buying.” 
Strong resolutions were adopted de- 
nouncing the policy of electrical and 
gas public utilities engaging in compe- 
tition in the manufacturing, merchan- 
dising and contracting fields. These 
activities, the resolution declared, are 
alien to the legitimate business, are 
not necessary for public convenience, 
are unfair and discriminative, contrary 
to anti-trust laws and an injury to 
fair competition. Notification of the 
position taken will be sent to the Gov- 
ernor and Legislature of Ohio. 
Another resolution authorized the 
change of the title of the secretary to 
“secretary-manager.” 


Pekoc Elected 


F. J. Pekoc, Jr., Cleveland, who has 
been vice-president, was elected presi- 
dent for the ensuing year. George R. 
Hoffman, Hoffman Hardware Co., To- 
ledo, was elected vice-president; James 
B. Carson, Dayton, long secretary, 
was elected secretary-manager, and 
John F. Baker, Dayton, was _ re- 
elected treasurer. New directors 
named were: J. G. Scott, Morris 
Hardware Co., McConnellsville; Don 
Mitchell, Mitchell Hardware Co., Ash- 
tabula; O. D. Schultz, King-Ells 
Hardware Co., East Liverpool, and J. 
H. Bodfish, Bower Hardware Co., Co- 
lumbus. 

The need of teamwork between re- 
tailers, jobbers and manufacturers 
was emphasized by President L. M. 


OINTING the way to better 
merchandising methods many 


FRANK J. PEKOC, Jr. 
New President 


Krieg, Newark, in his annual address. 
Major activities in the line of ser- 
vice were outlined in the report of 
John B. Conklin, Dayton, director of 
service. The report of’ George M. 
Gray, the secretary of insurance, was 
submitted as well as a report on tax- 
ation problems by the Ohio Council of 
Retail Merchants. Retailers, he said, 
would benefit by closer cooperation 
with suppliers. 

An evening session was devoted to 
an interesting discussion of retail 
hardware management. F. J. Pekoc, 
Jr., presided and opened the discus- 
sion. He pointed out that profits dis- 
appeared through numerous small 
leaks which cause losses that might 
be turned to profits. All items are 
controllable except store location. He 
characterized an enterprising mer- 
chant as one who usually does unusual 
things. 

A stirring address was made by 
Robert F. Frey, Ottawa, past presi- 
dent of the Ohio Association, on “Man- 
agement Points the Way.” He 
stressed the importance of scientific 
management for the retail hardware 
dealer. The retailer, he said, has en- 
tered an era of fact finding. He must 


J. B. CARSON 
Secretary-Manager 


L. M. KRIEG 
Retiring President 


avail himself of various sources of 
information. The day has _ passed 
when a retailer can depend wholly on 
natural shrewdness. There must be 
research in retailing. An average 
merchant can be successful if he dis- 
cards old methods. 

The use of a business control plan 
and budget was urged by E. H. Dar- 
inger, Parks & Barker Co., Chardon. 
He showed on lantern slides forms 
used by his company for budget and 
business control. 


Stock Control 


A method that he uses for con- 
trolling sales expense and margin was 
outlined by J. F. Fruth, Fostoria. 
The advantages of the use of a stock 
control system were discussed by L. 
A. Shelton, Portsmouth. He said he 
had found he could not have a balanced 
stock without a stock control system 
and now is carrying 7000 items of 
stock under a control system. Many 
more items will be added. A unit 
stock control system, he said, fur- 
nishes a complete inventory and 
makes buying easier. Another result 
of the use of the system is that he has 
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been able to make sharp reductions in 
the number of different kinds of items 
carried in various lines of merchan- 
dise. The system has also enabled 
him to check up on inactive merchan- 
dise. He was able to reduce his paint 
stock $1,000 but cutting down on slow 
moving colors. Two years ago 15 per 
cent of his merchandise was inactive, 
but_ this has been reduced to 7 per 
cent. 

A talk on “How I Render Service” 
was given by John Sommer, Ports- 
- mouth. The amount of service to be 
rendered, he said, could not be deter- 
mined by any set rules. Good cus- 
tomers are entitled to better service 
than poor ones. His store makes de- 
liveries twice a day and in some cases 
makes special trips to deliver mer- 
chandise to good customers, One ser- 
vice he renders and he finds desirable 
is putting in window glass, for which 
a reasonable charge is made. Many 
failures, in his opinion, are due to lack 
of intelligent, cour‘eous and prompt 
service, 

Some of the advantages of business 
control were outlined by Erwin E. 
Douglas, Business Record Service, Na- 
tional Retail Hardware Association. 
Successful merchandising, he said, re- 
quires study of management and of 
merchandise. Miscellaneous control 
enables a retailer to discover items 
that are slow moving, to eliminate 
dead stock and reduce inventory. As 
a conclusion of the various talks on 
retail hardware management, Rivers 
Peterson, editor of Hardware Retailer, 
gave a summarizing address, in which 
he stressed the importance of ef- 
ficient management. 


Outside Selling 


The business of selling was dis- 
cussed in its various phases by a num- 
ber of retailers after an introduction 
of the subject by President Krieg. 
Selling outside the store was the topic 
assigned to Don Mitchell, Ashtabula, 
whose methods in selling appliances 
were described in detail in the Feb. 5 
issue of HARDWARE AGE. 

F. D. Conklin, Delaware, told what 
a community survey did for his store. 
This survey of 230 rural homes was 
made late in 1929 and showed business 
prospects aggregating $45,000. Per- 
sonal contacts resulting from the sur- 
vey made many new friends and 
brought many new people to the 
store. Another benefit was that his 
store learned the needs of the com- 
munity so that it was more able to 
judge what to buy and in what quan- 
tities. It also learned how and where 
to advertise more effectively. A sur- 
vey, however, he said, doesn’t amount 
to much unless followed up by an in- 
tensive campaign. His store recently 
has inaugurated a plan of having the 
members of its sales force spend one 
evening a week in trying to make out- 
side sales. 

Valuable suggestions were offered 
by J. H. Bodfish, Columbus, who dis- 


cussed “How I Sell Inside My Store.” 
Feature items are shown in the rear 
of the store, so that prospective cus- 
tomers will walk clear through the 
store. He also has special sales of 
common everyday items that are dis- 
played in the center of the store to 
stimulate store traffic. He employs 
women clerks, finding them more loyal 
and just as good as men. There is no 
idle time in the store, as clerks are 
kept busy taking care of stock. To 
keep up the volume of sales he has 
been compelled to go into installment 
selling. 

The importance of proper training 
of salesmen was urged by W. B. Mar- 
tin, Mansfield, who talked on train- 
ing sales people. He said that they 
should be encouraged to be neat and 
clean, keep the stock in good shape 
and know the products they are sell- 
ing. 

The credit side of installment sell- 
ing was discussed by R. A. Chandler, 
Sylvania. When goods are sold in in- 
stallment, he said, it is merchandise, 
not terms, that is being sold, and the 
terms should not be such as to make it 
too easy to buy. If substantial down 
payments are made there is less dan- 
ger of repossession. 

J. Schmidt, Mansfield, talked on ad- 
vertising. He favored the use of 
newspaper advertising and said it is 
desirable to have an individual border 
that would make the advertisement 
distinctive. Open displays and priced 
merchandise was urged by H. Elton 
Pease, Standard Show Card Service, 
Inc. 

William Ganson Rose, Cleveland, 
gave an interesting address, taking as 
his subject “Are You Sales Minded?” 

Following talks on the business of 
selling, a summarizing address on 
successful sales promotion methods 
was made by Mr. Peterson. 

A demonstration of modern display 
selling was made by John B. Conklin. 

A discussion of the problem of buy- 
ing was opened by Charles H. Kell- 
stadt, Kinney & Leban Co., Cleveland, 
who talked on buying to sell. 


Reduces Paint Stock 


“Eliminating slow movers. and 
speeding up turnover through stock 
control” was discussed by Lawrence 
Milligan, Bellefontaine. A _ retailer, 
he said, should watch his stock and 
not cut it down, but have in stock 
merchandise that is moving today. De- 
partment stock control is unsatisfac- 
tory and unit stock control is good in 
some cases. However, he uses line or 
dollar control. The store is divided 
into 150 departments, some of the 
lines such as tools being broken up 
into more than one department. An 
audit of each line shows whether it 
is profitable or not. Competition to- 
day, he said, is not on price or dis- 
play, but a war on waste, waste in 
rent, taxes and in time required in 
taking care of slow turning merchan- 
dise. He mentions wrenches as a line 


that does not show his store a profit 
because so many items are carried. He 
intends to clean out slow moving mer- 
chandise and replace it with lines that 
show a profit. He figures each dis- 
play table worth $30 a year in rent 
and has found that sales for the tables 
range from 1% of 1 per cent to 14 per 
cent of the rent. 

Watching trends and the search for 
new merchandise was discussed by 
Paul B. Swiger, Lima. He started to 
sell shrubbery and found it a good 
line and later added potted and gar- 
den plants. Other lines that he. had 
added which had proved profitable in- 
cluded jugs, vases and other pottery 
goods, reed and iron furniture, candy 
for the holidays, toys and picture 
frames. 

“Determining customers’ require- 
ments” was discussed by W. F. Bone, 
Butler. “Understanding consumer at- 
titudes” was discussed by George H. 
Hoffman, Toledo, and “Facing the fact 
of competition” by B. F. Carpenter, 
Washington Court House. 

“The Merchandising Job” was dis- 
cussed at the opening session follow- 
ing a luncheon. The speakers were 
H. E. Hulburd, vice-president and 
sales manager the George Worthing- 
ton Co., Cleveland, who talked on “A 
Joint Enterprise”; C. H. Wagner, 
sales manager, American Fork & Hoe 
Co., Cleveland, whose subject was 
“Following Through,” and _ Rivers 
Peterson, whose subject was “‘The Job 
of Retailing.” 

Social activities included a ball and 
entertainment and in addition a pro- 
gram of entertainment for the ladies. 

A large number of manufacturers 
and several jobbers had displays at 
the exhibit held in connection with the 
convention at the Cleveland Audi- 
torium Annex. 





Kelly Axe & Tool Div. 
issues Attractive Catalog 

The Kelly Axe & Tool Division, Amer- 
ican Fork & Hoe Co., 1625 Euclid Ave., 
Cleveland, Ohio, has issued a catalog 
which dealers will find an unusually 
handy referénce book for the lines cov- 
ered. It presents photographically cor- 
rect half-tone illustrations of the full 
Kelly line of axes, hammers, hatchets, 
scythes, bush hooks, grass hooks, etc. 
This catalog is a splendid example of the 
art of photo-engraving, printing and 
book making, giving accurate illustra- 
tions and all necessary descriptive in- 
formation of the various items. It has 
been designed primarily for convenience 
in use as an attractive sales help for 
the dealer. 

The different lines are grouped in as 
condensed form as is practical, there be- 
ing only 54 pages. An entirely new time- 
saving index feature is embodied in the 
catalog, which enables the reader to in- 
stantly reach any desired line in one turn 
of the pages. It is not necessary to be 
familiar with the line to find the item 
you want. 
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California Convention Takes Stand Against 
Public Utility Competition 


dorsing State Senate Bill No. 

275, which provides for the 
prohibition of sale of certain articles 
and appliances by certain public utili- 
ties, municipal corporations, districts, 
or public corporations. 

The bill specifically states that no 
public utility, as defined in the “Pub- 
lic Utilities Act,” municipal corpora- 
tion, district, or other public corpo- 
ration, engaged in the sale or distribu- 
tion of water, gas, electricity, or heat, 
shall sell, trade or otherwise deal in, 
directly or through a subsidiary cor- 
poration, any article, commodity, or 
appliance, except such articles, com- 
modities, or appliances, as may be 
necessary for use in the conduct of its 
business as a public utility. 

This was one of the outstanding de- 
velopments of the annual convention 
of the California Retail Hardware 
and Implement Association, which was 
held at the Hotel Whitcomb, San 
Francisco, Feb. 17, 18 and 19.  Be- 
tween 400 and 500 dealers were in at- 
‘tendance at the meeting, which was 
one of the most interesting and suc- 
cessful ever held by the California 
association. Secretary-Treasurer Le 
Roy Smith is to be congratulated upon 
the success of this live gathering. 

The first session convened promptly 
as scheduled on the morning of Feb. 
17. The convention was called to or- 
der by President Frank G. Bremer of 
Yuba City. There followed the intro- 
duction of guests, the president’s ad- 
dress, the secretary-treasurer’s report 
for the year and the appointment of 
committees. 


A Discussion of Credit 


A discussion of credit, instituted by 
President Bremer, took up the rest of 
the morning session. Among dealers 
taking part in the discussion and re- 
lating their methods were C. G. Swan- 
son of Eureka; Frank Barcroft, Mer- 
ced, and Wilber W. Green, Watson- 
ville. : 

Paul J. Stokes, director of research, 
National Retail Hardware Associa- 
tion, who was the sole representative 
of the national association at the Cal- 
ifornia convention this year, summar- 
ized the discussion. Mr. Stokes pointed 
out that while hardware dealers have 
too many outstanding accounts on 
their books that he did not believe a 
hardware store could go on a strictly 
cash basis and get volume. 

The afternoon session of the first 
day was notable for the address of 
Mr. Stokes upon “Business Condi- 
tions.” 


ALIFORNIA hardware dealers 
( have gone on record as en- 


FRANK G. BREMER 
Retiring President 


“Prices seem to be stabilizing,” said 
Mr. Stokes. He stated it to be his be- 
lief that with the downward trend of 
raw product prices, manufacturers 
would do well if they succeeded in ar- 
resting the decrease in prices of man- 
ufactured goods. 

“Prospects for 1931 are that you 
may expect a very gradual improve- 
ment in business beginning in the 
spring, and will bring about normal 
activity by the spring of 1932,” Mr. 
Stokes said. 


Win Attention by Advertising 


“Advertising to Win the Race for 
Attention” was the title of the ad- 
dress delivered on the morning of the 
second day’s session by J. P. Lord, as- 
sociate editor, Hardware World and 
Implement Record. This was a com- 
prehensive discourse on advertising 
for the retail hardware dealer, touch- 
ing upon the various forms available 
to the dealer such as newspapers, di- 
rect mail, window displays, etc. Mr. 
Lord stressed the fact that the dealer 
in advertising must work from the 
customer’s viewpoint. 

This address was followed by a 
short address by E. J. Hinchey, sales 
manager of the James Graham Manu- 
facturing Co., San Francisco, Pacific 
Coast representatives of the Wedge- 
wood Stove line. Mr. Hinchey pointed 
out the opportunity that exists at the 
present time for the hardware dealer 
in the sale of standard merchandise. 

George B. Eberhard, who has been 
the featured speaker at California con- 
ventions for the past 20 years, deliv- 
ered the principal address of the af- 
ternoon. Mr. Eberhard is known as 
“The Babson of the West.” In an 
able analysis of present conditions 


LEROY SMITH 
Secretary 


WILBUR GREEN 
New President 


and taking lessons from the past, Mr. 
Eberhard forecasted what might logi- 
cally be expected in the business world 
during 1931. While he was not too 
optimistic in tone, Mr. Eberhard, 
while admitting present conditions to 
be in many respects regrettable, 
stressed that 1931 is a year of business 
opportunities for good business men. 

There was a special evening meet- 
ing on Feb. 18, which was the San 
Francisco Retail Hardware Dealers’ 
Association evening. David Cohen, an 
active worker in the local association, 
presided. 

A permanent merchandising com- 
mittee was appointed at this session, 
which is to meet every 60 days during 
the year. It is composed of James 
Pearson, Oakland; Wilbur Green, Wat- 
sonville; C. G. Swanson, Eureka, and 
L. H. Marks, San Francisco. It is to 
be the purpose of this committee to 
sit and consider matters that arise 
which are of importance to the retail 
hardware trade, and to take such ac- 
tion as they see fit as the occasion 
arises, 


The Public Utilities 


It was at this session also that 
Harry Crowe of Tulare put the public 
utilities problem before the meeting. 
Introducing his subject, Mr. Crowe 
spoke in highly commendatory terms 
of Llew S. Soule, editor of HARDWARE 
AcE, for the stand Mr. Soule has 
taken against the competition of pub- 
lic utilities in selling electrical appli- 
ances, gas stoves and other merchan- 
dise in competition with the hardware 
trade. 

After Mr. Crowe’s talk and consid- 
erable discussion from the floor, the 
question was put before the meeting 
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as to whether or not the association 
would endorse Senate Bill 275, provid- 
ing for the prohibition of the sale of 
certain articles and appliances by cer- 
tain public utilities, and the motion 
was made and carried. 

The report of the nominating com- 
mittee was also brought in at this 
session. The duly elected officers are 
as follows: Wilbur W. Green, Watson- 
ville, president; J..A. Curnow, Grass 
Valley, first vice-president, and Harry 
Crowe, Tulare, second vice-president. 
George H. Eberhard spoke on “Work.” 
The keynote of his address was his 
definition of work, “Work is that thing 
which we like least to do.” 

Bruce Nelson of Foster & Kleiser 
delivered an address upon advertising, 
with emphasis upon all the phases of 
advertising as related to the hard- 
ware dealer. Paul Stokes of the na- 
tional association also spoke. 

There followed a general discussion 
from the floor led by Mr. Stokes and 
L. H. Marks of Chas. Brown & Sons, 
San Francisco. 

President-elect Wilbur W. Green 
delivered the first address on the last 
day’s session on the subject “Seeing 
Ourselves as Others See Us.” Mr. 
Green drew an interesting analogy 
between inventory and stock control 
in business and inventory of our- 
selves and self control. He recom- 
mended that dealers take a thorough 
analysis of themselves and to answer 


the question “Would I employ my- 
self?” 

The address of Sam Worswick, 
business lecturer, which followed was 
one of the high lights of the con- 
vention. Mr. Worswick drew upon 
his own experience of 27 years as a 
salesman for the many interesting 
anecdotes regarding selling and store 
keeping to illustrate his points. Using 
a book of his own authorship, “The 
Romance of Selling,” as a foundation, 
Mr. Worswick gave the dealers the 
essentials of a course in retail selling. 

Sacramento was selected as the 
scene of the 1932 convention of the 
association. 


Pot and Kettle Club 


An interesting feature of this last 
day was the entertainment of the 
guests and officers of the association 
by the Pot and Kettle Club of San 
Francisco. This was a gala affair 


* with approximately 75 present, in- 


cluding Paul Stokes of the National 
Association. A number of represen- 
tatives of the San Francisco jobbers 
were also present. 

The Pot & Kettle Club is an organ- 
ization composed of members of the 
housewares industry with clubs in 
Los Angeles, San Francisco, Portland 
and Seattle. The annual convention 
of the club is to be held in San Fran- 
cisco, June 19-20 and the club is issu- 


ing the First Annual Housewares 
Directory in the West in connection 
with the convention. 

This Housewares Directory was ex- 
plained to those present at this lunch- 
eon. It will be used as a program 
for the convention and will then be 
kept as a permanent reference since 
it will contain a complete list of man- 
ufacturers and their products, a list 
of manufacturers’ agents and the 
lines they handle in the territory 
west of Denver, and a wealth of other 
information of vital interest to the 
houseware and hardware industry: of 
the West. 

These Housewares Directories will 
be furnished free by the club to those 
who desire them, The project is being 
supported by the advertising of man- 
ufacturers and their agents. 

The session on the afternoon of 
Feb. 19 was opened with an able 
summary by Paul J. Stokes who took 
each speaker’s message and reit- 
erated the points of particular im- 
portance. 

After this the reports of the Reso- 
lutions and the Grievance Committees 
were brought in. 

A feature of the California Con- 
vention this year was a number of 
interesting exhibits which made the 
Sun Room of the Whitcomb Hotel 
present a very colorful and attractive 
appearance. 





Montana Convention Drew Record 


ORE than one hundred mem- 
bers were in attendance 
when the twenty-third con- 


vention of the Montana Im- 
plement and Hardware Association 
was called to order on Feb. 12 in Great 
Falls. Business sessions of the three- 
day meeting were held in the Rain- 
bow Hotel, and A. C. Talmage, secre- 
tary-treasurer, declared the conclave 
was the very best ever held by the as- 
sociation. 

Visiting implement and hardware 
men and their wives were welcomed 
to the city by Ralph C. Bricker, sec- 
retary of the Chamber of Commerce. 
Martin C. Grinde, association presi- 
dent, presided, and gave the annual 
president’s address. A. C. Talmage of 
Bozeman, secretary, reported on his 
official duties. 

In the president’s address, Mr. 
Grinde predicted the coming of pros- 
perous times, stating that he felt the 
depression was about over. He com- 
mended the manufacturers and job- 
bers for the cooperation given hard- 
ware and implement dealers. 

H. G. Davis, editor of the North- 
west Farm Equipment Journal, Min- 


Attendance 





E. W. TALMAGE 
New President 


neapolis, Minn., addressed the open- 
ing session on the subject: “After 
Darkness There Came the Dawn.” Mr. 
Davis declared that American agri- 
culture in the future will have to de- 
pend upon the domestic market be- 
cause of the rapid strides made by 
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Retiring President 
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foreign countries in modernizing 
their methods of crop production. He 
expressed the opinion that the present 
depressed condition of American 
agriculture is really a forerunner of a 
period of prosperity unequaled in the 
history of the country and from it 
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will be born a new economic struc- 
ture built upon a more permanent 
foundation than ever before. 

At the second session, Thursday 
afternoon, addresses by C. G. Pearse, 
division sales manager of the J. I. 
Case Company, Racine, Wis., and D. 
E. Gwinn, manager of the Sheridan 
Commercial Co., Sheridan, Wyo., were 
featured. A forum discussion on the 
problems of overbuying and oversell- 
ing followed the talks, 

Economic figures show that approx- 
imately $4,750,000 will be spent for 
farm equipment in Montana this year, 
Mr. Pearse told the dealers. On the 
basis of 230 implement dealers, this 
total sales volume would mean $21,- 
000 per dealer. The dealer who fol- 
lows the correct program during the 
year will look back upon 1931 as a 
successful year, while the “price cut- 
ter” or “curb stoner” will consider it 
a year of depression. 

“We couldn’t get very far if we 
didn’t know our line, if we didn’t have 
implicit confidence in the goods we 
have to sell, if we didn’t have courage, 
enthusiasm and determination to get 
out and sell in the face of any com- 
petition that may confront us,” said 
Mr. Gwinn, in a talk on “High Pres- 
sure Salesmen.” 


Discusses Chain Stores 


At the Friday afternoon session, 
Sam J. Hampton, editor of the Gal- 
latin County Journal, Belgrade, dis- 
cussed the chain stores and their ef- 
fect upon private merchandising. Mr. 
Hampton, who has carried on quite an 
extensive campaign against the chains 
in his community, said in part: “If 
the chains succeed in destroying 
home-owned merchandising, then the 
122,000,000 consumers of the nation 
will find themselves completely at the 
mercy of a group of foreign trade 
pirates, who will be in a position to 
dictate both merchandise and price,” 
Mr. Hampton asserted. “They will 
prescribe: what kind of food the peo- 
ple shall eat, and the kind of shoes 
and clothing they shall wear, and in 
each instance the people will be com- 
pelled to ‘like it.’” 

Herbert P. Sheets, managing di- 
rector of the national association, also 
addressed the Friday afternoon ses- 
sion. Mr. Sheets declared that move- 
ment control of merchandise was one 
of the greatest factors in successful 
selling. He outlined business policies 
for merchants and concluded by stat- 
ing that motion picture’ producers are 
past masters-in studying public reac- 
tion and exciting curiosity and from 
them a good lesson can be learned. 
Every business is the reflection of the 
man behind it, according to the na- 
tional hardware association manager. 
Successful business depends largely 
upon the dealer’s knowledge of the 
business and the carrying out of ob- 
jectives and efficient management. 
Planning of business must be backed 
by knowledge, he said. At the begin- 
ning of each business year the busi- 


ness should be planned ahead by 
months. A merchant’s job is one of 
selling, but primarily to make a 
profit. 


Banking and Implements 


H. C. Stith, Terry, past president 
of the association, gave a very in- 
formative address on “Banking and 
the Implement Business.” Mr. Stith 
expressed the belief that the program 
of the Federal Farm Board to de- 
crease wheat acreage as a means of 
relieving stagnation of the market 
and reducing supplies on hand will 
meet with a response in Montana dur- 
ing the coming season. Mr. Stith’s 
opinion was based upon the replies to 
a survey made by him of Montana’s 
agricultural area banks. In response 
to a questionnaire answered by 90 per 
cent of the banks in farming areas of 
the State it was found that 94 per 
cent of the banks will not lend money 
for planting wheat. 

In the strictly wheat growing sec- 
tions all of the banks stated that they 
would not loan for planting of wheat. 
Several, however, qualified their re- 
marks by stating that such loans 
would be made if livestock security 
was given or payment not depend on a 
wheat crop. 

More than 99 per cent of all the 
banks intend to make loans for other 
farm purposes. Mr. Stith told of one 
county in which 16 bank customers 
had made application for loans under 
the drought relief measure of Con- 
gress. 

Following the presentation of the 
treasurer’s report at Saturday morn- 
ing’s session, E. J. Witt, sales man- 
ager of Benjamin Moore & Co., Chi- 
cago, was introduced as the first 
speaker. Mr. Witt, in speaking on 
“Sales; How to Make Them at a 
Profit,” urged dealers to stop crying 
about chain and mail order store com- 
petition and to go out and get the 
business. This new competition was 
brought about, in the opinion of Mr. 
Witt, by the independent dealer be- 
hind the counter with a dirty shirt, 
by fly-specked display windows, by 
window and merchandise displays 
two months old and by dusty show- 
cases featuring out-of-season mer- 
chandise. He gave credit to the shain 
and mail order stores for inducing the 
independent dealer to clean up his 
store. 

E. W. Talmage, Joliet, spoke on the 
subject “The Grass in My Pasture.” In 
part, Mr. Talmage said: “Today the 
business man builds the cities, not to 


‘memorialize some conquest, but to 


make profits. He writes the laws, 
not to keep some dynasty in power, 
but to safeguard the welfare of the 
nation. He determines international 
relations through the subtleties of oil, 
steel, rubber and wheat. Modern busi- 
ness men of today should realize at 
this age that profits depend upon high 
ideals. Every merchant at this con- 
vention or any other convention, every 
jobber and every manufacturer 


throughout the nation knows that good 
morals are good business, 

E. A. Starch, assistant agricultural 
economist with the Montana extension 
service, delivered the principal ad- 
dress at the final session Saturday 
afternoon. The topic was “The Eco- 
nomic Outlook for Agriculture in Re- 
lation to Montana Conditions.” Mr. 
Starch declared that during the past 
six years Montana farmers have pur- 
chased 18,000 tractors and 6050 com- 
bines, which, based on the average 
prices in the State, represents an in- 
vestment of $21,500,000 in power and 
$12,000,000 in harvesting machinery. 
“Our farmers have just about com- 
pletely reequipped themselves during 
these six years,” said Mr. Starch. 
“They have gone over from a self- 
sufficient style of agriculture where 
they grew their own power and grew 
their own feed to a cash basis where 
they are purchasing their power and 
purchasing their fuel. This puts an 
entirely new complication on the busi- 
ness of farming.” 

H. P. Sheets, managing director of 
the national association, in the con- 
cluding address of the convention, told 
the member dealers that hardware 
and implement merchandising is not a 
job of any one branch of trade; 
rather, it involves the manufacturer, 
wholesaler and retailer. These three 
factors must work together toward a 
common goal, he declared. The man- 
ufacturer must, first of all, make a 
worthy product and then so adjust his 
production to make possible a sale 
to the consumer at a fair compensa- 
tion to the distributor. The whole- 
saler was termed by Mr. Sheets as 
the intermediate supply source for the 
dealer. The dealer must supply 
goods needed or wanted by consumers 
at a price they will pay or are will- 
ing to pay. 


Resolutions 


The association went on record as 
opposing the proposed action of the 
Interstate Commerce Commission to 
change the time limit for filing of 
claims with a railroad from three 
years to six months. Resolutions were 
adopted approving the work of the 
Federal Farm Board, indorsing the 
George Washington bicentennial cele- 
bration in 1932, and thanking retiring 
association officers and others.” 

The following officers were elected: 
President, E. W. Talmage, Joliet; 
vice-president, S. C. West, Jordan; 
secretary-treasurer, A. C. Talmage, 
Bozeman. 

P. P. Sparling of Billings was 
elected chairman of the board of di- 
rectors, and will serve for three years. 
Ray Porter of this city also was 
elected to a three-year térm as di- 
rector. The holdover members of the 
board are T. J. Cheetham, Dutton; 
H. K. Jones, Lewistown; D. E. Gwinn, 
Sheridan, Wyo., and Charles Eder, 
Hardin. 

Billings was selected as the 1932 
convention city. 
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Distribution Was Topic of New York 


Convention Held at Rochester 


New York State Retail Hard- 

ware Association, Inc., was 
held at Rochester, N. Y., Feb. 17 to 
20, with sessions and exhibits at Ed- 
gerton Park. Headquarters were at 
the Seneca Hotel. “Teamwork in Dis- 
tribution” was the theme of the gath- 
ering and the basis of all talks and 
discussions, 

At the closing session, E. A. Ma- 
honey, Schenectady, succeeded Frank 
Sticht as president. H. B. Dietrich, 
Salamanca, and W. H. Paddock, Wol- 
cott, became first and second vice- 
presidents respectively. The ever 
efficient and friendly John B. Foley, 
secretary for many years, became sec- 
retary-manager, and Frank E, Pelton, 
Herkimer, was reelected as treasurer. 

New directors chosen were John A. 
Herrick, Southampton; Edward O. 
Winegar, Buffalo; Harold Allen, Clin- 
ton, and C. F. Lawrence, Katonah. 
John H. Westerman, Walden, was re- 
elected a director. 

For the associates, Otto Meurer, 
Hammer White Lead Co., became 
president, succeeding Chas. Smith, 
Remington Arms Co., Inc., and Gor- 
don Newton, The Geo. Worthington Co., 
is the new vice-president. Mr. Foley 
is secretary-treasurer. The associates 
tried a new stunt, giving the men a 
stag party and supper at the Powers 
Hotel and the ladies a party at the 
Palace Theater. Both affairs, held 
Wednesday night, were very success- 
ful. The annual banquet of the deal- 
ers and salesmen was held as usual 
Thursday night. 


President Sticht’s Address 


President Sticht opened the conven- 
tion Tuesday morning, emphasizing 
the necessity for better merchandis- 
ing and meeting competitive prices. 
The latter, he said, could be done by 
paying greater attention to business 
and by seeking out and concentrating 
on proper sources of supply. He ex- 
pressed approval of the Capper-Kelly 
bill as a step in the right direction 
and suggested that the convention go 
on record to that effect and also. as 
opposed to sales tax plans. 

At the closing session resolutions 
were passed opposing the sales tax, 
concurring with the St. Louis con- 
gress resolution urging the Public 
Service Commission to _ investigate 
public utilities merchandising plans, 
and on the Capper-Kelly bill the reso- 
lution read: “That this association fa- 
vors the principles of the original 
Capper-Kelly price maintenance bill 


HE twenty-ninth annual con- 
vention and exposition of the 





— 


FRANK STICHT 
Retiring President 


now before Congress, but regrets the 
amendments, which have weakened it, 
and hopes it will be corrected before 
becoming a law.” 

Leading off the discussion on man- 
agement, P. O. Rial, credit manager, 
Weed & Co., Buffalo, gave a very com- 
prehensive and instructive outline of 
ways to properly conduct a business, 
control expenses and plan for a profit. 
He was followed by Howard P. Al- 
bright, Albany, who once more, for 
the good of the entire trade, explained 
the intimate details of his own busi- 
ness figures as discovered and regu- 
lated by a business control system. 
Each member had previously received 
a complete printed copy of Mr. Al- 
bright’s figures to guide him in lis- 
tening to the explanation of the 
speaker. Thos. H. Bradley, Water- 
town, then spoke on the importance 
of retailers taking an active part in 
all worth while community work. 

Charles J. Heale, managing editor, 
HARDWARE AGE, then discussed em- 
ployee relationships, stressing the 
need for definite training plans for 
clerks, pointing out that an efficient 
personnel was an outstanding man- 
agement problem. He cited his ob- 
servations of both successful and un- 
successful training plans and spoke 
also of the relation between fair 
wages and loyalty among members of 
the store staff. 

Harold W. Bervig of the N. R. H. 
A. staff led a discussion on the talks 
of the morning, bringing out some of 
the highlights and telling of the im- 
portance of having records and know- 
ing how to use them. 

The session was summarized by N. 
R. H. A. President W. B. Allen, Palo 





E. A. MAHONEY 
New President 





JOHN B. FOLEY 
Secretary-Manager 


Alto, Cal., who gave his talk, “The 
Man in Management,” which has pre- 
viously been reported in other conven- 
tion stories. This talk included some 
interesting experiences of Mr. Allen 
in the conduct of his own successful 
retail hardware business. 

Frank J. Simmons, president of the 
Rochester Hardware Association, 
spoke for the retailers in the Wednes- 
day discussion of the “Merchandising 
Job.” He told of his own humble be- 
ginning 19 years ago with a $700 
stock, which has now grown to $8,000, 
housed in his own $20,000 building. 
Many helpful suggestions were 
brought out in his talk. 


The Tool Maker 


Representing a wholesaler’s point of 
view, C. J. Whipple, president, Hib- 
bard, Spencer, Bartlett & Co., Chi- 
cago, spoke. His talk in full was 
published in the Feb. 26 
HARDWARE AGE. 

C. R. Swisshelm, sales manager, 
Crescent Tool Co., Jamestown, N. Y., 
wound up the discussion, talking from 
a manufacturer’s angle. He told of 
the manufacturer’s efforts to coop- 
erate with other branches of the trade, 
traced the trend of the tool market 
and discounted the benefits of coop- 
erative buying by groups of dealers. 
In dealing with price cutting, he said 
he had thought the Capper-Kelly bill 
would help correct this evil, but with 
its present many amendments, partic- 
ularly the exemption of “tools of 
trade,” its value had been pretty well 
killed. 

Past N. R. H. A. President R. J. 
Atkinson, Brooklyn, summed up the 
session, giving a talk similar to that 


issue of 
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reported at the recent Philadelphia 
convention. He prefaced his summary, 
stating that all the ills of distribu- 
tion were charged to the retailer, and 
then proceeded to build up his story, 
showing how manufacturers, jobbers 
and retailers all contributed to pres- 
ent high costs of doing business. 

The Thursday session opening 
feature was a lantern slide talk by C. 
E. Bradley, Blue Mound, IIl., who re- 
cently made a complete investigation 
of his trading area to determine the 
market for stoves, radio, fence and 
other items selling at a fairly high 
average price. The astounding re- 
sults of this survey made quite a hit 
with the convention, as it indicated 
that Mr. Bradley had a neglected mar- 
ket for many thousands of dollars’ 
worth of goods. 

J. W. Spaulding, Lockport, then told 
of his planned selling, which included 
constant advertising of weekly spe- 
cials to create store traffic. He illus- 
trated his talk’ with show cards and 
samples of merchandise specials he 
featured. Coincident with his start- 
ing on planned selling he put his busi- 


ness on a strictly cash basis and 
strongly urged the convention dele- 
gates to do the same. W. E. Young, 
Elmira, had a different slant on the 
cash basis. He told of his successful 
outside selling of major electrical ap- 
pliances and stated that the volume 
would never have been possible with- 
out installment selling. E. A. Cherry, 
Stanley Rule & Level Plant, New 
Britain, Conn., gave an interesting ac- 
count of his 42 years with his com- 
pany. He stressed the ever growing 
importance of the householder* as a 
buyer of tools, and in closing pre- 
dicted within three years a return to 
the tool sales volume equal to 1925 
levels. 

Geo. Gaylord Hoy, fieldman for the 
association, gave a talk on sales tech- 
nique, table display arrangement and 
store arrangement, illustrating his 
suggestions with lantern slides. Clare 
R. Barstow, Massena, who has a repu- 
tation for having a very efficient 
store, followed up Mr. Hoy’s com- 
ments by telling of personal experi- 
ences which proved the points offered. 
Mr. Bervig summarized the session. 


The Friday session started with a 
talk on “Competition from Within” 
by Louis A. Wilke, Wagenschuetz 
Hardware Co., North Tonawanda, who 
offered as serious competition inef- 
ficiency, lack of neatness, careless dis- 
plays, dirty stocks, etc., which, he 
said, were too common among hard- 
ware stores. 

W. Nye Smith, merchandising man- 
ager, Central Division, Niagara Hud- 
son Power Corporation, Syracuse, 
N. Y., spoke on “Public Utility Prac- 
tices,” emphasizing the necessity for 
cooperation between lighting com- 
panies and independent merchants. He 
stressed the value of having utilities 
promote the sale of new appliances, 
stating that individual retailers could 
hardly afford the cost of such pioneer- 
ing. ! 
Mr. Kilmurray represented Frank 
Doyle, Utica, reading a brief paper on 
searching for better prices. The final 
session was summarized by Mr, At- 
kinson, who stressed the need for tak- 
ing home some definte ideas gained at 
the convention plus some definite in- 
tention to put these ideas into prac- 
tice, 


Hundreds of Neathants Renclied by Impulse and Vigor 
of 1931 AMERICA—FORWARD MARCH CAMPAIGN 


Popular appeal has placed this campaign in national 
use, and the plans of merchants to include it in 
their Spring activities indicate that March and April 





1931 
MERI 


D 
MARCH 


Crystalize and Dramatize the desire to resume our advance, 
will form a banner around which all may rally our best efforts. 


“1931 America!---Forward March!” 


This phrase is offered to Business America — without credit lines — in the belief that confidence will be stimu 
tated. a 


nd thu directo will be given toa decisive step 


Barrett Block 





Constructive thinking and action will revive American Business. 
it therefore becomes the duty of everyone to 


THINK, TALK AND ACT 


CONSTRUCTIVELY ABOUT 1931 


The Strategic 


that American Business has been forced to beat 
has, by the consensus of dependable opinion, 
been completed, 

In many cases our business casualties have been 
over-emphasized. 

To resume the advance that has characterized 
every five-year period of our history, we must 
rout out of our minds every vestige of defeatism. 


Confidence and Action 


must take the place of fear and indecision. 

Our feeling is that the great majority are waiting 
for some movement that will reassure them in 
stepping out boldly for 1931 accomplishments. 
It must be a decisive step, prompted by clear 
thinking and resolute action. 


We all have an inherent 


Confidence in the future 
of America and 2 phrase which will 


into thes oew year's activities. 


Celebrating Barrett's 80 Years in Business in Joliet! 


Barrett Hardware Co. 


113-117 North Ottawa Street, Joliet, Til. 


will witness its greatest application. 

for its adaptation, together with samples of materials 

available will be mailed free of charge upon request 

to the Forward March Campaign Committee, 239 
West 39th Street, New York City 


Full particulars 
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Many house organs have given their current issues 


a note of confidence by the inclusion of the ener- 


getic insignia as in the ‘Daily News” issued by the 


Above is the reproduction of a full page advertisement of 

the Barrett Hardware Co. of Joliet, IIL, typical of the use of 

the spirit of the campaign in retail advertising. In many 

instances whole communities are taking concerted action with 
the campaign as a basis 


Daily Hardware Co., of Brooklyn, N. Y., and firms 

are capitalizing on the attention value of this in- 

signia and slogan which are being reproduced 
millions of times daily throughout the country 
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WESTINGHOUSE CHANGES 
ITS MERCHANDISE PLAN 


C. E. Allen, commercial vice- 
president, Westinghouse Elec- 
trical & Mfg. Co., East Pitts- 
burgh, Pa., has announced a 
complete reorganization of 
the merchandising department. 
Headquarters of the merchan- 
dise department will be cen- 
tered in Mansfield, Ohio, where 
all products sold for the home, 
farm lighting equipment, water 
systems, and for certain appli- 
cations micarta will be han- 
dled. 

At present there are two di- 
visions, one under M. C. Mor- 
row, sales manager, and the 
other under F. R. Kohnstamm, 
director of merchandise. The 
sales unit is responsible for 
sales and sales policies, while 
the division under Mr. Kohn- 
stamm is responsible for devel- 
opment of products, service and 
advertising activities. 

In the division under. Mr. 
Morrow the following appoint- 
ments have been made: C. D. 
Taylor, refrigeration sales man- 
ager; C. H. Collins, radio sales 
manager; R. L. DuVal, large 
appliance sales manager; R. E. 
Imhof, small appliance sales 
manager; R. B. Austrian, man- 
ager of retail distribution; R. 
C. Cosgrove, manager of rural 
distribution, and Marshall Ad- 
ams, sales promotion manager. 
District merchandising manag- 
ers will be as follows: North- 
eastern, G. T. Dunklin; middle 
Atlantic, W. Brandorf; south- 
eastern, W. L. Southwell; cen- 
tral, P. Y. Danley; northwest- 
ern, J. J. Stanton; southwest- 
ern, C. A. Meier, and Pacific 
Coast, George Bailey. ° 

In Mr. Kohnstamm’s division 
the following assistant directors 
of merchandise have been ap- 
pointed: Reese Mills, ranges, 
appliances, water heaters and 
farm lighting, and J. F. O’Don- 
nell, refrigerators, fans and 
vacuum cleaners. L. W. Staun- 
ton has been appointed adver- 
tising manager of the merchan- 
dise department, reporting to 
Mr. Kohnstamm. 

Mr. Allen also announces the 
appointment of M. C. Rypin- 
ski, formerly manager of the 
radio department, as assistant 











to the commercial vice-presi- 
dent. Mr. Rypinski will con- 
tinue to make his headquarters 
in New York. 


STANDARD ELECTRIC 
STOVE APPOINTS AGENTS 

The Standard Electric Stove 
Co., 1718 N. 12th St., Toledo, 
Ohio, has appointed the Colnoial 
Electric Co., Philadelphia, Pa., 
to distribute Standard electric 
ranges in that territory. The 
Northern Hardware & Supply 


Co., Menominee, Mich., has 
been appointed by the Standard 
company as distributors for 
northern Wisconsin and_ the 
western part of the northern | 
peninsula. 


H. J. CRAIG REPRESENTS 
THE W. W. BABCOCK CO. 


The W. W. Babcock Co., 
Bath, N. Y., ladder manufac- 
turers, have announced the ap- 
pointment of H. J. Craig as 
representative in the Philadel- 
phia, Pa., territory. A complete 
stock of Babcock products will 
be carried at 2401 Chestnut St., 
Philadelphia. 


Mr. Craig was formerly con- | 
nected with the Supplee-Biddle | 


Hardware Co., Philadelphia. 


H. G. GOODWIN HEADS 
PHILADELPHIA DEALERS 


At the annual meeting of the 





David Aitken, Sr., George 
' Worthington Co., Cleveland, 
Ohio, donned beard and san- 
dals to play the role of an 
Electrical Father Time at a 
|recent Old-Timers meeting, 
|held by the Electrical League 
of Cleveland. He cited high- 
| lights in the careers of repre- 
sentative old-timers of the elec- 
trical industry in Cleveland, 
who sat at the speakers’ table. 
| In the picture, left to right, 








CHAIN STORE BILL IS 


PROPOSED IN UTAH 

It is reported that a bill to 
| tax chain stores will be intro- 
| duced into the Utah Legisla- 


| dere: The measure will define | 
a chain as four or more stores | 


under a common ownership. 


Philadelphia Retail Association | 


at Green’s Hotel, the following | 


officers were elected: President, | 


G. Goodwin; 


George R. Park, 


Horace 
presidents, 


Jr., William A. Wurst and Ed- | 


gar Pennegar; secretary, James 
M. Rose, and treasurer, Charles 
D. Huff. N. C. Engle was re- 
appointed chairman of the ex- 
ecutive committee. The trea- 
surer’s report showed that the 
association is in better condi- 
tion financially than at the same 
period for any year, since its 
organization in 1920. 

Records for attendance at the 
dinner meetings of the associa- 
tion, held each month, indicate 
an average attendance of 30 
members during thie past year. 
At the last meeting several re- 
tail dealers joined the organiza- 
tion, 


vice- | 


WILCOX, CRITTENDEN 
PURCHASES NATIONAL 
| MARINE LAMP COMPANY 


Wilcox, Crittenden & Co., 
Middletown, Conn., makers of 
marine hardware, recently pur- 
chased the equipment and busi- 
ness of the National Marine 
Lamp Co., Forestville, Conn., 
which was under receivership. 
Wilcox, Crittenden & Co. will 
move the equipment of the Na- 
tional Marine Lamp Co. to 
Middletown as soon as possible. 
The Feb. 12 issue of Harp- 
WARE AGE stated that the Mid- 
dletown company would oper- 


branch. The sale did not in- 
clude the plant or land. 
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ate the Forestville plant as a | 


AITKEN, FATHER TIME FOR ELECTRICAL LEAGUE 





Mr. 


Aitken, 
Crouse, the Society for Elec- 
trical Development; J. T. Ker- 
mode, Cleveland Electric Illu- 
minating Co.; Andrew Squire, 


J. Robert 


are: 


attorney; G. E. Miller, sales 
manager, Cleveland Electric 
Illuminating Co.; A. L. Oppen- 
heimer, president, Enterprise 
Electric Lighting Fixtures, 
Inc.; Prof. H. B. Bates, Case 
School of Applied Science, and 
J. E. North, president, Electri- 
cal League of Cleveland. 


GOLDSMITH, O’LEARY 
JOIN MILCOR STEEL 


Russell Goldsmith, formerly 
Boston manager of the Gen- 
fire Steel Co, and J. A. 
O’Leary, former sales man- 
ager for that company, have 
joined the Milcor Steel Co., 
Milwaukee, Wis. They are in 
the same capacities as they 
were with Genfire. 


WESTCHESTER DEALERS 
WILL HOLD BANQUET 


The nineteenth annual dinner 
of the Westchester Hardware 
Dealers’ Association will be 
held at the Hotel Gramatan, 
Bronxville, N. Y., Thursday 
evening, March 19. Arrange- 
ments have been made for a 
prominent speaker with a worth 
while message. Entertainment 
for the ladies in the nature of 
good music and dancing will 
follow the dinner, according to 
Secretary George V. Bosley. 

Benjamin H. Adler, Dobbs 
Ferry, N. Y., is president of 
the organization. 
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TOY FAIR CHAMBER OF 
COMMERCE IS DISSOLVED 


The annual meeting of the 
Toy Fair Chamber of Com- 
merce, Inc., was held in the 
Colonial Room of the McAlpin 
Hotel, New York City, on 
Tuesday evening, Feb. 24, 1931. 
The president, L. K. Anderson, 
talled the meeting to order. 
Minutes of the previous meet- 
ing were read, followed by the 
treasurer’s report and the re- 
port of the executive secretary. 

W. O. Coleman of the com- 
inittee on marketing of the 
Toy Manufacturers’ Association, 
substituting for A. C. Gilbert, 
chairman of that association 
committee, delivered a message. 
President Anderson of the Toy 
Fair Chamber of Commerce 
then read a resolution arrived 
at by the executive committee 
of the Toy Fair Chamber of 
Commerce, to the effect that 
the Toy Fair Chamber of Com- 
merce be dissolved. A _ vote 
was cast unanimously; and at 
that tieeting the Toy Fair 
Chamber of Commerce ceased 
to be an active body in the af- 
fairs of the toy industry. 

N. D. Cass took the floor, 
citing the growth of the Toy 
Fair Chamber of Commerce, 
and in conclusion presented H. 
D. Clark, the executive secre- 
tary of the Toy Fair Chamber 
of Commerce with a gold watch 
in appreciation of services ren- 
dered by him over a period of 
ten years in the interest of that 
body. Presentation of a gift 
was also made to L. D. Ander- 
son. 

In future all administrative 
matters pertaining to the run- 
ning of toy fairs, where they 
shall be held, how many there 
shall be, etc., will be entirely 
under the jurisdiction of the 
Toy Manufacturers’ Association 
of the U. S. A. 


POT & KETTLE MEETINGS 
ARE WELL ATTENDED 


Since the beginning of the 
vear, the Los Angeles Pot & 
Kettle Club has held several 
fine meetings. Feb. 10, J. L. 
Van Norman, president, Board 
of Education, Los Angeles, 
spoke, while members of the 
club entertained at the same 
meeting. F. B. McComas, 
president and general manager, 
McComas Dry Goods Co., Los 
Angeles, Cal., appeared at one 
of the recent programs, under 
the chairmanship of A. E. 
Stream. The meetings are held 
under the leadership of a dif- 
ferent chairman for each meet- 
ing. 

New officers of the Portland 





| ciation. 





club took office at the Jan. 12 
meeting. The club meets every 
Tuesday at the Multnomah Ho- 
tel. A recent meeting of the 
Seattle, Wash., club heard Prof. 
C. F. Miller, College of Busi- 
ness Administration, Univer- 
sity of Washington, on the sub- 
ject of “Cutting Distribution 
Costs.” 


Cc. P. HOWE BUYS STORE 
OF JAMIESON BROS. 


The Jamieson Bros. hardware 
store, located for 39 years in 
Canton, Ohio, has been pur- 
chased by Charles P. Howe 
Hardware Co., Canton, Ohio. 
Mr. Howe is moving his stock 
and fixtures to the Jamieson 
store and will make changes in 
the premises. Mr. Howe and 
his brother first entered the 
hardware business 35 years ago. 
George E. Jamieson has been 
connected with hardware retail- 
ing stores for 62 years. 


KATKER AGAIN HEADS 
FAVORITE STOVE & RANGE 


W. C. Katker, for three years 
president of the Favorite Stove 
& Range Co., Piqua, Ohio, was 
recently re-elected for the com- 
ing year by the stockholders of 
the corporation. The present 
board of directors remains with- 
out change. 


FIVE RETAILERS ARE IN 
KANSAS LEGISLATURE 


According to Secretary Her- 
bert J. Hodge of the Western 
Retail Implement and Hard- 
ware Association, there are five 
retail merchants among the rep- 
resentatives in the Kansas State 
Legislature. Of these four are 
members of the Western Asso- 
They are: Joe C. Ben- 
son, Kismet; Jonas W. Graber, 
Kingman; Clarence G. Nevins, 
Dodge City, and F. E. Lump- 
kin, Bellaire. 

In view of the present agi- 
tation in regard to the mer- 
chandising activities of public 
utilities companies, it is interest- 
ing to note that Mr. Lumpkin 
is a member of the House Com- 
mittee on Public Utilities. 


ANDERSON, ASST. SEC., 
WHITMAN & BARNES, INC. 


H. W. Anderson was elected 
assistant secretary of Whitman 
& Barnes, Inc., Detroit, at the 
annual stockholders’ meeting on 
Jan. 18. Other officers of 
Whitman & Barnes, Inc., who 
were re-elected for the current 

















year are: William H. Eager, 
president; Karl Kendig, vice- 
president and treasurer; J. I. 
Holton, secretary. 

The directors who were re- 
elected are: A. D. Armitage, 
vice-president, J. H. Williams 
& Co., Buffalo, N. Y.; Mr. 
Eager; J. G. Hamblen, Jr., 
Warren, Hill & Hamblen, De- 
troit, Mich.; C. H. Hecker, 
vice-president, Detroit Lumber 
Co., Detroit, Mich.; R. T. Her- 
degen, president, Dominion 
Forge & Stamping Co., Ltd., 
Walkerville, Ont.; Mr. Ken- 
dig; W. J. O’Neill, vice-presi- 
dent, Union Trust Co., H. H. 
Sanger, president, National 
Bank of Commerce, Detroit, 
Mich.; M. B. Snow, Keane, 
Higbie & Co., Detroit, Mich. 


JOE E. BASS DIES; WAS 
MYERS REPRESENTATIVE 


Joe E. Bass, who for over 
30 years represented the F. E. 
Myers & Bro. Co., Ashland, 
Ohio, in northern New York, 
Vermont and New Hampshire, 
died at his home in Utica, 
N. Y., Feb. 15. Mr. Bass was 
the eldest member of the My- 
ers sales organization, being 81 
years of age, and among the 
ten oldest in point of service. 
All his life he was a salesman 
and had a wide acquaintance 
among dealers throughout New 
England. He called upon his 
trade up to within one week of 
his death. 

Mrs. Bass, a son and two 
daughters survive. 


T. C. NORTHROP PASSES 


Thomas C. Northrop, 49, for- 
mer proprietor of a retail hard- 
ware store in Middletown, 
N. Y., died Feb. 19, a few days 
following a blood transfusion 
and a delicate operation. From 
the age of 22 until a few years 
ago he.was in the hardware 
business, part of the time for 
a wholesale house in New York 
City. Recently he entered the 
oil burner business under the 
name Northrop Oil Burner Co. 


PLOMB TOOL MOVES INTO 
ITS NEW HEADQUARTERS 


Plomb Tool Mfg. Co., Los 
Angeles, Cal., moved into its 
new fireproof brick building re- 
cently. Offices, storeroom and 
shipping department of the com- 
pany were destroyed by fire last 
May. The new plant has ad- 
ditional space with better equip- 
ment and stock facilities. 





CHICAGO DEALERS HEAR 
RETAIL GROCER SPEAK 
H. F. Stickney, president, 

Chicago Retail Grocers’ Asso- 
ciation, addressed the meeting 
of the Chicago Retail Hard- 
ware Association, Feb. 13, at 
the Hotel Sherman. Mr. Stick- 
ney was formerly a hardware 
in Seattle, Wash., and 
Sioux City, Iowa. He told the 
members that most retailers 
have problems in common and 
spoke of the fact that there are 
13,000 trade associations in the 
country bidding for the busi- 
ness of the consumer. He told 
how chain competition in the 
grocery trade is met by numer- 
ous groups of independents 
banding together in “voluntary 
chains.” Some of them, he ad- 
mitted, were formed with self- 
ish motives, for the main pur- 
pose of pushing the sale of par- 
ticular brands. Mr. Stickney 
felt that the independents must 
bard together or pass out of 
the picture. He stated that 
grocery manufacturers were 
not too pleased at selling their 
output to chains, and felt that 
both the wholesale distributor 
and the retailer would have to 
change present methods, in or- 
der to continue in business. 

Mr. Stickney, who congratu- 
lated the association on its new 
model store in the Merchandise 
Mart, said that his own asso- 
ciation’s model grocery store 
had induced about 300 retailers 
in Chicago to remodel their es- 
tablishments. In defining the 
difference between cooperative 
jobbing and old-line jobbers, he 
said that the former was or- 
ganized for minimum profit, 
whereas the latter must pursue 
a maximum profit. 

Paul M. Mulliken, managing * 
directory Illinois Retail Hard- 
ware Association, spoke briefly 
concerning the reaffiliation of 
his organization with the Chi- 
cago body, declaring that there 
was distinct mutual advantage 
in such resumed relationship. 
Secretary J. C. Amis of the 
Chicago association expressed 
similar sentiments. Mr. Amis 
announced that the “grand open- 
ing” of the model hardware 
store would be held on March 
13. Llew S. Soule, editor, 
Harpware AGE, is to address 
the meeting, to which all hard- 
ware dealers in the district are 
being invited. 


man 
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"ATKINS PIONEERS HOLD 
25th ANNUAL SMOKER 


The Atkins Pioneer “20 
Year” Club held its 25th an- 
nual smoker, Jan. 30, which 
was attended by about 125 of 
the members and foremen of 
the many departments. The 
Pioneer club was organized 25 
years ago by a few Atkins em- 
ployees, who wanted to further 
the bonds of friendship and had 
a common interest as loyal em- 
ployees of E. C. Atkins & Co., 
Indianapolis, Ind., makers of 
Silver Steel saws, for 20 years. 
As the years pass and the com- 
pany’s business grows larger 
the enrollment in the Pioneer 
club increases, until today 
there are 223 active members. 

With the exception of Elias 
C. Atkins and K. W. Atkins, 
vice-presidents of the company, 
all of the officials of the firm 
are members of the Pioneer 
club, whose membership aver- 
age is 43-46 years. During the 
past year one of the oldest 
members of the club, Charles 
F. Aumann, with 60 years’ ser- 
vice, died. John H. Patterson, 
57 years’ service, Walter Jor- 
dan, John Clifford and George 
Faber also passed away. The 
following new members were 
initiated: Hiram Akers, C. W. 
Carter, John W. Cleary, David 


B. Gibson, Clyde R. Hall, 
Charles W. Johnson, John 
Mirabile, Louis Need, Edward 
Shake, Oliver Shake, Mike 


Short, W. L. Sturtevant and 
Charles Guedel. 

Officers for 1931 are: Hon- 
orary president, H. C. Atkins; 
president, Harold Rohr; vice- 
president, Fred Noerr; trea- 
surer, James Wilde; secretary, 
C. A. Newport, and assistant 
secretary, W. A. Weaver. Fol- 
lowing a short business meet- 
ing, an elaborate program of 
entertainment, including a glee 
club, radio performers and 
vaudeville stars completed the 
evening. 





SALT LAKE HARDWARE 
ADVANCES EXECUTIVES 


Salt Lake Hardware Co., 
Salt Lake City, Utah, whole- 
sale distributors, recently an- 
nounced important changes in 
its executive personnel. Charles 
L. Wheeler is secretary and 
assistant manager, working di- 
dectly under H. A. Schweik- 
hart, vice-president and general 
manager. Mr. Wheeler was for 
three years manager of the 
company’s branch at Boise, 
Idaho. S. E. Pier, for many 
years sales manager, is super- 
visor of purchases, while E. A. 
Knudson is sales manager. Mr. 
Knudson was formerly man- 
ager of the housewares depart- 





ment and for the past two 
years was assistant sales man- 
ager. C. J. Ertel succeeds Mr. 
Wheeler as manager of the 
Boise branch. He operated sev- 
eral businesses in Colorado pre- 
vious to joining the Salt Lake 
City firm. 

Mr. Wheeler has been with 
the company for the past 20 
years, having managed the re- 
tail branch in Salt Lake City 
for many years, prior to its dis- 
continuance. At the time of 
the discontinuance of the retail 
branch he went with the Penn- 
sylvania Rubber Co. to manage 
far western sales. Three years 
ago he returned to the hard- 
ware company as Boise branch 
manager. Mr. Pier entered the 
company 25 years ago and has 
been active in hardware fields 
for more than 30 years. At the 
time Mr. Knudson entered the 
company he was just a young 
man. He went from stock 
work to the road and was buyer 
and manager of the housewares 
department. In 1928 he became 
assistant sales manager. 

The company operates 
branches in Boise and Pocatel- 
lo, Idaho and Grand Junction, 
Colo. 


ZENITH ANNOUNCES 
NEW DISTRIBUTORS 


A. T. Haugh, general sales 
manager, Zenith Radio Corp., 
Chicago, Ill., has announced 
four new distributors for the 
company’s line of tubes and re- 
ceiving sets. Adirondack Radio 
Corp., Albany, N. Y., is dis- 
tributor for eastern New York 





and Auto Equipment Co., 
Omaha, Neb., will serve the 
State of Nebraska. Benjamin 


Fisch, Newport News, Va., will 
operate in that vicinity, while 
Star Radio Co., Richmond, Va., 
will cover the Richmond section 
as well as adjacent territories. 





MILL SUPPLIES MEN 
MEET IN NEW YORK 


About twenty-five metropoli- 
tan distributors of mill supplies 
and heavy hardware gathered 
in New York City on Feb. 16 
for a discussion of trade condi- 
tions and problems. Twenty- 
five manufacturers who supply 
distributors having  establish- 
ments in the New York area, 
including New Jersey, were 
also in attendance. 

The meeting was semi-social 
in nature, giving manufacturers 
an opportunity of becoming 
better acquainted with their 
distributors and with the con- 
ditions confronting them. Rep- 
resentatives of the American 
Supply & Machinery Manufac 
turers’ Association, the Nation- 
al Supply and Machinery Dis- 
tributors Association and the 





Contractors’ and 
Institute were 


Hardware 
Mill Supplies 
also present. 

It was the general opinion of 
those present that an upturn in 
business can be expected to 
gradually become more pro- 
nounced in the not too distant 
future. - 

The meeting was so success- 
ful that it is planned to hold 
similar gatherings at regular 
intervals. By interchanging in- 
formation of value in the con- 
duct of both branches of the 
business in meetings of this 
kind, it is believed that a more 
satisfactory situation to all con- 
cerned will ultimately result. 





Cc. F. DOWSE DIES; WAS 
FORMER TREASURER OF 
BIGELOW & DOWSE CO. 


Charles Francis Dowse, 87, 
one of the founders and for- 
merly treasurer of Bigelow & 
Dowse Co., Boston, Mass., 
wholesale hardware distributors, 
died Feb. 24 at his home in 
that city. He had been ill for 
many months. 

At the age of 17, Mr. Dowse 
entered the hardware business 
of Horton Hall & Co., later be- 
coming associated with Homer, 
Bishop & Co. He became a 
partner in the latter firm in 
1870. Two years later the en- 
tire assets of the company were 
destroyed in the great Boston 
fire. In the following year he 
formed a partnership, under the 
name Macomber, Bigelow & 
Dowse, which became Bigelow, 
Dowse & Co. in 1884, following 
Mr. Macomber’s _ retirement. 
Until his retirement several 
years ago, Mr. Dowse was 
treasurer of the firm. 

Mr. Dowse was a charter 
member of the Exchange Club, 
trustee of the Franklin Sav- 
ings Bank and Massachusetts 
Memorial Hospital, as well as 
a director of the Boston Safe 
Deposit & Trust Co. A daugh- 
ter, a son and five grandchil- 
dren survive. 

STEETS, MANHATTAN & 

BRONX ASS’N HEAD 


George Steets, Steets Supply 
Co., was installed as president 
of the Hardware & Supply 
Dealers Association of Manhat- 
tan & Bronx Boroughs, Inc., at 
the meeting held Feb. 17 at the 
Hotel Prince George, New 
York City. More than twenty 
members attended the meeting, 
at which time Jean W. Blair, 
Wm. Purdy Stores, was in- 
stalled as vice-president and 
C. H. Tilson was again in- 
stalled as secretary. Mr. Til- 
son is also treasurer. 

Committees and committee 
chairmen were appointed. 





PENNSYLVANIA JOBBERS 
MET IN N. Y., FEB. 26-27 
The Pennsylvania Wholesale 


Hardware & Supply Associa- 
tion held its annual meeting at 


the Hotel Astor, New York 
City, Feb. 26 and 27, with 32 
members in attendance. C. S. 
Seamans,_ Bittenbender Co., 
Scranton, Pa., the president, 
presided. At the banquet on 


Thursday night, E. B. Galla- 
her, treasurer, Clover Mfg. Co., 
Norwalk, Conn., and C. D. 
Garretson, president, Electric 
Hose & Rubber Co., Wilming- 
ton, Del., were the speakers. 
Mr. Gallaher gave his views 
on the outlook for business in 
the near future, and reviewed 
some of the conditions he had 
observed developing. Mr. Gar- 
retson spoke on the subject “Do 
We Executives Earn Our 
Pay?” a talk which dealt with 
the obligation and opportunities 
of the executives of business. 


At the Friday _ sessions, 
Robert E. Weeks, president, 
International Correspondence 


Schools, Scranton, Pa., acted 
as chairman of the round table 
discussions in distribution prob- 
lems. George A. Fernley, sec- 
retary-treasurer, National 
Hardware Association, sum- 
marized recent business changes 
which suggested an optimistic 
view on the future. H. W. 
Barclay, research director for 
the mill supply industry’s joint 
committee, told of the work of 
that body. ‘ 

It was decided that the usual 
fall meeting will be held at Ha- 
zleton, Pa., the date to be an- 
nounced later. All officers 
were elected to serve another 
term. They are: President, C. 
S. Seamans, Bittenbender Co., 
Scranton, Pa.; first vice-presi- 
dent, Frank Mappes, Emery 
Hardware Co., Bradford, Pa.; 
second vice-president, Robert C. 
Wenck, Kline & Co, Wil- 
liamsport, Pa.; secretary, E. P. 
Thomforde, Bittenbender Co., 
Scranton, Pa., and treasurer, 
George D. Krause, George 
Krause Hardware Co., Lebanon, 
Pa. George Rick was ser- 
geant-at-arms. 





YALE & TOWNE TO MOVE 
NEW YORK CITY OFFICES 


Yale & Towne Mfg. Co., 
Stamford, Comnn., has leased for 
a long term of years part of 
the tenth floor of the Chrysler 
Building, East 42nd Street, 
New York City. Upon com- 
pletion of the alterations the 
Yale & Towne Mfg. Co. will 
consolidate its executive offices, 
now in Stamford, and its sales 
offices located at 9 East 40th 
St. and 78 Water St., New 
York City, at the new address. 
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Presto Juicer 


Presto Juicer is offered by the Allied 
Specialties Corp., 200 Fifth Ave., New 
York City, for extracting the juice of 
oranges, lemons, grapefruit and to- 
matoes, etc. Suggested retail selling 
price is $1.50. The juicer is operated 
without use of cranks or electric cur- 
rent and does not have to be clamped 
to the table. A downward pressure 
with half the fruit nested in the palm 
of the hand turns the reamer. This 
forces the juice into the glass. Presto 
uicers are packed in individual boxes, 
24 in a standard carton. Gross weight 
of a carton is 60 lb. Bowl and reamer 
are removable for cleaning. Juice never 
touches the working parts. The device 
is made of a die cast, rustless, enam- 
eled base, while the bowl and reamer are of porcelain. 


Improved 
Model ‘Premier 
Spic-Span 


Announcement has 
been made by the 
Premier Vacuum 
Cleaner Co., 1734 
Ivanhoe Rd., Cleve- 
land, Ohio, of an im- 
proved model! of the 
Spic-Span, Model 97, 
replacing Model 86. 
The maker — states 
that the new model 
embodies a number 
of changes in design 
which not only increase its efficiency but enhance its appearance, as 
well. Nozzle has been lengthened and redesigned to get into corners 
and crevices with greater facility. A more powerful motor and a larger 
fan are used, resulting in greatly increased suction. Other features are 
a die cast nozzle and fan chamber, instead of being sand cast, thereby 
providing a smoother inside finish and a durable rubber bumper, which 
completely encircles the nozzle and prevents scratching and marring 
of highly polished furniture and woodwork. List price of the new 
model in United States is $15.50, complete with deodorizer and blower 
accessories for applying moth repelling, freshening stuffy rooms, etc 
The Premier Vacuum Cleaner Co. will continue to sell this model either 
separately or with the Junior or Duplex floor model, in place of extra 
cleaning tools or cleaning attachments. 


ICA Test Leads and 
Neutralizing Tools 


ICA test leads are a convenience to the radio set owner and an impor- 
tant piece of equipment to the dealer and service man. They are espe- 
cially applicable to the testing of sets 
and the tracing of trouble in sets, in 
conjunction with the usual meters. 
Leads are made of sturdy Insuline 
tubing, ICA solderless plugs and the best grade of ICA wire. They are 
supplied with red and black tubing for positive and negative identifica- 
tion. Two types are available, one with 

tips, the other with spades. Leads list 

at 75c. per pair. Insuline Corp. of Amer- 

ica, 78 Cortlandt St., New York City, 

makes the leads as well as the ICA neu- 

tralizing and aligning tool kit. These 

neutralizing tools are extremely compact and have broad utility. The 
tools telescope, the screwdriver fitting inside the socket wrench. Kit 
comprises a large and a small socket wrench, fully insulated for making 
critical adjustments under operating conditions on all standard makes 
of radio sets, an insulated screwdriver and a special magnet tool for 
picking up and placing screws, bolts, nuts, etc. Tools incorporate finest 


©.) @..3 


Cc 





quality insulating materials and are finished with highly nickel-plated 
brass nibs, states the maker. List price is $1.50. Dealer discount 
is 40% 


Globe Home 
Dry Cleaner 


This home dry cleaning 

machine is of light 

weight and is easily 

operated. Garments to be 

dry cleaned are placed 

in the cgntainer  to- 

gether with the neces- 

sary dry cleaning fluid, 

the lid is clamped on 

and the tumbler is 

turned from three to 

five minutes. With this machine the Globe Machine & Stamping Co., 
Cleveland, Ohio, offers the housekeeper the opportunity of an inex- 
pensive method of cleaning non-washable materials. When the machine 
is used with Globe dry cleaning fiuid, the maker states that cleaning is 
done without risk, as the fluid is non-explosive. List prices are: Senior 
model, 32 gal. capacity, $7.95 and Junior model, 2 gal. capacity, $5.00. 
The list prices are slightly higher at points distant from the plant 


Ade-O-Matic 
Juice Extractor 


The Ade-O-Matic juice ex- 
tractor of heat-proof vitri- 
fied china, glazed, is dis- 
tributed by the Ade-O- 
Matic Porcelain Products 
Co., Wrigley Tower, 41st 
and Avalon Blvd., Los An- 
geles, Cal. It is made in 
blue, green and yellow 
porcelain. The fruit is 
simply pushed down upon 
the head, causing it to 
automatically rotate. When the juice is removed the head automatically 
stops rotating. Extractor may be cleaned as easily as a dish, as boiling 
water may be used. Pitchers, head and mechanism may be replaced. 
Suggested retail selling price is $3.95, complete. Plain pitcher lists at 
$3.00 and set of six mugs list at $2.75. Pitcher and extractor in hand 
decorated patterns may be obtained at prices listing from $6.50 to 
$10.00. The same company distributes the club toaster, listing at $7.95 
|t is an electric model porcelain toaster, in pastel shades. Colors offered 
are green, blue, black and yellow. On/off switch, silk covered cord, in 
colors to match and double side toasting ate features 


Delta Hotshot 
Searchlight 
Attachment 


Delta Electric Co, 
Marion, Ind., offers the 
Delta Hotshot search- 
light attachment, — for 
operation with any make 
hotshot type of 6 volt 
battery. It has a swivel! 
head and is of sturdy 
build. Handle is shaped 
to fit the hand and sure- 
shot switch is located at 
rear of reflector. Re- 
flector is made of spe- 
cial corrosion resisting 
nickel aluminum _ alloy 
which will remain bright 
and efficient longer than nickel or silver. Mazda bulb is No. 88, 6 volt, 
15 candle power type, with adjustable focus. Light throws a bright 
beam of light many hundreds of feet, with a good spread, says the 
maker. Reflector may be turned in any direction. List price is. $2.00, 
$2.75 in Canada. 


HOT SHOT SEARCHLIGHT 
HEAD SWINGS ANY DIRECTION 

4 'f2” DIAMETER HEAD 

EASILY ATTACHED 





ANY MAKE 


CS VOLTS) 
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Wagner 
Non-Oscillating 
One Speed 
Electric Fans 


Wagner Electric Corp., 
6400 Plymouth Ave., St. 
Louis, Mo., is offering as 
part of the 1931 line an 
8 inch non-oscillating, 
one speed fan, to sell 
for the suggested retail 
price of $6.50 and a 10 
inch non-oscillating fan 
of the same type, to re- 
tail for the suggested 
price of $11.50. With 
each order of six or 
more fans the Wagner 
company gives a counter 
display, as shown in the 
illustration. Counter dis- 
play is of attractive 
inch model fan is shown on display. 





modern design. The !0 


American Wire Fabrics 
Window Display Service 


Recent retail merchandising investigation has proved that your window 
space is extremely valuable today and is equal to 70% of the rent you 
pay, according to the American Wire Fabrics Corp., 41 E. 42d St., New 
York City. In line with this knowledge the company offers window dis- 
plays of this'and similar nature, to dealers of Gold Strand screen wire 











cloth. One exceptionally fine feature of this window display is that it 
includes not only Gold Strand products but other items from various 
manufacturers. American Wire Fabrics Corp. furnishes the display 
panels and arranges to have the entire display put in by professional 
window trimmers, without any cost to the dealer. 


Porcelier Bathroom Fixtures 


Porcelier Mfg. Co., 
Greensburg, Pa., offers a 
line of sanitary bathroom 
fixtures, including this 
No. 400 white soap 
holder, measuring 434 x 
3¥g inches. The same 
holder is offered in or- 
chid, green, ivory and 

aa ee neg de jet black. Included in 
the line are combination tumbler and tooth brush bolders, tumbler 
holders, combination tooth paste and tooth brush holders, double robe 
hooks, towel racks with celluloid covered wooden bar % inch square 








and toilet paper holders with wood spring rollers. Porcelier display 
boards are available to dealers, showing one each of six different fix- 
tures. The line is available in the above mentioned colors. 


K-Veniences 


K-Veniences is the name 
»f a line of clothes closet 
fixtures offered by the 
Knape & Vogt Mfg. Co., 
Grand Rapids, Mich. In- 
luded in the line are a 
roller - bearing clothing 
carrier, similar to those 
used in stores, which en- 
ables the user to pull 
clothes out into the light 
»f the room for easy se- 
lection, a shoe rack that 





provides a_ place for 
shoes to be kept off the 
floor and in an acces- 
sible place, tie rack, and a trousers rack for four pairs of trousers. The 
trousers hanger holds the trousers in a manner to keep them in press 


considerably longer than is ordinarily possible, states the maker. A hat 
holder with twin adjustable arms and a stationary garment bracket for 
providing additional space for several garments are also included. Cloth- 
ing carrier, shoe rack, stationary garment bracket and extension closet 
rod are made in several sizes, permitting their installation in any closet. 
All fixtures are of metal, cadmium plated. Entire set may be offered by 
the dealer at a suggested retail price of less than ten dollars. Fixture 
are available in sets or in separate units. Special display board shown 
is offered dealers, on which are mounted samples of K-Veniences. 





Sylvania Tube 
Kit Labels 


This illustration shows 
the Sylvania Products 
Co., Emporium, Pa., 
labels used on the 
radio tube kit sets of- 
fered by that com- 
pany. Upper carton 
shows the distributor's 
individual label, the 
lower one a_ standard 
Sylvania kit label, 
showing type of re- 
ceiver, but not the 
distributor’s name. The 
label has been revised 
since this photo was 
made. Label now cov- 
ers the entire end of 
the box. Kits contain 
complete sets of tubes 
for use with different 
types of radio receiv- 
ers. By use of these 
kits the carrying of a 
shelf stock of tubes 
for use in new receiv- 
ers, is eliminated, as 


well as additional han- 
dling necessary in as- 
sembling sets of tubes 
from stock. 

















Numetal Weather Strip 
Window Display 
The Macklanburg- 


Duncan Co., Oklahoma 
City, Okla., manufac- 







turers of Numetal 
weather strips, offers 
dealers this  three- 


panel display suitable 
for arrangement of 
any size store or window display. Center panel, 14 x 22 inches, shows 
a Numetal equipped window, while the smaller side panels picture the 
ease with which the product is installed on windows and doors. Dis- 
play is lithographed in five colors and is furnished without cost. 
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Model “A” Speed 
Queen Washer 


The model “A” Speed Queen 
washer is offered to dealers to sell 
for the suggested price of $99.50, 
east of the Rockies. According to 
Barlow & Seelig Mfg. Co., Ripon, 
Wis., it is the first washer on the 
market with heavy gage seamless 
drawn monel meta! tub. Other out- 
standing features, in addition to the 
tub are: improved high speed 
clutch, patented arc-curate drive 
transmission, large two and one- 
half inch white balloon rolls and 
nickel plated wringer. This mode! 
also has black Bassick Atlasite 
spring casters, polished removable 
splash ring, automatic wringer lock, 
and a new midas green color 





Empire Combination 


Smoking and Card Stand 


The Empire combination smoking 
stand, card and chip holder is espe- 
cially suitable for use in homes, lodge 
and club rooms. Stand holds four 
banks of chips and four decks of 
cards. When in the pocket a steel 
plate and strong spring press the 
cards flat, keeping them in good con- 
dition. It is made. entirely of heavy 
steel, electrically welded and brazed 
Stand, which stands 31 in. high, is 
finished in colored lacquer: and gold 
bronze. Weight is about ten pounds 
Each stand is packed in heavy corru- 
gated carton. W. E. Kautenberg Co. 
Freeport, {ll., is the maker 





Non-Oscillating 
Art Fan 


Robbins G Myers, Inc., 
Springfield, Ohio, have 
announced a 10 inch 
oscillating Art fan in al- 
ternating and direct cur- 
rent models. The fan is 
especially designed to 
harmonize with today’s 
home and office furnish- 
ings. It is finished in a 
silverlike color. An in- 
teresting mechanical fea- 
ture is the masked oscil- 
lating mechanism, 
mounted on the front of 
the motor within the 
guard, greatly improving 
the appearance of the 
fan and eliminating all 
possibility of contact 
with draperies, clothing and similar materials. The fan, which is of rigid 
construction, provides an unusual amount of blade protection and has an 
efficient lubricating system. Single speed toggle switch mounted in the 
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base furnishes operating control. The 110 volt, 60 cycle and 25 cycle 
A.C. fans are of the induction type and list at $18.95 and $20.45 re- 
spectively. The 110 volt D.C. fan also lists at $20.45. 


Brown & Sharpe 
Depth Gage No. 599 
Depth Gage No. 599 is a handy tool, developed by the Brown & Sharpe 


Mfg. Co., Providence, R. |., for accurately checking the depths of holes, 
counterbores and distances between shoulders and flanges. It may be 








used for countless other measurements, requiring a small depth gage. 
Depths from O to 2”, by thousandths of an inch, are obtained by measur- 
ing the overall length of the body and rod with a micrometer. From this 
measurement is subtracted the length of the body, which is exactly 1 
inch. Rods are polished and the body is hardened and ground. Body 
has a V groove which facilitates measuring against a curved surface 
Setting can be securely locked by the clamp screw. If desired, the too! 
can be used to measure distances.from 1” to 3” between shoulders, etc 
When the tool is used for that purpose, the micrometer reading of the 
overall length of the tool is the correct dimension. A circular describing 
the tool can be obtained from the maker : 


Standard Electric Range No. 13 


Model 1336 Standard - . 
Electric range has an 
aluminum lined oven, 
16°x 14 x 18 inches 
It is equipped with 
four full sized hot- 
plates and oven tem- 
perature control with 
timer. Range has full 
porcelain enamel finish 
and is equipped with- 
an appliance receptacle 
Left or right hand 
ovens are available 
The Standard Electric 
Stove Co. Toledo, 
Ohio, is the maker 
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No Gears- No Bolting 
Ready for use/ 
————— 


Handy-Andy 
Juice Extractor 


Handy-Andy Specialty Co., Inc., 
Long Island City, N. Y., pro- 
duces this extractor, which lists 
at $1.50. The extractor oper- 
ates without the use of gears or 
bolts. Upper part of juicer is 
raised to permit the insertion 
of a half orange in the alumi- 
num cup. The handle is turned 
slowly and light pressure is put 
upon’ the cup with the other 
hand. Fruit juice is crushed 
and strains through to the glass 
pitcher leaving seeds on the 
reamer. Pitcher is marked to 
indicate the amount of fruit 
juice squeezed from the fruit. 
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Wholesale Price Index 
Declined in Week Ended 


February 21 


The weekly wholesale price index 
of the National Fertilizer Association 
declined 4 fractional points for the 
week ended Feb. 21. During the pre- 
ceeding week the general index num- 
ber was unchanged, The index num- 
ber now stands at 76, compared with 
77.7 a month ago and 92.3 for the 
corresponding week a year ago. The 
index number 100 represents the 
three years 1926-1928. 

Of the fourteen groups comprising 
the index, four advanced, eight de- 
clined and two showed no change dur- 
ing the last week. Textiles, metals, 
chemicals and drugs and fats and oils 
advanced. Grains, feeds, live stock, 
other foods, agricultural implements, 
automobiles, fuel, house furnishings, 
fertilizer materials and miscellaneous 
commodities declined. 

The prices for seventeen commodi- 
ties advanced, while the prices for 
thirty commodities declined. Advances 
were made in the prices for cotton, 
cotton yarns, burlap, silk, butter, po- 
tatoes, sheep, copper, silver, caustic 
soda and leather. Lower prices were 
noted for cheese, milk, bread, prac- 
tically all gains, pig iron, gasoline, 
starch, rubber, hides, shoes, coffee, 
cotton underwear, hemp, cottonseed 
meal and nitrate of soda. 





Bank Debits Increased 
In Week Ended Feb. 18 


Debits to individual accounts, as re- 
ported to the Federal Reserve Board 
by banks in leading cities for the 
week ended Feb. 18, which included 
only five business days in many of 
the reporting centers, aggregated 


$10,215,000,000, or 6 per cent above 
the total reported for the preceding 
week, and 34 per cent below the total 
reported for the corresponding week 
of last year. 


GENERAL MARKET 
NEWS or tHe WEEK 


Hardware Demand 


Improves Moderately 
New York, March 4.—Under 


the stimulus of mild improvement 
in basic conditions and the approach 
of the active spring season, most 
hardware lines are in somewhat bet- 
ter demand. February sales totals 
for the country as a whole were 
fairly satisfactory and the outlook 
for spring business has brightened 
in most trade territories. 

Wholesale sales in the Boston 
area are running ahead of a year 
ago. Moderate improvement has 
registered in the Pittsburgh, Cleve- 
land, Twin Cities and New York 
markets. Trade in the Chicago and 
Kansas City districts has shown less 
improvement, relatively speaking, 
than most other sections. Low 
prices for farm produce have re- 
stricted consumer purchases in most 
rural sections, while unemployment 
continues to offer a problem in in- 
dustrial centers. 

Firmer prices for some raw mate- 
rials have resulted in instilling a 
greater degree of confidence in the 
price situation. Few changes of im- 
portance have been recently an- 
nounced by manufacturers. Estab- 
lished prices, in most instances, are 
being well maintained. 

The credit situation is practically 
unchanged, with collections being 
slower than usual. Some improve- 
ment is anticipated during the next 
sixty days. 





Aggregated debits for 141 centers 
for which figures have been pub- 
lished weekly since January, 1919, 
amounted to about $9,558,000,000, as 
compared with $9,002,000,000 for the 
preceding week and $14,501,000,000 
for the week ended Feb. 19 of last 
year. 











Week’s Price Average Was 
75.8 Per Cent, Says Fisher 


Prof. Irving Fisher of Yale Uni- 
versity has announced that wholesale 
commodity prices for the week ended 
Feb. 21, and based on Dun’s quota- 
tions, average 75.8 per cent. The Jan- 
uary average was 77.7. The purchas- 
ing power of the dollar on a 1926 basis 
of 100c. was 131.9c. The January av- 
erage was 128.8c. 

Crump’s index of English prices 
for the week on the revised 1926 
level was 67.2. The January average 
was 68.3. 

The Italian index on the revised 
1926 basis for the week ended Feb. 14 
was 54.8. The January average 
was 55.4. 


Freight Loadings Increased 
In Week Ended Feb. 14 


Loading of revenue freight for the 
week ended Feb. 14 totaled 720,689 
cars} according to the car service di- 
vision of the American Railway Asso- 
ciation. 

This was an increase of 1636 cars 
above the preceding week, but a de- 
crease of 172,451 cars below the same 
week last year. It also was a reduc- 
tion of 236,809 cars below the corre- 
sponding week in 1929. 


Bank Clearings Show Decline 
For Week Ended Feb. 19 


Bank clearings in the United States 
for the week ended Thursday, Feb. 19, 
as reported to Bradstreet’s Journal, 
aggregated $9,571,229,000, as against 
$6,588,397,000 last week, a holiday 
week, and $11,147,616,000 in this 
week last year. There is here shown 
an increase of 45.2 per cent over last 
week, but a decrease of 14.1 per cent 
from the like week of last year. Cana- 
dian clearings aggregated $244,266,- 
000, against $307,555,000 last week 
and $290,247,000 last year. 
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Survey Discloses Living 
Standards in 29 Typical 
Small Towns 


A recent survey covering 29 typi- 
cal small towns, each of which had 
a population of less than 2500 peo- 
ple, located in the States of Pennsyl- 
vania, New York, West Virginia, Vir- 
ginia and Maryland, reveals, accord- 
ing to Grit, the following interesting 
facts about the families interviewed: 
71.4 per cent own their homes 
88.4 per cent have electric light 
31.6 per cent have gas in the home 
45.2 per cent have telephones 
72.0 per cent have baths 
51.5 per cent own electric washers 
41.0 per cent own vacuum cleaners 
55.0 per cent own radios 
66.7 per cent own automobiles 
76.7 per cent had savings accounts 





Business Failures Increased 
In Week Ended Feb. 21 


Sharp increases in the number of 
commercial failures occurring in the 
United States during the week ended 
Feb. 21 were reported by the busi- 
ness reviews. R. G. Dun & Co. indi- 
cated a total of 722 defaults, or a 
daily average of 120 for the full 
length week, compared with 534, or 
107 a day, for the five-day week pre- 
ceding, and compared with 585, or 
98 daily, for the full week in 1930. 
Bradstreet’s reported 600 failures, 
against 568 a week ago and 560 a 
year ago. The increases cause the 
failure record to lose a large part of 
the ground gained since the first of 
the year, when the number of failures 
reached new high marks for all time. 

Canadian failures were 68, against 
57 in the same week of 1930. 

Dun & Co. point out that of the 
total number of failures, 455, had lia- 
bilities in excess of $5,000, against 
344 insolvencies of like size in the 
same week a year ago. 

Bradstreet’s compilation of failures 
by the size of the capital used in the 
business shows that the percentage of 
small failures decreased from 77.9 in 
the week to 76.5, while the group of 
enterprises using up to $25,000 of 
capital remained the same, at 14.6 per 
cent of the total. 





Nation’s Radio Sales in 1930 
Were Nearly $600,000,000 


Radio sales in 1930 were estimated 
at between $550,000,000 and $600,000,- 
000, and regarded as satisfactory un- 
der existing conditions, according to 
statements of Bond Geddes, executive 
vice-president of the Radio Manufac- 
turers Association, in addressing the 
annual national convention of radio 
jobbers and dealers. Several hun- 
dred of the leading radio distributors 
were present for the annual meeting 


of the National Federation of Radio 
Associations and Radio Wholesalers 
Association. 

The radio business is already pick- 
ing up, according to the manufactur- 
ers’ spokesman, through the virtual 
liquidation of much reduced surplus 
stocks and disappearance of “bargain” 
receiving sets. Mr. Geddes said that 
the surplus carried over into 1931 was 
very much smaller than that of the 
previous year and that manufactur- 
ers’ warehouses now were virtually 
clear and new 1931 products well un- 
der way. 

Development of the farm market, 
sales to business executives for their 
offices, motor car radio, an extremely 
large replacement market, and a 


marked trend toward the “two radios 
in a home” adoption were among the 
larger sales fields in immediate pros- 
pect. 

“Our record for 1930 was not bad 
at all,” said Mr. Geddes, “considering 
that radio was hit harder than almost 
any other industry and also consid- 
ering the general business conditions. 
Our estimated 1930 sales of between 
$550,000,000 and $600,000,000 were 
most satisfactory, everything consid- 
ered, and compared with around 
$835,000,000 in the big year of 1929. 
There are already many evidences of 
improvement in general conditions, 
and this applies to the radio industry 
also. The outlook for 1931 is not at 
all discouraging.” 


Growth of Chain Stores in 16-Year Period 
ls Shown By Recently Compiled Table 
The following table shows very clearly the growth in chain stores during the 


16-year period from 1914 to 1930. This table, showing the number of companies 
and the number of units in both 1914 and 1930 in 35 classifications was com- 


piled by the Commercial Service Co. 


It is interesting to note that gas filling stations have the largest number of 
units while grocery stores in second place in number of units show the largest 
number of chain store organizations at the present time. In 1914 grocery 
stores took first place in both the number of companies and the number of 
units, followed by cigar and tobacco stores in second place under both headings. 
At the present time cigar and tobacco stores have been outclassed as to number 


by many of the other classifications. 


Chain Class 
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—1914— ——1930—— 

Co. Units Co. Units 

50 650 68 594 

ia pate 68 1,294 

ih 25 125 133 1,103 

1 100 32 450 

250 2,500 66 3,386 

45 400 146 884 

ian 40 315 126 1,014 

= 40 550 19 155 

30 250 844 8,777 

cae 200 -1,400 647 5,102 

5 20 83 464 

ep 180 2,000 336 7,585 

15 60 43 166 

ee 16 100 159 904 
5 2,000 808 71,552 

Sa he 805 1,909 

500 8,000 995 62,725 

15 80 187 913 

25 250 51 706 

me ar 102 821 

Loe 10 100 154 1,114 
50 200 56 2,325 

Be 50 300 88 733 

— 75 450 407 2,461 

Fico 85 90 121 793 

ae 50 600 387 3,575 

ited 10 35 122 1,499 

“a 5 15 32 811 

Pee 125 1,000 45 452 
oa bate 82 544 

ae 100 1,400 324 3,913 
ees 50 700 405 6,557 
esd 3 53 12 126 
oe fies 18 117 

a 25 150 418 3,121 








2,030 23,893 7,839 198,145 
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HOW’S BUSINESS 2 


Gast et 


HIRTY-FOUR ECONOMIC EX- 
; PERTS—EDITORS OF BUSINESS 

PAPERS PUBLISHED BY THE 
United Business Publishers, Inc. 
—HERE PRESENT A COMBINED 
)PINION ABOUT THE COURSE OF 
BUSINESS DURING THE MONTH 
OF MARCH. GOVERNMENT AND 
OTHER RECORDS PROVIDE YOU WITH 
HISTORY OF RECENT MONTHS, THIS 
BOARD OF EXPERTS DEALS ONLY 
WITH THE FUTURE. ITS OPINIONS 
ARE BASED ON CLOSE CONTACT 
WITH THE MORE THAN 400,000 
SUBSCRIBERS REACHED BY THEIR 
PUBLICATIONS IN FAR FLUNG 
FIELDS OF RETAILING AND_IN- 


Seo PET 


MONTH ® 


CHARTED BY UNITED BUSINESS PUBLISHERS, In 


We approached last Spring largely with over-confi- 
dence. The approach this year is with a more fit- 
ting caution. 


December now appears as a buoy marking the shal- 
lowest water. Soundings taken on such dependable 
indices as steel production and bank credits are con- 
tinually more encouraging, and able navigators re- 
port quite confidently that we have crossed the bar. 
There is certainly a more favorable behavior in many 
rend lines that, when seasonal change is subtracted, 
gives a substantial optimism with which to temper 
our coution. Deeper water and fair sailing ahead 
seem assured. 


months, or even the first half of the year, is quite 
generally agreed. But that we are moving forward, 
and at the same time up, is the assurance that will 
replace caution with confidence 


This is a year in which new reputations will be made 
There promises to be one of the greatest shufflings 
of business cards ever witnessed, and the prizes will 
go to the concerns who have the wind and the 
Stamina to stage an aggressive sales program. The 
buying public has moved ahead in tastes and needs, 
and price cutting as an expedient will be buried 
and forgotten in the activities of the concerns with 
the foresight to bring out new product leaders and 








DUSTRY. 
That we will lag behind last year’s production and exploit them with live, up-to-date sales promotion 
consumption in certain lines during the opening plans 
THE COURSE OF BUSINESS FORECAST FOR NEXT MONTH 
BUSINESS SALES RETAIL STOCKS COLLECTIONS COMMENTS 
Estimated sales of pas- Passenger car stock will March passenger car 


AUTOMOTIVE 


senger cars 60% greater 
in March than 


show seasonal increase, 


in Feb., and trucks greater than 


About the same in March 
as in February but slow- 225,000. 


sales are estimated at 
Truck sales be- 











March sales 10% 


and 27% less than Mar. seasonal increase in 
30. Trucks 30% greater March. Both lines mate- er than Mar. '30 pce 30 and 40 thou- 
and 17% less respectively. rially behind Mar. ‘30. ; 

March stocks, though 


ahead No change in retail stock 


less in value than a year 





















































from Mar. ’30. 








DEPARTMENT) ° ate 
STORES far "30 a pol med 4 but 7% anes ago will be larger in 
: . ; 5 units. 
: Slight improvement in Substantial size of orders 
Approximate inetd spout | Retail stocks about 15% | March over February— | for Spring goods reveals 
HARDWARE - the same or slightly bet- heavier than in February but slightly below. Mar. very little carryover of 
ter than Mar. '30. —but 10% below Mar. ’30. 30, , this type of merchandise 
from last year. 
Slightly better in all lines i 
eo ess. a Slight improvement. in | vades the agency organi: 
INSURANCE same in life, with im- | = = sseeee March, and easier than zation of the entire 
provement in other lines Mar. ’30. contr 
over Mar. ’30. , y- 
The same or slightly bet- Same or better than 
ter than February, and Same in March as _ in year ago with cash jew- The jewelry business 
JEWELRY possibly better than Mar. February—and aa the elers. tnstallment house generally is beginning to 
130. same as Mar. '30. collection dependent up- look up again. 
on employment situation. . 
METALS Machine tool orders, a as as , 
METAL Seow a forthe Slight fairly. good index ' of lneianitone: sae Sak Sen 
PRODUCTS ain in operations in manufacturing activity, 2" "** ane ee Seen ce ee 
arch. turned upward in Jan. spotty for some time to 
MACHINERY come, 
PLUMBING Slight improvement in Stocks about the same Collections improved due 
AND March over February— in March but below Mar. to volume of work being 
HEATING but below Mar. '30. "30. placed on regular de- |  ‘"""": 
ferred payment basis. 
About ged —— on Dectint 1 
ing shoes in- eclining—two pairs so 
SHOES pie on old stocks in for every pair reel wg Conentiers ota a - ple Rape gren + 
y 12% Mar. cou n - I ° 
March. Decrease of 10% pig below pe gg ma Mihi Al pated selling “bulge” in 


March. 
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CHICAG 


(Chicago office of HARDWARE AGE) 
CHICAGO, March 3. 

ITH here and there a for- 

ward movement of merchan- 

dise and here and there a re- 
cession, the hardware trade enters the 
last month of the first quarter of 1931 
with mingled encouragement and dis- 
appointment. Generally speaking, the 
year has not yet delivered either the 
rewards promised some months ago by 
the optimist or the punishment pre- 
dicted by the pessimist. So far as 
consumer demand is concerned, there 
has been little opportunity to gage 
it, since January and February are 
notoriously dull months in the hard- 
ware business. March, however, 
should begin to tell the story and 
both wholesalers and retailers are 
anxiously scanning the daily receipts 
and comparing them with those of 
other years. 


COLLECTIONS 


Credits, of course, are being watched 
with keen eyes, none keener than 
those of the average dealer himself. 
Few risks are assumed by any factor 
in the trade. This attitude has char- 
acterized most policies for some 
months; hence the remarkable degree 
of stability that pervails despite the 
assaults of negative circumstances. 
Collections, though not easy in numer- 
ous cases, continue steady, largely be- 
cause of precautions taken previous- 
ly in the granting of credits. For 
nearly a year all time accounts have 
been scrutinized with unusual care. 
Relation of present low prices to those 
formerly obtaining is naturally an im- 
portant factor in the liquidation of 
debts, one that works in favor of the 
creditor. According to figures issued 
a few days ago by the bureau of labor 
statistics of the United States De- 
partment of Labor, the 1926 dollar 
now has a value of $1.29. 


BUILDERS’ HARDWARE 


Because of the extremely low prices 
on builders’ hardware a good many 
dealers are ordering moderately in 
this line. Locksets are the liveliest 
items. Wholesalers declare there is 
no doubt that when building increases 
virtually the whole line of builders’ 
hardware will have to advance; they 
repeat the statement that present 
prices are lower than the manufac- 
turers’ cost of production. Mechanics’ 





AT A GLANCE 


The current demand has a 
spotty character. March is ex- 
pected to show improvement. 
Collections continue steady. 

* * *® 


Builders’ hardware has re- 
cently become more active. 
Axes are in good demand. 
Roller skates are in brisk de- 
mand. 

es 8 8 

Most electrical accessories 
are in excellent demand. Elec- 
tric clocks continue to be a 
very active line. 

* 8 & 


Some spring lines are in 
good demand. Garden tools 
are especially active. Spring 
sporting goods are in normal 
demand. Increased activity is 
reported in auto tires. 











tools are still sluggish, with no defi- 
nite indication as to when volume may 
be expected to approach its normal 
level. Axes, however, are active; this 
year the late demand seems to be 
larger than usual. 


ROLLER SKATES 


For several weeks thé roller skate 
business has been holding up extreme- 
ly well. In fact, considering the sea- 
son, volume in this line is almost phe 
nomenal. Sidewalks are clear of 
snow, and the youngsters have been 
skating as though spring had already 
arrived. With such an early start 
the roller skate movement in 1931 
bids fair to go down in trade annals 
as a record-breaker. This springlike 
weather is having a somewhat sim- 
ilar effect on the bicycle business, al- 
though not in such relative volume as 
the roller skate trade is enjoying. 
Prospects of a steadily increasing de- 
mand for bicycles are bright. 


ELECTRICAL GOODS 


Flashlights and electric lamps are 
in strong demand. Most of the elec- 
trical accessories are also active, espe- 
cially wiring devices. Appliances are 
seasonally dull. Electric clocks at 
prices within easy reach of the con- 
sumer, which the makers have been 


~ Demand Is Spotty in Character 
* March Improvement Is Expected 


pushing so vigorously, are rapidly 
gaining retail acceptance; statistical: 
analysis shows almost a limitless mar- 
ket for such clocks. Washers, vacuum: 
cleaners and the other large electrical 
units are making some progress 
against the obvious handicaps, but re- 
sistance continues stiff. Manufactur- 
ers of electric refrigerators. are driv- 
ing hard to distribute their output 
through hardware and other inde- 
pendent retail channels; the number 
of such makers is large. 


SPRING GOODS 


Under the stimulus of the favorable 
weather steel goods continue to show 
good volume. Householders in this 
latitudé “are beginning to clean up 
their yards and gardening will soon 
be in order, although there is plenty 
of chance for a setback in tempera- 
ture. Unless the thermometer keeps 
somewhere near the freezing point for 
several more weeks the early fruit 
chop will be endangered. The buds of 
some shrubs began to swell some days 
ago. Rakes and other lawn supplies 
are beginning to move out of the re- 
tail stores. Such an open winter has: 
not been experienced in many years 
and numerous farmers began their 
“spring plowing” early last month. 
There is little or no frost in the 
ground south of the 40th parallel 
traversing central Illinois. 


OTHER ACTIVE LINES 


To date the paint business has 
been something of a disappointment. 
Brushes, on the whole, have been sell- 
ing with more freedom than paints 
and varnishes. Retail stocks appear 
to be well assorted and the movement 
of interior finishes out of the hard- 
ware stores is steady, with the pros- 
pect that it will soon be reflected in 
wholesale shipments. On a highly 
competitive market the tire trade is 
showing some signs of activity, stim- 
ulated no doubt by the automobile 
traffic, which has been unimpeded by 
snowfall. Spring sporting goods are 
about as lively as usual. Basebal} 
supplies continue in strong demand 
and fishing tackle, which registered in 
good volume last year, may show even 
a better movement this season. Juve- 
nile wheel goods are resuming their 
seasonal activity. Ammunition busi- 
ness is being placed in fairly good 
volume on a weak market. 
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TWIN CITIES: 


(Minneapolis office of HARDWARE AGE) 
MINNEAPOLIS, March 3. 


ENERAL conditions in the ter- 
> ritory served by the Twin 
Cities, while showing some im- 
provement since the first of the year, 
have not advanced as rapidly as had 
at first been expected. It was pre- 
dicted some months ago that there 
would be an upturn in: business which 
would definitely begin to show in the 
spring. Some authorities in the finan- 
cial world are now placing this at a 
farther date ahead, although there are 
instances where advancement has al- 
ready taken place. Even so, the im- 
provement is greater in this section 
of the country than for the country at 
large—for instance, in payment by 
checks through banks. 


FARM CONDITIONS 


More attention, has been paid to 
weather conditions than usual this 
year. Being essentially a farming 
community on a large scale, the un- 
usually warm winter, and its effect 
on fall-planted grains, has_ been 
watched carefully. In some sections 
of the Northwest there has been no 
ill effects of moment so far, but a 
generous amount of moisture will be 
needed soon to assure a real crop of 
winter wheat and rye. Nebraska 
wheat has not suffered; in South Da- 
kota very little so far; in North Da- 
kota, to a greater extent. On the 
other hand, the mild weather has en- 
abled the stock men to allow their 
herds to remain in the open, and they 
have come through so far with less 
shrinkage or damage than usual. 


FARM PRODUCE PRICES 


It is generally conceded that busi- 
ness would greatly improve in the 
agricultural districts if the prices of 
farm products were not at such an 
extremely low level. Buying, even 
where the people have the money, con- 
tinues to be restricted, as they are not 
willing to buy without knowing what 
general conditions will be in a few 
months. 


MERCHANTS OPTIMISTIC 


One indication of the continued op- 
timism of the merchants in the North- 
west was the amount of buying done 
at the Minnesota hardware conven- 
tion. It was reported that the totals 
compared favorably with those of last 
year. The dealers'who attended were 
in the majority optimistic over gen- 





AT A GLANCE 


Improvement in general 
conditions has been slower 
than was anticipated. The 
Northwest is relatively in bet- 
ter shape, however, than most 
other sections of the country. 

* * # 


Agricultural prospects are 
being carefully watched. The 
low prices prevailing for farm 
produce have curtailed the de- 
mand. 

* 8 # 

Dealers have an optimistic 
attitude and are expecting an 
upturn in trade during the 
spring and summer. The 
present trade is believed to 
compare favorably with that of 
a year ago. 

* 8 # 

Lawn hose. is active. Radio 
sales continue to maintain a 
fairly good level. Collections 
are holding up very well. Few 
price changes are effective. 











eral conditions and seemed to antici- 
pate an upturn in trade during the 
spring and summer. 


CURRENT DEMAND 
On the whole, it is believed that 


present trade compares favorably 
with that of a year ago. Dealers are 
placing orders for regular stock 


items, in limited quantities, perhaps, 
but the volume as a whole fairly good. 
Building operations last syear were 
below normal, and an improvement is 
expected along this line, although 
there is little movement of builders’ 
hardware at present. 


LAWN HOSE 


Lawn hose seems to be meeting 
with a good demand for spring deliv- 
ery. Under present prospects the 
dealer who has a good stock of hose 
will profit by it. Orders are being 
placed for lawn mowers also, and job- 
bers are offering attractive items in 
this line for spring delivery. 


RADIO DEMAND 


Radio sales maintain a fairly good 
level, with the smaller sets claiming a 
large share of the current business. 
The high point in the season has been 


e 


Improvement Has Been Slow 


Few Price Changes Are Effective 


passed, however, and the trade is al- 
ready looking forward to the time of 
lesser demand, There is a fair mar- 
ket for radios for automobiles, but 
this field must be cultivated more in- 
tensively and further developments 
made before the public becomes “car- 
radio-minded.” 


WOVEN FENCE 


Reports from the country territory 
show that many of the farmers are al- 
ready in the fields, and have in some 
instances completed their spring seed- 
ing. Woven fence is showing activ- 
ity, as is fence wire, many of the 
farmers employing their time during 
the mild weather in getting their 
fences in shape for the year. Steel 
goods are showing activity also, and 
dealers are ordering in fair volume. 


COLLECTIONS 


Considering general conditions, col- 
lections are holding up in very good 
shape. Actual collections in various 
parts of the territory vary according 
to local conditions, and while they 
may be slow in one community, an- 
other shows good results. 


PRICE SITUATION 


Price revisions are conspicuous by 
their absence. It was stated last 
week in this column that prices on 
spring items would appear shortly, 
and very possibly they will be in- 
cluded in the notes next week. No 
changes have been made in current 
prices on items which have borne 
comment here. Under present condi- 
tions the market is steady. 


“When you get into a tight place 
and everything goes against you, ’til 
it seems as though you could not hold 
on a minute longer, never give up 
then, for that is just the place and 
time that the tide will turn.” 

—Harriet Beecher Stowe. 


* * * “Advertising is the vocal 
organ by which industry sings its 
song of beguilement. The purpose of 
advertising is to create desire and 
from the torments of desire there at 
once emerges additional demand and 
from demand you pull upon increas- 
ing production and distribution.’”— 
Herbert Hoover. 
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BOSTON: 


(Boston office of HARDWARE AGE) 

Boston, March 3. 
OBBERS’ February sales ran 
A | ahead of those for the corre- 
sponding month last year, on the 
average approximately 10 per cent. 
This improvement can be ascribed 
very largely to sales of specialties, or, 
in other words, to goods offered at at- 
tractive prices. It is extremely doubt- 
ful if sales of the ordinary run of 
merchandise showed any increase. The 
average retail dealer is endeavoring 
to reduce his stock rather than in- 
crease it. When he runs out of this 
or that he generally reorders in the 
smallest possible quantity, or, if pos- 

sible, substitutes. 


RETAIL STOCKS LOW 


There are, of course, some retailers 
who are adding to their stock by the 
introduction of new lines or in buying 
in moderately large quantities when 
attractive prices are made by the job- 
ber. But even in such cases, general 
stock is allowed to dwindle to smaller 
proportions than usual. It is quite 
apparent that retail dealers collec- 
tively are therefore working into a 
stock position where it will be neces- 
sary to buy. When that time arrives, 
jobbers anticipate a sizable buying 
movement. 


PRICES ARE EASIER 


The position taken by the average 
retailer so far as merchandise stocks 
is concerned has for its background a 
general belief that hardware values in 
general have not reached bottom; that 
we are in for a year of keen competi- 
tion. Certainly the changes made in 
jobbing quotations the past fortnight 
would indicate that manufacturers of 
hardware entertain no such view of 
values. Those price changes made 
have been on individual items and in 
some instances have represented re- 
ductions and in other cases advances. 


LIVING EXPENSES 


On the other hand, retailers point 
out that foods are down approximate- 
ly 15 per cent as compared with 1929; 
women’s apparel is down as much as 
38 per cent in some instances; men’s 
clothing is down at least 14 per cent; 
shoes are very much cheaper; and 
they go on enumerating all of the 
other items except rents, fuel and 
light that enter into general living 
expenses that are cheaper. They 
point out the relative cheapness of 
copper and brass products as com- 
pared with steel sheets, piping, etc. 
To be explicit, they give you the im- 
pression, without stating the fact. that 





AT A GLANCE 


Goods offered at attractive 
prices get most attention. 
* 8 & » 


Retailers carried over stock 
jobbers are now trying to sell 
them. 

* % ® 

Trade split as to whether 

bottom of depression has been 


reached. 
ee * 


No particular change noted 
in the credit situation. 











they believe hardware values should 
be lower. 


MUCH SPECULATION 


There are many in the hardware 
trade who believe that the bottom of 
the business depression has _ been 
reached. They believe the upward 
business trend will be more noticable 
when weather conditions permit peo- 
ple to get out in the open and do their 
preliminary farm and garden work. 
There are also many hardware men 
who insist there is little in the busi- 
ness outlook at present to justify any- 
thing but the mildest of conservative 
optimism. 

Never has there been so much spec- 
ulation about the business future as 
today. In all likelihood the recent 
strength of the stock market set a lot 
of people, who were inclined to let the 
future take care of itself, thinking. 

It is true there are still burdensome 
commodity surpluses, low prices all 
over the world, war debts, unemploy- 
ment, excessive caution in expendi- 
tures, overcapitalization of industries 
based on current and prospective 
earnings, the Russian situation and 
various other disturbing elements in 
the situation. 


NEW ENGLAND BETTER OFF 


Nearby disturbing factors are also 
found in municipal affairs. To illus- 
trate, the average Fall River, Mass., 
business man is concerned about the 
financial condition of that city. And 
there are other New England mu- 
nicipalities financially weak, which 
perhaps means that taxation must be 
increased. Lawrence, Mass., business 
men have been greatly disturbed 
about labor troubles in that city, com- 
ing, as they do, at a time when it 
was hoped that some suggestion of 


. 


February Sales Ran Ahead of 1930 


Goods at Attractive Prices in Demand 


prosperity might be experienced there 
with mills operating full time. 

But New England taken collectively 
apparently is better off than many 
other sections of the country. Most 
of the industries there are slowly 
working out their problems and grad- 
ually increasing output. More output 
in many instances has resulted in 
more employment. There is much to 
be desired in the labor situation, how- 
ever. Z 

Of the 1052 establishments report- 
ing to the Massachusetts Department 
of Labor and Industry for January, 
the number of wage earners em- 
ployed in that month was 173,422, as 
compared with 174,684 in December, 
and 245,967, the normal number of em- 
ployees. Of the 173,422 employed in 
January, only 90,761 worked on full 
time. 

Eight establishments dealing in 
iron and steel products during Janu- 
ary employed 1356, as against 1378 
in December, and 1896, the normal 
number of employees. Employment 
reports from other New England 
States are not available, but it is be- 
lieved that as a rule more were em- 
ployed in January than in December, 
and that February employment will 
show an increase over January. 


JOBBERS CONCENTRATING 


Jobbers are concentrating on spe- 
cial deals and on merchandise that 
will be required by the retailer at the 
end of this month. Garden tools, roof- 
ing materials, paints, fencing, poultry 
supplies and similar merchandise is 
beginning to move in slightly larger 
volume as a result of jobbers’ activi- 
ties. There is no pep to retail buying, 
however, 

It is believed that most retailers 
carried over into 1931 merchandise 
that the jobber is now trying to sell. 
The carryover may not be large, but 
it apparently is sufficiently so to 
make the retailer cautious in antici- 
pating his requirements. And it is 
equally apparent that many of them 
will make what they had do until it 
is absolutely necessary to reorder. 


CREDIT SITUATION 


In these days, when everybody is 
watching credits more closely than 
ever before, it may be said the sit- 
uation has not changed materially the 
past week. There were those retail- 
ers who could not pay anything on 
their bills in February, and others 
who could only pay a little. In both 
cases they are hoping that with the 
opening of the spring planting sea- 
son they will make some money and 
square themselves with the jobber. 
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NEW YORK: 


New York, March 3. 

NCREASED activity during the 
I past week has been reported by 

metropolitan hardware whole- 
salers. Although it is believed that 
the improvement is largely due to 
the approach of the spring season, 
some credit is given to somewhat bet- 
ter basic conditions. It is natural 
that with the advent of March that 
seasonal merchandise would be in bet- 
ter demand, and prospects for the 
month are considered more favorable 
than appeared likely earlier in the 
year. Firmer prices for some basic 
commodities, namely cotton, copper, 
zinc and lead have given the trade 
more confidence in the price situa- 
tion. Advancing stock market quo- 
tations, together with a gradual im- 
provement in some of the key indus- 
tries, have created a more optimistic 
attitude within the trade. The un- 
employment situation is still consid- 
ered the greatest obstacle to a trade 
revival. Wholesale sales for February, 
as a rule, ran behind the same month 
of last year about 10 per cent, and 
this decline is largely attributed to 
the lower prices now prevailing. 
Some jobbers who have added new 
lines and have gone after business 
in an especially aggressive manner 
have a better February sales record 
than the average wholesale establish- 
ment. 


DEALERS SHOW INTEREST 


Within the past ten days dealers 
are showing more interest in spring 
merchandise and in new goods. It 
is said that new merchandise has sel- 
dom been more eagerly sought by 
both wholesalers and retailers than 
at the present time. As an example, 
there is hardly a wholesale hardware 
or housefurnishings establishment in 
the metropolitan area that has not 
added a complete line of electric 
clocks to its stock. In many instances 
electric clock manufacturers have 
been unable to cope with the demand. 
New housewares are also finding fa- 
vor, and such merchandise as col- 
ored kitchen pottery is in brisk de- 
mand. 


ACTIVE SPRING LINES 


Garden tools, steel goods, lawn 
hose, lawn fence, hedge shears, prun- 
ing tools, poultry netting, screen wire, 
window screens, screen doors, lawn 
sprinklers, lawn rollers, hardware 
cloth and lawn mowers are among the 





AT A GLANCE 


Increased activity is re- 
ported in spring merchandise. 
The outlook is brighter than 
in some time. Further im- 
provement is indicated during 
the next sixty days. 

* 8 # 

New goods are being eager- 
ly sought by both wholesalers 
and retailers. Most spring 
lines are in active demand. 

* # & 


Lawn mower prices are con- 
sidered very attractive. Com- 
petition is keen in the line. 
Prices on screen wire and 
poultry netting are described 
as soft. 

* # & 

Building supplies are in 
slightly better demand, influ- 
enced by increased residential 
construction in the suburbs. 
Wholesale stocks are larger 
and more complete than at 
any recent time. 











most active items on current orders. 
The price situation of spring goods 
is fairly stable, although quotations 
on poultry netting and screen wire 
are described as being soft. With the 
mild weather recently it is believed 
that dealers have seen the necessity 
of ordering spring lines, after having 
postponed buying as long as was pos- 
sible. Poultry supplies are quite ac- 
tive. Housecleaning supplies are in 
better demand. Paints are moving in 
good volume. The demand for house- 
wares for special sale purposes is 


brisk. 
LAWN MOWERS 


In discussing the lawn mower sit- 
uation in the New York market one 
distributor pointed out that the past 
two seasons have not favored a heavy 
lawn mower demand because they 
were both abnormally dry. This fac- 
tor expressed the belief that most 
dealers carried over lawn mowers as 
a result, but declared that current 
orders were very satisfactory in the 
line. One wholesaler pointed out that, 
whereas a few years ago not to ex- 
ceed eight lawn mower manufactur- 
ers were soliciting business from dis- 
tributors in this market, that nearly 
22 are bidding for business at the 


Seasonal Improvement Has Started 


Spring Lines Are Fairly Active— 


present time. As a consequence com- 
petition is said to be very keen, and 
prices being quoted are unusually at- 
tractive. 


BUILDING SUPPLIES 


Some early activity has started to 
register in building supplies. Resi- 
dential construction, especially in 


“suburban sections, is on the increase, 


and this has stimulated the demand 
for builders’ hardware. However, this 
line will have to show further in- 
creases before it can be aptly termed 
active. Governmental construction 
projects in this area are expected to 
exert a helpful influence on the call 
for builders’ and contractors’ supplies 
when they get under way. 


STAPLE LINES 


Most staple lines are only moder- 
ately active. Dealers are continuing 
to order in small quantities, which 
enable them to meet only their imme- 
diate requirements. With a rather 
firmer price tendency in some lines, 
it is believed that larger orders for 
these lines will result. Raw copper 
has advanced to 10%c., and indica- 
tions point to further advances in the 
metal. Cotton has recently advanced 
about 10 per cent, and quotations on 
jead: and zinc are firmer. 


WHOLESALE STOCKS 


"Wholesale stocks are larger and 
more complete than they have been in 
several months, as jobbers are pre- 
pared for a fairly good volume of 
business during the next 60 days. 
Most jobbers-have lately added many 
new lines, and influenced by the at- 
tractive prices on some items have 
laid in larger than usual stocks in the 
belief that prices are more likely to 
advance than to decline. 


COLLECTIONS 


Wholesalers continue to watch 
credits very carefully and are ex- 
tremely cautious in opening new ac- 
counts. While collections are slower 
than usual, the precautions which 
have been taken have served to make 
the general situation fairly satisfac- 
tory. Some dealers are hard pressed 
to meet their obligations, but when 
spring business opens up and they 
have an opportunity to liquidate some 
of the stock on hand, it is believed 
that they will find it easier to meet 
their obligations. 
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CLEVELAND: 


(Cleveland office of HARDWARE AGE) 

CLEVELAND, March 3. 
HOLESALE hardware busi- 
V \ ness in February showed a 
slight gain over January, 
and there was some improvement in 
sentiment. With the approach of 
spring retailers are showing a little 
more interest in spring merchandise, 
although there is still considerable 
tendency to postpone buying spring 
goods until they are needed. Orders 
from retailers are small both for 
staple lines and seasonal goods. Retail- 
ers are seeking their stocks very low, 
and it is not expected that they will 
start to buy in larger lots until the 
volume of retail business shows a 

gain. 


WHOLESALE TRADE 


Wholesale hardware business in 
this, the fourth Federal reserve dis- 
trict, fell off 24.6 per cent in Janu- 
ary, as compared with the corre- 
sponding month last year. This per- 
centage is based on reports from 17 
wholesale hardware houses. 


SPRING MERCHANDISE 


Among the various lines of spring 
merchandise garden tools show in- 
creased activity. A fair volume of 
business is coming out in poultry 
netting and fence. Chicken feeders, 
founts and other poultry supplies 
have started to move in fair volume. 
Early sales of pruning shears have 
been very good. With spring house 
cleaning time near at hand some ac- 
tivity has developed in wall paper 
cleaners, polishes, brushes and other 
house cleaning supplies. Jobbers 
have taken a good volume of business 
in fertilizers and a fair volume of or- 
ders for lawn seed. Galvanized sprin- 
kling cans are an active item. Kitchen 





AT A GLANCE 


Wholesale hardware busi- 
ness in February improved 
slightly over January. Senti- 
ment is also improved. 

* * % 


Dealers are showing more 
interest in spring merchandise. 
Retail stocks are at low levels. 

* & # 


Wholesale hardware _busi- 
ness in the Cleveland district 
during January fell off 24.6 
per cent as compared with the 
same month a year ago. 

* * *% 


Mill supplies are in better 
demand. Few price changes 
are effective but the trend is 
toward easier quotations. In- 
dustrial conditions show a 
slight upward trend. 











enamelware is also moving better than 
recently. 


MILL SUPPLIES 


Mill supply departments of hard- 
ware jobbers report quite a gain in 
orders from retail hardware stores 
for small tools, valves and fittings and 
bolts and nuts. Steel and prepared 
roofing is still quiet. Automobile 
tires continue to move in fair volume. 

It is too early yet for much activity 
in sporting goods lines, although some 
orders are now being taken for fishing 
tackle. Paints are beginning to move 
a little better with the approach of 
spring and the same is true of paint 
brushes. Some orders for binder 





PITTSBURG 


(Pittsburgh office of HARDWARB AGE) 
PITTSBURGH, March 3. 


T all depends upon the comparison 
I whether hardware business is 

rated as good or poor. It has un- 
doubtedly registered some gain over 
January, which ordinarily is a dull 
month, but by comparison with Feb- 
ruray, last year, the showing is not 
so favorable. It must be recalled 
that at this time last year the steel 
industry, which wields such a power- 


ful effect upon general business in 
the Pittsburgh district, was engaged 
in a rally from the late 1929 slump, 
and this year there has been no such 
development to help things. True, 
the steel industry seems to have 
rounded the turn from the 1930 de- 
pression, but progress has been steady 
rather than rapid, and with steel 
making in this and nearby districts 
still less than 50 per cent of capacity, 
the buying power of the area still is 


Business Improved in February — 


Few Price Changes Are Effective 


twine are being taken for early sum- 
mer shipment subject to prices which 
have not yet been named. 


PRICE TENDENCY 


Very few price changes are reported 
and none of these are on important 
items. Prices on sleds for the com- 
ing season have been announced, these 
being practically the same as those 
that prevailed last year. Price weak- 
ness is reported on some lines, this 
apparently being due to anxiety on the 
part of some manufacturers to con- 
vert their surplus stock into cash. 
While there are occasional concessions 
on bolts and nuts, it is claimed that 
these are confined to product that is 
not the highest grade. Nails appear 
to be stabilized at recent prices, with 
jobbers selling carload lots for mill 
shipment at $1.90 per keg. 


CREDIT SITUATION 


Jobbers are watching credits closely 
and report that collections are fair. 


INDUSTRIAL CONDITIONS 


Industrial conditions in this terri- 
tory show a slight trend upward. 
Many of the factories slightly in- 
creased their working forces during 
the month. Production of automo- 
biles in the Michigan territory is slow- 
ly being increased and as a result 
makers of automobile parts in this 
territory are getting more orders than 
recently. Building activity is for the 
present confined largely to public 
work. An extensive road building pro- 
gram shortly will be started in Ohio 
which will furnish employment for a 
great deal of labor and create a con- 
siderable demand for material and 
supplies. 


Mild Improvement Is Reported 


¢ February Business Disappointing 


subnormal, and the work of restoring 
confidence among those who have 
money to spend likewise is moving 
rather slowly. 


PRICE TREND 


Hardware prices are not changing 
much. Mostly they are adjustments 
in keeping with recent changes in 
basic materials. There seems to be 
very little outright cutting of prices 
merely for the sake of stimulating a 
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WEEKLY LETTER 





THE ONLY SHOT THAT COUNTS 1S THE SHOT THAT HITS 

















Model 33. Bolt Action .22 caliber 
Rifle. $5.00 (retail price). 












Three Million Boys 
have been waiting 
for this rifle .... 


Pll leave it to you. I'll leave it to the boys. 
I know you'll both say that the new Model 
33 is the one best bet in its price class. 
There are plenty of .22 rifles that retail 
in the neighborhood of $5.00, but when 
you examine the Model 33, you'll see at 
once that there’s nothing on the market 
at, or near, the price that can compete 
with it. And maybe the boys won’t be 
quick to see this! 


The reason for all this extra value is 
simple. We want the boy’s first rifle to 
be a Remington, so we’re giving him 
more for his money than anyone else. 
We know that if his first rifle is the Model 
33, he’ll never shoot anything but a 
Remington. He’ll always buy Remington 
firearms and ammunition. If you sell 





The Greatest Value Ever Offered— 
The Remington Standard American 
Dollar Pocket Knife 












“That’s the gun I want” 


him the Model 33, you'll probably 
have his business for the rest of his life. 


Deliveries will be made in July. The 
boys will be waiting for them. There'll 
be a lot of men in line, too. Place your 
orders early and don’t be afraid to stock 
up heavily. 


Specifications: No. 33 Single Shot, 
Bolt Action, take down. 24 inch tapered 
barrel; American walnut one piece stock; 
steel butt plate, Chambered for .22 
short, long and long rifle, regular or Hi- 
Speed cartridges. Automatic ejector. 
Step adjustable rear sight. White metal 
bead front sight. Important safety fea- 
tures including rebounding lock, double 
locking lugs, bolt safety for unloading. 
Length over-all 42 inches. Weight about 


44 pounds. 


President 


REMINGTON ARMS COMPANY, Ine. 


Originators of Kleanbore Ammunition 


25 Broadway, New York City 


Telephone, Digby 4-0766 


Manufacturers of Arms, Ammunition, Cutlery, and Cash Registers 


© 1931 R. A. Co. 
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demand that might not otherwise be 
had. An application of such psy- 
chology might do more harm than 
good in hardware items because of 
the difficulty there would be in get- 
ting prices up again, and purchases 
made well ahead of requirements 
usually mean a compensating lack of 
demand later. 


STEEL INDUSTRY 


Steel manufacturers are inclined to 
the use of the word “mild” in describ- 
ing such betterment as has occurred 
in business since the opening of the 
year. Much of the recent improve- 
ment is directly traceable to the bet- 
terment in the automobile industry, 
and it is in the kinds and forms of 
steel going to that industry which 
have shown the most pronounced ex- 
pansion in sales. One Pittsburgh dis- 
trict maker of automobile body sheets 
in the past week has risen to a 50 per 
cent operation, as against about half 
that rate in January and a suspen- 
sion over much of December. Mak- 
ers of strip and cold-finished steel 
bars report increased specifications 
and shipments, and there has been 
some increase in the call for me- 
chanical tubing, of which the auto- 
mobile builders are large users. 

The railroads are taking track 
materials fairly steadily; tinplate is 
showing seasonal activity; a good 
demand is noted in pipe for pipe lines, 
and as the season of open weather 
approaches, the calls for building 
steel are growing more numerous. 
Tin plate “mills easily have the best 
operation of any class of rolling mills, 
with an engagement of close to 75 
per cent of capacity; several of the 
independent companies are running 
full, but the leading interest is run- 
ning at only about 70 per cent. 


Do It Right 


ALF the large clocks that are displayed 
for good-will advertising show the 
time incorrectly. Instead of creating good- 


will, they create ill-will. 





AT A GLANCE 


While February business 
improved over the preceding 
month, the comparison with a 
year ago is not so favorable. 
Improvement has been slow. 

* & % 


Most price revisions becom- 
ing effective recently are in the 
nature of adjustments in keep- 
ing with changes in basic ma- 
terials. 

* 8 % 

Steel production is still less 
than fifty per cent of capacity 
although mild betterment has 
registered since the first of the 
year. 

* 8 & 

The glass industry reports a 
continued increase in the de- 
mand for plate glass. The fuel 
industry has shown no recent 
change. The employment sit- 
uation has an _ unchanged 
status. 











Prices generally are holding rather 
well, but tonnages of a size which 
would tempt mills to deviate are in- 
frequent. 


GLASS INDUSTRY 


In the glass industry there con- 
tinues to be a growth in the demand 
for plate glass from the motor car 
builders, but window glass still is 
rather sluggish because new build- 
ing remains at a low stage and there 


is not a whole lot of replacement 
business. Violet ray glass now is 
available at about the same prices as 
ordinary glass, and it is a certainty 
that new dwellings and buildings will 
be very largely fitted with this new 
kind of lights, use of which hitherto 
has been restricted by the extra cost. 


FUEL INDUSTRY 


Coal and coke business does not 
seem to expand much. There is prob- 
ably heavier industrial consumption 
on account of the larger operations 
of the steel and glass industries, but 
the upward swing in business has not 
yet assumed proportions that can be 
readily seen in the railroad traffic, 
and the railroads remain as rather 
sparing buyers. The benefit of upper 
lake demands will hardly be felt un- 
til the approach of the opening of 
lake navigation, and that will hardly 
be before April 10 or 15. 


UNEMPLOYMENT 


The unemployment situation in 
Pittsburgh has at no time been quite 
as bad as in some other industrial 
areas, but it is bad enough. Better- 
ment is expected shortly, however, 
not only because of the extensive road 
building program of the State, but 
because large corporations in the dis- 
trict have recently been active in cre- 
ating an emergency fund of $2,000,- 
000, which is to be used in speeding 
up the start of much public work 
and making the jobs available much 
sooner than they would be if they 
depended upon the passage of appro- 
priations by legislative bodies. This 
fund is being accumulated by the 
giving by these large corporations of 
an amount equivalent to one day’s 
ordinary pay roll. 





or’ Not at All 


the guest is subject to inconvenience and em- 
barrassment before he can get the cash. It 
would seem desirable to withdraw this 
privilege or grant it with less red tape. 

I should prefer to pay a nickel for a two- 





A display clock that shows accurate time 
is a splendid form of public service. Why 
anyone will allow an inaccurate clock brazen- 
ly to advertise indifference and shiftlessness 
isa mystery. I become indignant every time 
I look at a fast or slow or dead clock, and 
resolve never to patronize the owner. 

Free sérvice should be performed even 
more cheerfully and efficiently than services 
for which a charge is made. Otherwise the 
irritation is serious. Hotels for example, 
often urge prospects to open charge ac- 
counts, promising holders of guest cards that 
checks will be cashed at any hour of the day 
or night. Often when a check is presented, 


cent stamp rather than face the frown of 
some news-stand clerks. I sometimes drop a 
dime in a public telephone to escape the 
annoyance of asking for change. 

Some men are habitually promising hos- 
pitality exceeding their ability to supply. 
Naive friends accept their glowing invita- 
tions and are compelled to endure grave dis- 
comfort. 

Common sense dictates this rule: Make no 
pretensions to supply correct time or free 
change or free anything unless you know 
that you can make good. It is better to do 
nothing than to do something badly. 

—Baldwin’s Business Brevities. 
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MAN 


LOOK FOR THE “eB” LAB 


Reg. Grade (12x13) {| Galvanized Before f Galvanized Before} Galvanized 
and and Steel Wire 14-16-18 Mesh 
DARK 


also 14-16-18-20 
Chemie’ After Galvanized After Cloth 


24 & 30 Mesh-also 
in all grades 14-16 Mesh 


14@ 16 Mesh = BiEx. Hey 14 Mesh Only Weaving 


_ Continued preference with experienced buyers everywhere, and the increasing number 
PREF ERENCE= of new customers, testify to the soundness of our adherence to the standards of QUALITY 


and SERVICE which have established the name of “G & B” as a guaranty of dependability — 


The Gilbert & Bennett Mfg. Co. 


Established 1818 - America’s Oldest Woven Wire Factory- Manufacturers 


WIRE CLOTH, NETTING and F ENCING 


Galvanized Steel Wire Cloth in all Meshes and G auges 


New York City Georgetown, Conn. Chicago Kansas City, Mo. San Francisco 
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KANSAS CITY: 


(Kansas City office of HARDWARE AGE) 
Kansas City, March 3. 


OST jobbers are fairly well 
M satisfied with last month’s 

business and are bending all 
efforts toward improving sales‘ and 
collections for the coming months. 
There are some grounds for optimism 
among both retailers and jobbers at 
present, and the sentiment is generally 
better than it has been. 


SPRING MERCHANDISE 


Grass seed is just beginning to 
show signs of activity. Along with it 
there is more or less fertilizer being 
sold, but the demand is not up to re- 
tailers’ expectations. A few garden 
plows are going out, and there is an 
occasional call for a spade or other 
garden implement. Some retailers 
have expressed the opinion that in 
view of general conditions many peo- 


ple will raise back-yard gardens this | 


spring who did not make any garden 
at all last season, and that this would 
in due time produce a call for more 
garden tools and seed. In fertilizers, 
the kinds enjoying most favor are 
bone meal and sheep manure. 


OTHER ACTIVE LINES 


Other lines which are prominent to 
some extent are aluminum ware and 
certain kinds of small woodworking 
tools. .One dealer is doing a good 
business in washing: machines. Roller 
skate trade continues to hold up well. 
In general, however, there is a marked 
evenness and balance in sales of most 
lines, with none leading the field. 
Usually at this time of the year a 
few items will be commanding the 
greater part of the business, but not 
so at present. 


LINSEED OIL, ETC. 


Low prices still prevail in oil and 
turpentine, with only minor fluctua- 
tions. Approximate prices are as fol- 
lows: Boiled linseed oil, in steel 
drums, 81c.; raw linseed oil, 78c.; tur- 
pentine, in steel drums, 61c. 


LOCAL CONDITIONS 


The Kansas City branch of a com- 
pany which manufactures sliding door 
equipment has outdone the firm’s 
other branches in various cities in 
volume of sales for January, a fact 
which is testimony to the belief that 
Kansas City conditions are no worse 
and possibly somewhat better than 
they are in other cities of near its 
size. One dealer here found on check- 
ing over his books that his January’s 
volume was only $16 under the figure 
for January of 1930. 


RADIO DEMAND 


While several factors have con- 
tributed to make radio merchandising 
by the independent dealer very diffi- 
cult, here and there reports dre grati- 
fying. A small retailer in the sub- 
urban distriet was véry pleased to re- 
port the sale of four sets in one day. 
He had been working on as many 
prospects, and it so happened that he 
closed all-four sales at the same time. 


Another dealer refuses to believe con- . 


ditions are very bad because he is sell- 
ing a few radio sets right along, even 
the higher priced makes, and thus far 
has had to make only two credit ex- 
tensions. While his business does not 
come up to last year’s, he says that 
under present conditions he is well 
satisfied with the fair volume he is 
getting. Tubes, however, are rather 
slow except in the less expensive 
types. Most radio owners are trying 


‘to make their old tubes last as long as 


possible before buying new ones, and 
there is a marked tendency for the 
demand to be for low-priced tubes. 


CREDIT SITUATION 


There is evidence of credit im- 
provement in some of the rural com- 
munities in this territory due to the 
formation in certain localities of 
agricultural credit associations. These 
associations obtain loans for farmers 
through their respective regional in- 
termediate credit banks, of which 
there are twelve such banks in the 
United States, serving as many dis- 
tricts. 


THE LOAN PLAN 


The formation of such credit asso- 
ciations is consummated by groups of 
citizens in any community putting up 
$10,000 in cash for the purchase of 
regular Government bonds or Federal 
Land Bank bonds. After such a group 
secures such Federal bonds it may loan 
to farmers eight times the amount of 
the bonds, or $80,000. Such loans are 
made on various chattels, principally 
livestock, and are for a period of nine 
months’ duration. 


TERMS OF LOANS 


The farmers securing such a loan 
may renew it for periods of nine 
months provided the renewals do not 
extend over a period of three years. 
The usual amount of interest charged 
by such associations in this section is 
6 or 6% per cent. The intermediate 
credit bank furnishes the money for 
4 per cent. This gives the local credit 
association a profit of 2 to 2% per 
cent to cover costs of administration. 
In the meantime, such local associa- 


February Sales Were Fairly Satisfactory . 
Credit Situation Shows Improvement 


tions draw the regular interest on the 
Government bonds in which they have. 
a minimum of $10,000 invested. 


AIDS FARMERS 


Where these associations have been 
formed farmers are taking advantage 
of this somewhat recent method of se- 
curing credit. Loans made on live- 
stock are usually about 50 per cent of 
value. Since the $10,000 put up by 
the local associations stands to secure _ 
against loss and to insure judicious 
business methods on the part of the. 
local association, such associations — 
handle the loans with quite a wide. 
latitude of discretion. Notes taken. - 
by the intermediate credit bank are. - 
indorsed. by the local association, 
making it an orthodox banking trans-. 
action. 


EFFECT ON TRADE 


It is believed that the farmers, by: ' 
securing these long time chattel loans, 
will be enabled to produce and market 
livestock in a more orderly fashion, 
which will help all lines of retail busi- 
ness. In some instances hardware re-. 
tail merchants have taken the lead in, 
forming these agricultural credit as- 
sociations in their respectiye com-. 
munities. All that is- necessary to, - 
start one is to raise the $10,000 in 
cash. Intermediate credit banks will 
send a representative to confer with 
those fostering such local movements. 
Missouri associations deal ‘with the in- 
termediate credit bank in St. Louis. 


GOVERNMENT AID 


Farmers are being further assisted 
where such assistance is necessary by 
the Department of Agriculture in the 
way of small loans for fertilizer and 
seed. These loans are made on the 
recommendation of the county farm, 
agents and through the various county 
treasurers, and thus reach the farmer. 
in a direct manner. In some portions 
of central and southern Missouri many 
farmers are just at this time taking 
advantage of this emergency measure 
for the securing of seed and fertilizer. 
And Missouri is by no means the only 
section using this seed and fertilizer 
credit. Even some farmers as far 
away from here as western Dakota 
are securing such aid through their 
local farm agents. In places where 
agricultural credit associations have 
been formed farmers are rapidly 
shifting their pressing chattel obliga- 
tions to the long time loans offered by 
the intermediate credit banks. Lead- 
ers in associations see a general easing 
of the rural credit situation once these 
facilities become known and are more 
generally in operation. 
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This Ammco card dis- 
layed in your store will 
ring you extra profits. 





ea 
MR. JOBBER! 


If you have not al- 
ready takenon this 
line, Ammco has 
an excellent prop- 
osition for you. 





Write us 


| AMMCO 
150 West 28th St. 
New York City 











Your store and the 
BLADE that’s BONDED (0 give 


49,000 stores in New York, Chicago 
and Philadelphia are carrying Ammco 
blades, and with the aid of newspaper 
advertising have sold them to millions 
of satisfied customers. Now a national 
advertising campaign, which will take 
in the Saturday Evening Post, Collier’s, 
Literary Digest and Liberty, is going to 
bring customers into your store asking 


for “the blade that’s bonded.” 


ASK 


AMMCO Blades 


5 PERFECT . SHAVES 





Every Ammco blade is wrapped in a 
bond of the New Amsterdam Casualty 
Company. And its $28,000,000 of assets 
guarantee the return of the purchaser’s 
money if any blade fails to give at least 
five perfect shaves. Be ready to meet 
the demand that’s coming. Have the 
Ammco card on view. And add to your 
profits without adding to your overhead. 


AMMCO, New York, 150 W. 28th St; Philadel- 
phia, Drexel Bldg.; Chicago, 35 So. Dearborn St. 


YOUR 


JOBBER 


4A. For Doe 
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Hot off the Nail Ke 


Little yarns that others have laughed over 
culled from various sources. As a contem- 
porary puts it; “Some of them have been 
| copied, the rest will be.” 












“The time will come,” 
shouted the speaker, “when 
women will get men’s wages.” 

“Yes,” said the little man 
in the corner. “Next Sat- 
urday night.” 





One of the two girls in the 
bus was reading a news- 
paper. 

“T see,” she remarked to 
her companion, “that So-and- 
So, the octogenarian, is dead. 
Now, what on earth is an 
octogenarian?” 

“I’m sure I haven’t the 
faintest idea,” replied the 
other girl, “but they’re a 
sickly lot. 
of one but he’s dying.” 





Everything comes to him 
who waits, but here is one 
that’s slicker: The guy who 
goes after what he wants 
gets it a darn sight quicker} 





Whatever honors Noah 
had in good old days of yore, 
no yacht club e’er bestowed 
on him the title ‘“Commo- 
dore.” 


A telephone operator can 
never be classed as a knocker 
—she’s always plugging for 
somebody ! 





If you don’t believe in co- 
operation just watch what 
happens to a flivver when 
a wheel flies off. 





The teacher was giving a 
lesson on the creation. John- 
ny interrupted with the re- 
mark: “My father says we 
are descended from apes.” 

And the teacher replied: 
“Your private family mat- 
ters have no interest for the 
class.” 


You never hear | 





The new hardware clerk 
had a snappy line. 

“Do you keep refrigera- 
tors?” a nice looking woman 
asked. - 

“No, we sell them,” was 
the clerk’s comeback. 

“Well, anyway,” replied 
the woman as she strolled 
toward the door, “you'll keep 
the one I was going to buy.” 


Grandpa (awakening from 
gland operation): “Oh, dear 
me, I just know I’m going to 
be late for school today.” 





“In time of trial,” inquired 
the speaker, “what brings us 
the greatest comfort?” 

“An acquittal,” interrupted 
a man at the back of the hall. 





Executive (interviewing 
applicant for resvonsible po- 
sition): “Are you absolutely 
honest, straightforward and 
trustworthy?” 

Applicant: “Yes, indeed, I 
am, sir.” 

Executive: “If you should 
enter this office tomorrow 
morning and find a wallet 
containing $100,000, what 
would you do?” 

Applicant: “What would I 
do? What would I do? I’d 
do nothing and live on my 
income.” 





If you smell gasoline or 
gas and you look for it with 
a lighted match, it is a sign 
that you are probably about 
to start on a long journey. 





Judge: “You can take your 
choice—ten dollars or ten 
days.” 

Prisoner (still in a foggy 
condition): “I’ll take (hic) 
the money, your honor.” 





If wives only knew what 
stenographers really think of 
their husbands, they would 
quit worrying. 


Conductor: “Pardon me, 
lady, did you drop your 
handkerchief in the car?” 

Lady: “Oh, I was never 
so embarrassed in my life. 


That wasn’t my handker-. 


chief; it was my dress.” 


“How do you like me in 
my new gown? I got it for 
a ridiculous price.” 

“You mean you got it for 
an absurd figure.” 


The bridegroom was in a 
poetic frenzy as he strolled 
along the seashore. “Roll on, 
thou deep and dark blue 
ocean, roll,” he recited to his 
bride. 

“Oh, Gerald,” she ex- 
claimed, “how wonderful you 
are. It’s doing it.” 


“Daughter,” said the father 
sternly, “I don’t like that 
young man you go out with.” 

“Yeah?” retorted daugh- 
ter. “Well, don’t worry, 
you’re simply poison to him, 
too.” 


Here’s a test for the read- 
ers of the column. Can you 
spell and pronounce correct- 
ly this sentence? 

“Through the rough cough 
and hiccough plough me 
through, I ought to cross the 
slough.” 


Waitress: “Oh, I’m sorry 
I spilled water all over you.” 

Patron: “That’s perfectly 
all right, the suit was too 
large anyway.” 





Construction Foreman: 
“Boss, we need another ton 
o’ sand to finish this job.” 

Contractor: “All right. 
Boy, run down to the store 
and get a nickel’s worth of 
spinach.” 





Young Angus had been out 
for the evening with his best 
girl. When he arrived home 
he found his father still sit- 
ting up. The old man looked 
up and shook his head? 


“Hae ye been oot wi’ yon 
lassie again?” he asked. 

“Aye, dad,” replied young 
Angus. “Why do ye look sae 
worried?” 

“IT was just wonderin’ how 
much the evening cost.” 

“No more than half a 
croon, dad.” 

“Aye? That was no sae 
much.” 

“It was a’ she had,” said 
Angus. 


= 





She: “Time separates the 
best of friends.” 

He: “Yes, fifteen years ago 
we were both eighteen; now 
you are twenty-five and I am 
thirty-three.” 





Hill: “So tomorrow is 
your wedding anniversary. 
What do you expect to get 
for your wife?” 

Gill: “I don’t know. I 
I haven’t had any offers.” 





History records few women 
who laughed at their hus- 
bands’ jokes. Those few had 
beautiful teeth. 





“Two pints make one 


cavort.” 
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SMALL CARD 


BLANK’S CUTLERY 
GUARANTEED 
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SMALL CARD 


STAINLESS STEEL 
NEVER RUSTS, 
BRIGHTENS WITH 











TO GIVE 
SATISFACTION 

















USE AND RETAINS 
ITS EDGE LONGER 





























HALF 
i CIRCLE 
OF KNIVES 
PARING KNIVES Ps a 
PRICE 
ON CARD 
KITCHEN 
SET 
IN a" (=—, Cs Ld 
MOUNTED _>- ih Hii =< 
ON LF FS 
— 
SMALL f —§_S te: 
Pane. SYREN ZAS SSS 














Bo ess 
a 











7 


SET OF THREE 
KNIVES—SLICER, 
BUTCHER KNIFE 
AND 
PARING KNIFE 


Double Your CUTLERY Sales 
Through Practical Window Displays 


By J. M. WARD YOST 


ITH the many and varied lines of mer- 

chandise clamoring for space in the window 

it is only natural that some stocks repre- 

senting real sales opportunities as well as 
profits will be crowded out. This applies particularly 
to cutlery, as it is frequently shown in combination with 
other items if displayed at all. 


To build up cutlery sales volume, an entire window 
should be occasionally devoted to the line. In case the 
space is too large for the stock carried, use dividers to 
separate the showing from other lines of merchandise 
so that one will not detract from the other. Displays 
featuring cutlery exclusively are not difficult if some 
provision has been made for them. With the proper 


fixtures much of the work can be done before the 
window is taken out. 


A suitable background and floor elevation can be 
made with the Hardware Age Interchangeable Fixture 
Units, but if these are not available, then a few panels 
of Compo-Board for the background and boxes of dif- 
ferent heights for the floor will answer the purpose. 


The illustration shows an attractive arrangement of 
cutlery with setting. The knives should be attached to 
the background panels with cornice hooks for the handle 
and thumb tacks for the top of knife. A thumb tack 
can be used to hold the handle in place by using thread 
the same color as handle, first tying it to the tack and 
then pushing the tack in directly underneath the point 
where thread is to be tied to handle. This plan is satis- 
factory for knives in a vertical position, but cornice 
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Overcome 
Competition 
with 

“Eversharp”’ 


Enterprising stores are selling 
great quantities of Eversharp 
low-priced Scissors and 
Shears because there’s a big 
market for them. 


Our large and varied line of 
low and medium-priced Scis- 
sors and Shears meets all 
competition when value and 
price are considered. Pat- 
terns retail at 10 to 50 cents. 
Send for Catalogue No. D-118 
and Price Sheet. 


Eversharp Shear Co. 


100-800 Hicks St. 
Bridgeport 


Conn. 





























CHRADE ()AFETY 
Pash Button Knife 


No Breaki: 
Ne ea lingoy 


<—_ Safety 
lode 





Push the button and the blade opens auto- 
matically. Safety slide locks the button with the blade 
open or closed. DOUBLE-LOCKED—the only Safety 
Knife that is actually Double Locked. It requires two 
motions to unlock and open the knife—therefore safe, 
both conveniently done with one hand. 


reve FVERLASTINGLY SHARP cam 


Manufactured exclusirely by 


SCHRADE CUTLERY CO. Walden, N. Y. 
Also manufacturers of a complete line 
of Schrade regular type pocket knives. 

Send for Catalog E. Factories: Walden, N. Y.—Middletown, N. Y. 











hooks will be better for those in a horizontal or diagonal 
position. 

The idea back of this display is to suggest to the 
housewife a complete set of cutlery for the kitchen. The 
center card reads: 


Your Kitchen Cutlery Should Include: 


Bread Knife 

Slicing Knife 

Butcher Knife 

Chopping Knife 

Grape Fruit or Orange Knife 
Boning Knife ~ 

Sandwich Knife 

Kitchen Steel 

Paring Knife 

Spatulas 


The large card on the left reads: 


Blank’s Cutlery 
Guaranteed 
to Give 
Satisfaction 


The large card on the right panel reads: 
Stainless Steel Never Rusts 
Whitens with Use 
Holds the Edge Longer 
And Is Fully Guaranteed. 


The knives on the floor should be placed with the 
handles toward the front or nearest the observer. Sets 
of knives in cases leaning against a support should be 
placed with the points up. A small card with a brief ex- 
planation or a few selling points with the price should 
be placed on some of the more important items. It 
may be a good plan to make up a complete assortment 
of knives as listed on: the center card and offer them 
at a special price. 





Round-O-Meter 


A direct reading indicator that 
checks roundness and diameter 
of round objects from 34 to 6 
inches is made by Automotive 
Maintenance Machinery Co., 
816 W. Washington Blvd., Chi- 
cago, Ill. It is known as the 
Ammco Round-O-Meter. The 
maker states that it gives ac- 
curate reading to half thou- 
sandths of an inch, requiring no 
skill to operate. With this de- 
vice speed and accuracy of in- 
spection work in manufacturing 
plants is accomplished. by using 
Ammco gage setting rings, 
the Round-O-Meter may be used for direct measurement and com- 
parative checking. Gage setting rings are furnished on special order 
in any specified diameters, over sizes and under-sizes, within the 
range of from 34 to 6 inches. Dealer cost is $27.50. 

















HARDWARE AGE for MARCH 5, 1931 





Wall Style Cattaraugus Display Case 
as installed in the Sporting Goods 
Dept. of the McCabe Hardware 
Company’s store. We also supply 
Floor and Counter Style Display 
Cases. 


im - —IEF- 
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LET US PUT YOUR 
CUTLERY DEPARTMENT 
ON A PAYING BASIS 


McCabe says we did it for them, and we 
can do the same for you. We'll make up 
a Cutlery Assortment for you of the 
patterns which have already proved the 
best sellers in your territory. 





We'll also supply a glass-covered Display 
Case that will fit your stock and store 
space and insure greater cutlery profits 
to you. The name Cattaraugus has stood 
for Quality Cutlery for over 50 years. 


After six months trial any patterns that 
do not move satisfactorily may be re- 
turned to us for FULL CREDIT. If Cat- 
taraugus Cutlery doesn’t SELL, we don’t 
want you to KEEP it. There is no risk 
of “Dead Stock” with Cattaraugus. 


Send for complete information. We 
sell DIRECT to the Retailer. 


CATTARAUGUS CUTLERY CO 


LITTLE VALLEY, N. Y., U. S. A. 
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Heel Plates That Save Heels 


Star Heel Plates are made to 
save leather heels and DO it. 


The “DO” is the reason they 


outsell all other brands. 


STAR 


HEEL PLATES 






have the quality that insures 
longest and service. 
Packed 1% gross pairs in box. 


wear 


Also put up on cards—three 
pairs assorted sizes Nos. 2, 3 
and 4. One dozen cards to 
the bundle. 


We'll gladly send samples and 
quote trade-prices. 





Nos. 00 ae. 
Above Iilustrat ex- 
actly one- shelf at size 


STAR HEEL PLATE CO. 


357-391 Wilson Avenue Newark, N. J. 
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KNIVES @™ 


Are Famous for Cutting Qualities and Dependability 


Training 
Oyster 
Oil Cloth 
Paper 
Hangers’ 
Ete., Ete. 





R. MURPHY knives require at least 16 
This is one reason 
PHY knives give satisfaction and make cutlery 
counters, the country over, more profitable. 
Write for complete catalog. 


Robert Murphy’s Sons Co., Ayer, Mass. Est. 1850 


This knife and all 
different operations in their manufacture. 
why R. MUR 















HANDY GRASS SHEARS 


FIT—THE—HAND 







Preferred for over 60 years for their 
quality. New models yearly. Grass 
Shears, Hedge Shears, Pruning Shears, 
Attractive, durable, efficient. Stock up 
now. Send for catalog. 








Seymour Smith & Son, Inc. 
Oakville, Conn. 
Sales Representatives 
John H. Graham & Co. 
New York Chicago 
San Francisco 












“Stainless” and “Rustless” Steels 


Used in Making Cutlery 


There having been frequent controversy on what is 
and what is not stainless or rustless steel as applied 
to cutlery and tools, a recent editorial from The Iron 
Age should be of interest to all hardware men. Al- 
though the viewpoint is from the industrial side and 
not from the merchandising viewpoint this editorial 
answers, some of the questions which have been raised 
on this subject. It follows: 

“Clarifications of the nomenclature of certain steel 
products which have assumed.a prominent role in indus- 
try lately is urgently needed. Reference is here made 
to the terms now being used indiscriminately to desig- 
nate the products commonly known as stainless steels. 

“In general, there are two classes of the stainless 
or rustless steel products. One is the original stain- 
less steel which was first discovered about twenty 
years ago and which is a relatively high-carbon, high- 
chromium steel, containing about 0.30 to 0.40 per cent 
carbon and 12 to 14 per cent chromium. This is still 
an important product, incorporated largely in cutlery 
and surgical instruments, and is known as stainless 
steel. It is, however, not malleable in the sense that 
it can'be rolled into sheets, bars, structural shapes, etc. 

“In more recent years there has been developed a 
class of steels which can be rolled into the familiar 
staple mill products but which is much lower in carbon 
than the strictly stainless steel. It contains usually 
below 0.12 per cent carbon, as well as varying quan- 
tities of chromium or chromium and nickel. The origi- 
nal type of these low-carbon products contains 12 to 14 
per cent chromium with no other alloying element. 
This was first called ‘rustless iron.’ Later a material 
has been developed containing 16 to 18 per cent 
chromium, also low in carbon content. By far the most 
prominent of the low-carbon rust-resisting steels is the 
one known as ‘18 and 8,’ containing about 18 per cent 
chromium and 8 per cent nickel. 

“Besides these types, there ts also a series of alloy 
steels, commonly called chrome irons, which contain 
higher percentages of chromium and chromium and 
nickel. And there are some types which have in addi- 
tion other elements, such as silicon and molybdenum. 

“The necessity for clarification of terms appears 
when it is desired to distinguish between the higher- 
carbon material, which is strictly a stainless steel, and 
the low-carbon products, containing chromium or 
chromium and nickel, which are also frequently re- 
ferred to in the daily and technical press as ‘stainless 
steels.’ Technically this designation is a misnomer 
for the low-carbon materials and it is contended that, 
until a better name is authoritatively determined, the 
term ‘rustless steel’ should be used. Strictly speak- 
ing, the more widely used steels are austenitic. 

“It is hoped, therefore, that the term ‘stainless 
steel’ can be restricted to the higher-carbon type. The 
selection of a distinguishing name for the newer and 
more widely used rust-resisting materials has been un- 
dertaken by a committee of the American Society for 
Testing Materials, but it will be months before a de- 
cision is finally reached.” 
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Remington Features Distinctive Green 
Color in New Kleanbore Shot Shells 


INCE Remington Arms Co., Inc., New York City, 
S first announced the Kleanbore Rim Fire .22 
Cartridges four years ago, followed shortly after 
by Kleanbore Center Fire Cartridges, sportsmen every- 
where looked forward to the day when Remington would 
make its entire shot shell line Kleanbore. According to 
an announcement by Remington this has now been ac- 
complished. 


The body of the new shell will be green to make it 
distinctive and easily distinguished from all other shells. 
Furthermore, the trademark “Kleanbore” will appear 
on the body of every shell. Then too the shell will be 
packed in attractive green boxes. 


In the development of a priming mixture for shot 
shells many complicated problems faced the Remington 
ballistic engineers and chemists. Several years of in- 
tensive research and experimentation were necessary 
before these problems were solved satisfactorily. The 
goal, of course, was the perfection af a new priming 
mixture which would eliminate for all time danger of 
rust, corrosion and pitting in the gun barrel. This 
would mean automatically increasing the efficiency of 
the gun and ammunition and result in more uniform 
velocities, patterns and penetration. 


There is no doubt that the smoothness of the bore 
of a shotgun has considerable influence on the delivery 
of the shot charge in a uniform manner. If the bore 
of the gun is clean and free from pitting or erosion, 
the shot will travel through the bore smoothly and uni- 
formly and reach its destination in the same manner. 
Experiments have proved that unless the shot is per- 
fectly round it will not fly true to the mark. Shot that 
was quite perfect when loaded into shells was found to 
be deformed after being shot through a pitted barrel 
and recovered later for examination. This shooting, of 
course, was done in cylinder bore guns. 


Remington advises that Kleanbore Shells eliminate 
all pitting or erosion in the barrel of the gun, which 
insures the delivery of the shot charge less deformed 
than otherwise would be the case. Perfection of the 
Kleanbore priming mixture is responsible for protect- 
ing the barrel against erosion or pitting. 


During the experimental work in the development of 
Kleanbore Shells covering a period of several years, 
many thousands of shells were fired, thousands of 
primers were drop-tested and a number of shutgun 
barrels were utilized in order to prove conclusively the 
dependability of the priming mixture from the stand- 
points of sensitiveness, ignition and uniformity. 


The Kleanbore Nitro Express Shell is furnished in 
10, 12, 16 and 20 Gage. This also includes the Buck 
Shot Load in these gages and the Single Ball Load. 
The new Kleanbore Simplified Game Loads and Shur 
Shot Shells is also supplied in 12, 16 and 20 Gage. 
The Arrow Express Lacquered and Wetproof in 12 
Gage as well as Remington Trap Loads and Skeet 
Loads are also Kleanbore. The .410 Gage Nitro Ex- 
press Load has been Kleanbore for some time. 








Gem Leads Because Gem Deserves Leadership 


"» © Block 
that 
Kick! 


Don’t complain. There are dollars walking in 
and out of your store every day. Stop some of 
them with the nationally advertised—nationally 
known Gem Nail Clippers—the fastest selling Nail 
Clipper in America. 


Skilfully fashioned from high test materials. In- 
dividually wrapped in Cellophane to prevent 
spoilage. 


BY, Wor 


SAQA 


Mounted on compelling 
Counter Cards, Gems sell 
themselves. 


Gem Retails at 
50 cents 


Gem Jr. Retails at 
35 cents 





The H. C. Cook Company, Ansonia, Conn. 











No. N51 Butcher Assortment 





Consists of 6 each 7 and 8 inch Butchers with highly 
finished crucible steel blades, swaged and etched. Coco- 
bolo handles, brass rivets and burrs. Packed dozen with 
display showing six knives. 


Order Thru Your Jobber 


THE ONTARIO KNIFE CO. 
FRANKLINVILLE, NEW YORK 
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Armstronc 
WRENCHES 


are above price 
competition — like 
gold pieces their 
worth is established 


People no longer haggle over the value of 
coins, and tool buyers—those who buy intelli- 
gently and often, who make your most profit- 
able customers—never question the price of a 
wrench that bears the Arm-and-Hammer Trade 
Mark. ARMSTRONG WRENCHES are accepted 
as the standard—in strength, design, material 


and workmanship. 


Drop forged from selected Carbon or Chrome- 
Vanadium steels, they come on boards, in 
boxes or in sets. 37 types, all sizes. They give 
satisfaction and build repeat business. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People“ 


314 N. Francisco Ave., Chicago, U.S.A. 


Write for Catalog B-27, 
176 pages of Quality Tools 








Campaign Urging Repair 
and Improvement of Homes 
Is Launched by Committee 


One hundred and fifty-three prac- 
tical suggestions for possible repairs 
and improvements in the house and in 
its equipment are listed in a five-page 
leaflet recently issued by the Presi- 
dent’s Emergency Committee for Em- 
ployment, and available to hardware 
stores, lumber yards, plumbing shops, 
paint stores, heating supply com- 
panies, electrical establishments and 
other merchants who may be inter- 
ested in supplying home-owners with 
such suggestions. It contains a check 
list to enable the householder to 
check up on the types of work needed 
to be performed, and offers to furnish 
information on the probable cost of 
the work and the time required. 

A campaign to create odd jobs, 
under the caption “Put a Neighbor to 
Work,” has been instituted. A series 
of four advertisements, to appear dur- 
ing the next four weeks, has been 
sent to a list of 2000 daily news- 
papers throughout the country, urg- 
ing readers to create employment by 
expediting construction, repair and 
improvement work within their own 
home. A list of 100 typical jobs is 
presented, and it is believed that some 
of these are applicable now to almost 
every house in the United States, and 
that considerable employment, as well 
as incidental sales of items which fig- 
ure in home repair and construction, 
can be stimulated. 

Requests for copies of the leaflet 
should be addressed to the com- 
mittee, in care of the Department of 
Commerce. 


Issues “The Disston Saw, 
Tool and File Manual” 


Henry Disston & Sons, Inc., Philadel- 
phia, Pa., has issued an important book- 
let under the title “The Disston Saw, 
Tool and File Manual.” This _ book, 
which is sent without charge to users of 
saws and tools, supplants the “Disston 
Saw, Tool & File Book.” The purpose 
of the new book is to instruct the tool 
user in the selection, care and the use 
of saws, tools and files. It tells and 
shows every step necessary for doing ac- 
curate work, by means of 229 illustra- 
tions. 

How to choose and use circular saws, 
how to put the saws on the machine, how 
to refit or joint, set and sharpen circular 
saws, etc., is in one chapter. Other 
chapters show and describe the correct 
use of files, sharpening of saws, correct 
use of gages, levels and other tools, etc. 
A brief history of the saw industry is 
given in the book, showing that the first 
Disston hand saws were made 91 years 
ago and telling of milestones in the 
progress of the saw industry and of the 
Disston company. Some of the outstand- 
ing inventions and improvements made in 
the Disston plant are described. 


This manual is not for general dis- 
tribution to the consumer through the 
hardware trade, but the company will be 
pleased to send any hardware dealer or 
jobber one or two copies for his personal 
use or one copy to any tool user. 


Frank & Son Catalog on 
Unpainted Furniture 


Unpainted furniture is shown in a very 
attractive catalog issued by Frank & 
Son, Inc., 160 Fifth Ave; New York 
City. The front pages tell how un- 
painted furniture may be carried by 
dealers to increase profits and volume. 
Hints for finishing furniture, finishing 
directions “and a color harmony chart 
for the unpainted furniture salesperson, 
as well as the A-B-C of color contrast, 
are shown in the front pages. Speci- 
fications, catalog numbers and type of 
wood are given for each of the items 
illustrated. 


Issues “Premier—for Greater 
Profits in 1931” Booklet 


A booklet issued by The Premier Vac- 
uum Cleaner Co., Cleveland, Ohio, shows 
the advertising campaign prepared by the 
company for its line of cleaners. Illus- 
trations show. window displays, posters, 
etc., while actual samples of colored 
booklets, folders, mailing cards and busi- 
ness reply cards are shown. Furniture 
tags and newspaper mats, as well as door 
knob hangers and furniture tags, are 
shown. The last page has a price list 
for the current Premier sales helps. 


Barber-Colman 
Barcol Fans 


Two models of Barcol Fans are offered to the 
trade by the Barber-Colman Co., Rockford, 
Ill., with eight and six inch blades respec- 
tively. They are offered in brown, green, ma- 
hogany and black finishes. List prices on the 
six inch fan are: brown, $4.00; green, $4.50; 
mahogany, $4.50 and black, $4.25. List prices 
on the eight inch models are respectively: 


$4.50, $5.00, $5.00 and $4.75. Cord switches 
list at 50c. extra. The motor is of Barber- 
Colman design and is an induction model of 
the shading ring type with a squirrel cage 
rotor. Metal parts are cadmium plated in a 
rich, silver-like, rust proof finish. They are 
offered in models for alternating current only. 
Voltage of both models is 110-115, 60 cycles, 
power consumption is 24 watts. The maker 
states that they are particularly economical in 
operation. 
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Sells $15,000 Radio Annually 
Without Outside Salesmen 


In Marion, Ohio, the Van Atta 
Hardware Co. increases its yearly 
business approximately $15,000 by 
selling radio sets. In accomplishing 
this no outside salesmen are em- 
ployed, all sales being made in the 
store or from leads obtained there by 
regular salesmen. One line is exclu- 
sively handled, and about 15 sets are 
usually carried in stock. It has not 
been an unusual occurrence for the 
store to sell as many as nine sets 
in a single day. 

Demonstrations are allowed, if the 
prospect expresses a desire for one, 
but a time limit of 48 hours is strictly 
enforced. The store has sold radio 
sets for the past five years and de- 
clares that present radio receivers 
have reached such a stage of per- 
fection that the services of an ex- 
pert service man are no longer nec- 
essary. The customary plan of in- 
stallment payments is extended by the 
firm and has proved entirely satis- 
factory. 


lron and Steel Demand 
Continues Upward Trend 


The upward trend of iron and steel 
demand has not been checked, al- 
though the rate of gain is still grad- 
ual. Business from the automobile 
industry has shown further improve- 
ment, specifications for line pipe, tin 
plate and track materials continue to 
increase, and releases from miscel- 
laneous consuming lines are in larger 
volume. ‘Caution remains the domi- 
nating note with most buyers, and 
current orders are notable for their 
greater frequency rather than for 
their size. 

General construction work offers 
greater promise as_ the spring 
months approach. The large amount 
of structural steel work now being 
figured on, much of it for public 
works, has been swelled by new in- 
quiries for 30,000 tons. Fresh rein- 
forcing bar projects call for 15,500 
tons, and the concrete bar require- 
ments of the 1931 highway program 
are now estimated at 500,000 tons. 
The week’s fabricated structural steel 
awards, at 55,000 tons, are the second 
largest this year and include two con- 
tracts for Cincinnati railroad ter- 
minal work, which alone account for 
41,000 tons. 

Present indications are inconclusive. 
Heavy melting scrap has advanced 
25c. a ton at Pittsburgh and is 
stronger in tone at Chicago, but has 
declined 50c. at Detroit and 25c. a 
ton at St. Louis. Finished steel prices 
are still under pressure, but conces- 
sions appear to be diminishing in 
frequency. There is less talk of pos- 
sible attempts to advance prices for 
the second quarter. 

The Iron Age heavy melting scrap 
composite price has advanced to 





$11.17 from $11.08 a week ago be- 
cause of moderate strength at Pitts- 
burgh. The pig iron composite price 
remains at $15.71, and finished steel 
is unchanged at 2.142 cents a lb. 


INCREASING CUS- 
TOMER LISTS 


By JOHN H. VAN DEVENTER 


From the business man’s stand- 
point, a decreased volume of business 
in dollars is not nearly as bad as a 
decreased number of customers or ac- 
counts. 

Every time you put a customer on 
your books, you are establishing a 
new money pipe line leading into your 
till. During dull times the flow of 
dollars over such pipe lines is nat- 
urally reduced, in some cases becom- 
ing a mere trickle. The big point 

is to keep the lines from 
becoming broken or from 

NQ3I being switched to a com- 
AMERICA petitor. If this is done, 


x you are sure to see your 
4% =m volume increase when 
%%*% ¥* © the frozen pocketbooks at 


the other ends of the 
pipe lines begin to thaw 


FORWARD 
MARCH out. 
The manager of a 


popular priced restaurant in a large 
city expressed the idea as follows: 
“We are feeding more people per day 
now than we did a year ago, although 
the average check has dropped from 
50 cents per person to 30 cents. While 
we are taking in less money, we are 
making every effort to give better 
service and quality, knowing that if 
we can hold our number of custom- 
ers our volume in dollars will come 
right back again when they feel more 
prosperous.” 

A large manufacturer of small split 
rings known as “lock washers,” which 
are used to keep nuts from jarring 
loose from bolts, took a serious cut in 
business volume when the automobile 
industry, his chief market, began its 
toboggan slide. He at once began an 
intensive sales promotion drive to 
make new contacts in other industries, 
with the result that in the past nine 
months he has doubled the number 
of customers on his books. While his 
volume in dollars is less than it was a 
year ago, he feels that he is “sitting 
pretty,” and with so many new pipe 
lines established it will not take long 
to pump up his dollar volume when 
the pick-up comes. 

Don’t worry about how much your 
customers are spending, but give some 
serious thought to how many pipe 
lines you’ve kept intact. 
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Your Jobber 





Good workmen know good tools. 
Your customers appreciate the 
finest in pliers—this finest is 
Kleins. Klein Pliers, standard 
with master workmen and public 
utilities “‘since 1857” are made 
in a wide variéty of sizes and 


styles to meet every requirement. 


You should have a complete line 
of Klein Pliers in stock. Order 
through your jobber. 


Mathias & Sons 


3200 BELMONT AVE., CHICAGO 

























“UNIVERSAL 
STEEL TAPE 


The “Universal” is the best 
selling steel tape on the mar- 
ket. Popular price, splendid 
appearance, accuracy, and 
good construction insure 
quick turnover. 














RULES 





Superior Finish, Solid Brass 
Fittings, Strike Plates, and 
the New Type Lock Joints 
make them “best sellers.” 


Send for Catalog 


THE [UFKIN fpULe (0. 


SAGINAW, MICHIGAN 


106 Lafayette St., New York City 


Manufacturers of 


MEASURING TAPES 
RULES 
PRECISION TOOLS 





Stocked by Jobbers 














_ HarpDwareE AGE for MARCH 5, 1931 ; om 





Dr. Klein Outlined Causes for Retail 


Failures in Recent Radio Talk 


Dr. Julius Klein, Assistant Sec- 
retary of Commerce, in a recent radio 
address declared that inexperience 
was one of the outstanding reasons 
for business failures. His conten- 
tion was based upon the surveys 
which have been made by the Depart- 
ment of Commerce and upon sub- 
stantiating data that has been col- 
lected upon this subject. The study 
was made to provide American busi- 
ness with material upon which it can 
base a corrective program for faulty 
merchandising practices. 


Competition was found to play a 
very small part in most retail fail- 
ures, as less than 2 per cent were 
attributed to this cause. With respect 
to the independent retailer’s ability to 
meet other forms of competition, Dr. 
Klein said: “The independent retailer 
can, in most instances, withstand com- 
petition if he is prepared to meet 
the principal challenge embodied in 
competiticn—the challenge of effi- 
ciency. If his attitude is right, if 
his approach to the problem is prac- 
tical and scientific, if he is mentally 
equipped and temperamentally fitted 
to introduce methods of rigid effi- 
ciency, in addition to his appealing 
advantages of special services, deliv- 
eries, credit facilities, ete, he can 
weather the storm of competition and 
come through with flying colors. That 
has been proved in many instances.” 

Dr. Klein stated also that there is 
a feeling that wholesalers are at fault 
at times in inducing or tempting or 
making it dangerously easy for ill 
— persons to enter the retail 
eld. 


Other reasons assigned for retail 
failures included poor locations, scant 
economic justification and failure to 
measure markets accurately, all show- 
ing an absence of “scientific ap- 
proach.” 

Another reason was based upon the 
tendency to speculate. Of the fail- 
ures studied in Newark, Dr. Klein 
said, 17-per cent lay their defeat at 
the door of speculation. All of these 
speculated in real estate. 

“Retailing demands scientific train- 
ing and study,” Dr. Klein concluded. 
“Lacking that, the would-be retailer 
is in a highly precarious position, and 
failure is likely to be hovering close 
by.” 


This Store Can Borrow More Money 
from Its Customers Than It Can Use 


The Vance Co.’s hardware and im- 
plement establishment in Chilhowie, 
Va., is unique in that it serves many 
of its customers as a banking insti- 
tution. The fact that the store has 
assets many times in excess of those 
of the local bank in the town of about 
700 has ‘influenced many patrons of 
the store to deposit sums of money 
with it in preference to the bank. 

The custom started many years 
ago, and approximately $30,000 is on 
deposit at the present time. The 
store pays 6 per cent interest on the 
funds and notes, either payable on 
demand or at a stipulated time, are 
given in exchange. It is interesting 
to know that customers are frequent- 
ly anxious to deposit more money 
than the store can use. 





Five-Year Record Shows Business Failures 
In Fifteen Different Types of Retail Stores ~ 


The complete record of commercial failures during the year 1930 shows a 


total of 18,393, the largest total to be reported in several years. 


The 1929 total 


was 15,417, according to R. G. Dun & Co. 

Of the 15 classifications into which these trading failures are divided, three 
showed declines in the number of failures in 1930 compared to 1929. These 
three classifications included groceries, meat and fish; hotels and restaurants; 


and paints and oils. 


The following table indicates the number of failures in each of these classifi- 


cations for each of the past five years: 


General stores 
Groceries, meats, fish 
Hotels, restaurants 
IN WR 0h oss bp ict als able ws 
Clothing, furnishings 
Dry goods, carpets 
Shoes, rubbers, trunks 
Furniture, crockery 
Hardware, stoves, tools 
Chemicals, drugs 
Paints, oils 

Jewelry, clocks 

Books, papers 

Hats, furs, gloves 

All other 


Total trading failures 


1930 


1927 
1,214 1,217 
3,497 3,785 3,543 3,633 
1,172 1,105 1,046 928 
223 263 232 277 
1,983 2,324 2,157 2,058 
980 1,121 1,187 1,021 
542 681 729 597 
659 667 686 606 
542 507 465 430 
701 729 714 632 
191 84 85 83 
421 473 420 406 
132 144 142 121 
128 148 92 91 
3,329 3,404 3,370 3,168 


1928 1926 


1,042 


1929 
1,017 





15,417 16,477 16,082 15,268 
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No. 35.— These are all ynusually No. 35-G.—Green lacquered frame No. 35-OF.—Orange lacquered frame, No. 35-BF.—(As illustrated). Blue 
comfortable chairs. Very popular for shaded in black. Green and gray cover. shaded in black orange and black cover lacquered frame shaded in black, and 
— ae, nae motor boat, club, All these colorful chairs in various with fringe. blue and gray canvas with fringe. (No. 
ao, po ese A pe Nn —_ color combinations, furnished with or Other popular color combinations, 35-RF is the Red lacquered frame, 
wanes Shadals Sowa akan bonoy alive without fringe. with Chinese Red, French Blue, Jade shaded in black, and red and gray 
Se ee . C ° Green, and Orange lacquered frames, cover.) 








shaded in black and painted. striped 
covers—red and gray, blue and xray, 











A snap buttor on these “35” chairs All the No. 35 series fold two ways. green and gray, orange and green, Detachable table arm available for 
holds up the hack cover to prevent Each weighs 13'/2 Ibs. Packed 4 to a orange and black, or in Multiple Color, writing Purposes on all the No. 35 
sagging—a special feature. cardboard carton. Woven Stripes. Chairs. 


THE PEERLESS IS A PROFITABLE LINE OF COLORFUL AND PLAIN FOLDING FURNITURE 













Ne. 3 PEERLESS 0. D. Cot. 
—This cot built “The House of 
Tucker.” Comfortable, strong, 
well built. Self-adjusting to un- 
even ground. Good 13-02. Olive 
Khaki, 32-in. double filled duck ; 
specially woven, sewed, tacked, 
and riveted. Closed, a compact 
package with handle. 














No. 35-BN.—This is the No. 35 Series 
in the very new design. Blue lacquered 
frame, shaded in black, with orange canvas 
cover, and this modernistic design in 
yellow, green, and bine. A delightful 
color combination. 







No. 35-RN.—Another of the new “35; 
chairs. Red lacquered frame shaded in 
black, with black canvas cover, and mod- 
ernistic design of green, red and yellow: 























May also be had. with the Green lacquered 
frame, shaded in black and orange canvas 
cover, with design in green, light red, and 
blue. (No. 35-GN.) 


These chairs also available with 
the orange lacquered frame 
and black canvas cover with 
the design in orange, yel- 

low, and green. 

(No. 35-ON.) 








Well built 
Won't tilt 














The all-wood folding chair 
at’s: 


EASY to open— 
EASY to close— 
EASY to stack— 
EASE-y to sit in— 
Will stand abuse 
—as tough as a yerg. 
Made in regular and juvenile 
sizes—gingly and in sections. 
In natural (beech) finish, 
also Chinese Red, French 
Blue, Jade Green, and 
Vivid Orange—also 
Black and Walnut 
on special orders. 










Stacks as Easily 
as Pancakes 





OTHER FINISHES OF THE TUCKER'WAY 








No. 11-AGN.—One of Reclin- 
ing Series. With arm-rest but 
withont foot-rest. Green lac- 
quered frame, with orange can- 
vas cover and modernistic design 
of green, blue and yellow. 
Also in other color combina- 
tions similar to “35” group. 


No. 11-FRC.—The Chief of the No. 11 series. With 
both arm and foot-rest as well as canopy; of newest 
design—Red lacquered: frame, and red and «ray 
striped canvas cover. 

This series of chairs may he had with er without 
foot-rest, arm-rest and canopy. Also in various color 
combinations of the lacquered woods and canvas 
covers as entire “35” series. 





SEND FOR FREE CATALOG! SEND! rucxer puck & RUBBER COMPANY, 


Fort Smith, Arkansas. 


Send catalog of PEERLESS Folding Furniture. 
Send for complete catalog and samples of any of the PEER- me O posit: : 
LESS line. (Samples may be returned or kept as part of order.) [Cy Send (Semptes) ee ae oe ee es 
Catalog describes in detail this furniture, with their various 
color * binati hippi weights, etc. Also folding chairs, 
stools, tables, camp chairs, stretchers, etc. Secure our prices and 








proposition. Firm 
TUCKER DUCK & RUBBER CO. By 
Manufacturers of Folding Furniture, Tents, Mops, Etc. Address 


FORT SMITH, ARKANSAS 
© T. D. & R. C. 1931. Lithe. in U.S. A. 
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Don’t Just Sell Goods 


(Continued from page 53) 


no place in the present set-up. 

When business is very active, 
purchasing agents have no time 
and little inclination to make new 
connections — they stick to what 
they have. 

But when dull times come, the 
intelligent and efficient purchasing 
agent goes over all his connections 
—weeds out the undesirable and 
makes new and better ones. 

Now is the psychological moment 
when you can do more to get your 
goods before a purchasing agent 
than at any other time in the cycle 
—he has time and inclination to 
listen to you now. Now is the time 
to make new friends. 

Another thing—don’t go about 
just trying to sell a few goods— 
look for connections. Connections 
that will mean something when 
business picks up. 

I know certain very efficient pur- 
chasing agents who class price as 
entirely secondary—they tell me 
that it is the connection they are 
looking for—these men know per- 
fectly well that the price must ulti- 
mately be made right, otherwise 
the seller could not remain in busi- 
ness. The connection is the big 
thing, as a good connection, prop- 
erly made, usually lasts many years. 


A poor connection is always a lia- 
bility. 

I was sitting in a Pullman smok- 
ing compartment recently and 
heard two salesmen talking. One 
said that during the past year he 
had seen more movies than he had 
seen in all the rest of his life put 
together—said business was rotten, 
so he went to the pictures. 

Just think of the stupidity of 
this man. Think of the invaluable 
opportunity he was passing up. 
Think of the disloyalty to his em- 
ployer—his robbery of time and 
money. And, yet, I suppose this 
fellow would disgrace the pro- 
fession of salesman by calling him- 
self one! 

Industry has been sick—it is still 
sick, but convalescing. We can’t 
rush matters just now, but we can 
take nourishment. We must have 
nourishment to live—and we are 
certainly not going to die. 

We have no place for the hi- 
powered fellow—the pessimist or 
the insanely optimistic. They are 
all bad actors—they do no good, 
but lots of harm. 

The efficient, sympathetic sales- 
man, who has a smile on his face, 
born of true confidence, will be one 
of the greatest single factors in 
helping industry back on its feet. 





Folsom Arms Offers 
Attractive Catalog 


The H & D Folsom Arms Co., 314 
Broadway, New York City, has issued 
catalog No. 37, showing the 1931 line 
of fishing tackle. There are 170 pages 
of the book devoted to illustrations and 
descriptions of the various lines ot 
tackle, accessories and conveniences of- 
fered by the Folsom organization. 





“Lawns and Lawn Mowers” 
Issued by Blair Mfg. Co. 


The Blair Mfg. Co., Springfield, Mass., 
has issued a booklet entitled “Lawn and 
Lawn Mowers.” This booklet has a sec- 
tion devoted to the making of a lawn 
as well as sections on lawn maintenance, 
care of the lawn mower, how to order 
lawn mower parts and a condensed list 
of Blair lawn mowers. There are illus- 
trations showing the correct and incor- 
rect methods of operating the lawn 
mower. 

The booklet, copies of which are avail- 
able for distribution, was first announced 
in the program of the Blair Cut-Ups, 


first broadcast over WBZ, WBZA and 
W1XAZ, Sunday, March 1, at 9.45 p. m. 
This program, consisting of an orchestra 
and two well-known entertainers, will 
broadcast every Sunday until July. Two 
weekly programs are planned during May 
and June. 


American Asphalt Paint 
Issues Attractive Booklet 


American Asphalt Paint Co., 844 Rush 
St., Chicago, IIl., has issued a finely il- 
lustrated booklet, “The Story of Gil- 
sonite Asphalt,’ with many illustrations 
in actual colors. The front cover shows 
Samuel Harrison Gilson, pioneer, sol- 
dier and prospector, who discovered 
Gilsonite 99.5 per cent pure asphalt. In 
the booklet is a brief history of Mr. 
Gilson’s life, including his discovery of 
the asphalt bearing his name.  IIlustra- 
tions show how and where the asphalt 
is mined and shipped. Information as to 
the preparation of asphalt, what it is and 
how it is used is fully described in an 
interesting and entertaining way. Copies 
are free to those interested in this prod- 
uct. 








MID-7/TATES 


ad al Pal al ae 


COMPLETE LINE 





ne 


THERE IS A VERY OBVIOUS AD. 
VANTAGE in receiving a complete 
stock of fence and fencing supplies 
in a single car. Mid-States dealers 
have this advantage and their choice 
is not limited in the least, for there 
are complete stocks and several dif- 
ferent styles of each article always 
carried and ready for shipment. 


Mid-States makes and distributes 


Adrian Stiff Stay Field, Poultry and 
Corral Fence 


Star Stiff Stay Field, Poultry and 
Corral Fence 


Ben Hur Wrap Stay Field, Poultry 
and Corral Fence 


Star Lawn Fence, Gates and Posts 


Star and Anderson Never-Sag Wood 
and Iron Gates 


Giant Never-Sag All-lron Gates 
Perfection Studded Tee Posts 
Rigid U Steel Posts 
Mid-States Nails and Staples 
Mid-States Barb Wire 
Six Types of Fence Stretchers 
Bale Ties 
Plain and Manufacturers’ Wire 
Metal Roofing and Siding 


. .. our ability to ship this complete 
line of farm necessities saves ‘you 
freight costs, unloading costs, book- 
keeping expense and time . . . we 
can ship complete stock from our 
plants and fillin orders from the 
warehouse nearest you in the short- 
est possible time. Each of the fol- 
lowing cities is a shipping point: 


Crawfordsville, Ind., Main Plant 
Adrian, Mich., Branch Plant 
Anderson, Ind., Branch Plant 
Des Moines, lowa, Warehouse 

Louisville, Ky., Warehouse 
Madison, Wis., Warehouse 


Ask our salesman about open terri- 
tory and the Mid-States merchan- 
dising plan. If our salesman does 
not call on you, wire for informa- 
tion to... 


MID-/STATES 


STEEL ond WIRE Co. 
CRAWFORD/SVILLE, IND. 
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Kees Profit Items 








Dandelion Digger 
and Rake---- 


DIGGER 
makes it pos- 
sible to re- 
move dande- 
lions without 
bending over. 
Crucible steel 
blade cuts 
roots below 
sod — picks 
up entire 
plant with no 
damage to 
lawn. 










RAKE cuts blossoms 
off and prevents their 
going to seed. Pressed 
steel, green lacquer fin- 
ish. Five foot handle. 


Write for Catalog 
and Price List 


F. D. KEES 
MFG. CO. 


BEATRICE 
NEBRASKA 








Speed Up 
the 
Wheels of 


Industry 


Write to your jobber 
today for any of the 
merchandise adver- 
tised in these pages. 
Don’t wait for the 
iobber’s salesman. 


You may forget. 

















Courtesy Columbian Rope Co., Auburn, N. Y. 


Unusual Use of Twine 


San Francisco, one of the gay- 
est of cities, greeted the advent 
of Christmas with great gusto. 
The streets were agleam with 
frost-incrusted garlands and scar- 
let bells to proclaim the message 
of yuletide cheer. Glowing stars 
of light lent a touch of magic to 
night time festivities. 

Union Square, which was the 
hub of the outdoor programs, was 
like an enchanted garden with its 
towering Christmas tree, a pyra- 
mid of glittering white, dominat- 
ing the scene. At its base was a 
log cabin platform with a throne 
for Santa Claus in front of a fire- 
place. 

Think of building a Christmas 


tree with twine. First a wooden 
frame was built around Dewey 
Monument in the center of Union 
Square. Then 100-foot lengths of 
twine to-which were fastened tin- 
sel and scraps of tin, were sus- 
pended from the top of the frame 
work. 

Thousands of colored lights in- 
termingled with the strings of 
scrap tin and tinsel, illuminated 
the 100-foot tree from top to bot- 
tom. An enormous quantity of 
twine was used in supporting the 
six tons of tinsel and tin scraps. 

For three generations San Fran- 
cisco’s Christmas tree has been an 
outdoor fete. It was more gorge- 
ous than ever this year. 


How to Keep the Old, Cash Customer 


Of all customers not to be neg- 
lected, surely the cash customer 
is of prime importance. Yet how 
serenely some merchants accept 
his patronage with no special ef- 
fort toward maintaining or in- 
creasing it! Not so with “The 
Vans” of the Van Dervoort Hard- 
ware Co., Lansing, Mich. They 
see to it that the old customer, 
especially the one who pays out 
of pocket, never gets the idea that 
his custom is not appreciated. 

So many firms are so busy go- 
ing after new trade that they 
slight the old. Such a mistake is 
at no time permitted to develop in 


this Lansing store. Not less than 
once a month each of its desirable 
customers gets a friendly piece of 
merchandising mail from the Van 
Dervoorts. It always carries the 
note of appreciation and, in turn, 
is appreciated; at any rate, a large 
proportion of the firm’s old cus- 
tomers remain true customers. 
And when they come in they are 
greeted cheerfully every time; 
never casually. The Van Dervoort 
staff is never too busy to be 
friendly. Some dealers are in- 
clined to forget how they like to 
be treated when they are at the 
buying end of the transaction. 
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The Best Mounted Grindstone 
on the Market 


The Sterling sells to 
farmers, mechanics and 
home owners who want 
the best. 

Ask a prospective cus- 
tomer to sit on the 
saddle and see if the 
double treadle and ball 
bearing features do not 
make a propulsion al- 
most as easy as riding 
a bicycle. Mounted with 
one of the famous 


“Cleveland” Grindstones 


of Genuine BEREA Grit which we alone manufac- 

ture. No grindstone sharpens tools quicker or bet- 

ter. None runs easier or lasts longer. A big seller 

to farmers without power supply. Good profit. 
Send for catalog and prices 


Genuine 









Sterling 
Shipped Knocked 
Down and Crated 


The Cleveland Quarries Co. etl, 
Cleveland, Ohio Cy C 
28 West Broadway, New York { 
Lombard & Co., Inc., Boston, Mass. OT 
New England Agency 

















Success Lies 


Knowing How 
Read" 
HARDWARE AGE 


It Tells You 
the ‘How” of Successful 
Hardware Merchandising 


*Study and ab- 
sorb the contents. 






















FOR A LIGHT THAT 
DOES NOT BLOW OUT 


en burning dependability of Dietz 
Lanterns has been demonstrated for 
generations in the gales and storms of 
every land. 


To Lantern Users everywhere the 
name “Dietz” on a lantern signifies 
excellence of design and manufacture 
—money’s worth, always. To Dealers 
it means ready sales, steady profits 
and absence of troublesome com- 
plaints and comebacks. 


Display Dietz Lanterns for sales in 
the windy month of March—the lan- 
terns that burn peacefully in hardest 
blows. 


R. E. DIETZ COMPANY 
NEW YORK 


Largest Makers of Lanterns in the World— 
Founded 1840. Output Distributed Through 
the Jobbing Trade Only. We Do Not Sell 
Mail Order Houses and Chain Stores. 





DIETZ 


LANTERNS 
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“IVES” Patent Ventilating Lock 


de 


Showing Window 
Open. 





Showing Window Manufacturers of 
Closed. 


“Quality Hardware Since 1876” 
Window and Door Specialties 


TueE H. B. Ives Co. 
‘New Haven, Conn., U. S. A. 


















ae * 1 for large 


stores 


Merchandising 
METHODS... 


That's the keynote for 1931. Are you fully 
prepared to master this problem in your 
own store? If not, our service department 
can be of valuable assistance to you. To get 
your copy of “The Heller System of larger 
profits,” simply tear out this ad and mail 
now, while this page is before you... . 
(no obligation). 


HELLER 


Merchandising Systems 


W.C. HELLER & COMPANY 
MONTPELIER, OHIO 


for small 
stores 











New York Office: 
20 Vesey St., Suite 500 


Sign 

in the 
margin. 
Tear out ad 
and mail 
Y today. 











Strengthening the Manufacturer to 
Wholesaler to Dealer Position 
By PHILLIP N. CASE 


T is unanimously agreed by all who have given 
I serious thought to the subject that manufacturer, 

jobber and retailer alike should and must do every- 
thing within their respective powers to benefit the 
utimate consumers of the goods which they produce and 
distribute. *This is obviously so, for though the pro- 
ducer serves the wholesaler, and the wholesaler the 
dealer, who in turn deals directly with the public, all 
these agencies are but stepping stones leading to a 
common goal which is the consumer. 


Except that in America today there is no class dis- 
tinction, no taint of humility, no compulsory servitude, 
business men exist in the interest of the public weal 
just as much as the medieval serf ever acknowledged 
fealty to his load. It is simply impossible permanently 


to ignore the public interest; for the management of 


any business to do so—regardless of its strength and 
independence at the moment—is to invite ultimate ex- 
tinction. 


Most business men adopt a policy of service from 
choice; their ideals are high.and much of the pleasure 
which they derive from their efforts is the feeling that 
they are accomplishing something worth while which 
will benefit others as well as themselves. On the other 
hand, the minority whose motive in rendering useful 
service is actuated primarily or entirely from selfish- 
ness is prone to chaff at what to them is necessarily a 
feeling of distasteful restraint. Such people are almost 
certain to indulge at times their desire for gain at the 
expense of others, but with ultimate loss to themselves. 
In other words, the rewards are in the long run usually 
placed where and to what extent they are deserved. 


However, there is a little danger of business forget- 
ting its obligation to the public. At the same time it is 
easy to lose sight of the fact that maximum service 
depends very materially on relations with fellow busi- 
ness men. For instance what salesman is not daily per- 
mitted to cool his heels for an hour or so in the wait- 
ing room of some factory or wholesale establishment, 
finally to be dismissed with a few curt words, or com- 
pelled to suffer the time and expense of retracing his 
footsteps on several occasions due to the prospective 
customer’s procrastination, before getting a definite an- 
swer to his mission? If the buyer considers himself to 
be a good fellow and plasters the victim with a veneer 
of apple sauce, the waste of the salesman’s time is not 
in that way mitigated. 


Again what salesman has not repeatedly leaned 
against the counter while the buyer detained some 
friend as long as possible in idle talk and then hunted 
desperately for some other equally urgent pretext to 
keep busy a little longer, all in the good-humored knowl- 
edge that he was spoiling another drummer’s day. 


To claim that wanton waste of a man’s time adds 
nothing to the consumers’ burden is just as ridiculous 
as it is to assume that an additional operation in the 























HARDWARE AGE for MARCH 5, 1931 








Flake Graphite 
Boiler Graphite 
Graphite Cup Grease 
Waterproof Graphite Grease 
Solid Belt Dressing 
Pipe Joint Compound 
(insoluble in water) 

Graphite Seal 

lt (insoluble in gas or oil) 
Graphite Motor Brushes 




















rey 


DIXON’S 
Graphite Products 


No other substance has such universal applica- 
tion in preventing power losses as graphite 
and its products. 


Dixon’s Flake Graphite alone, or blended with 
oil or grease, prevents friction losses by pro- 
ducing dead smooth bearing surfaces. 


And Dixon’s Graphite Seal and Pipe Joint 
Compound eliminate loss of power in genera- 
tion and transmission by making absolutely 
tight threaded and gasket joints in cylinder 
heads, pipe lines, etc. Also Dixon’s Boiler 
Graphite, which keeps boiler tubes clear and 
free of scale. 


More than a 100 years of experience in over- 
coming power losses by means of graphite 
is back of every,ounce of Dixon’s Graphite 
Products. 


Write for Bulletin 40-C 


Joseph Dixon Crucible Company 
Jersey City dG New Jersey 


ESTABLISHED 1827 
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Representatives: 
George E. Quigley, Detroit 


WOOD SCREWS 


Rivets Roofing Nails Scratch Brush Wire 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Milton Pray Co., at Francisco, Los Angeles, Seattle 
G. M. Baird & Co., Memphis, Tenn. 
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The 
Reliance 














CHICAGO)~ 





CHICAGO 


for 
Single Acting Doors 
hung with 
springless hinges 

The “Chicago” and 
**Reliance’’ Door 
Springs have all parts 
fastened together, so 
they are never mis- 
placed. They require 
no special tool to apply 
the tension or special 
part to hold it. The 
Reliance is exception- 
ally heavy and more 
powerful than _ other 
types of greater 
length. 


Send for New Catalogue H47 
Spring Hinges for every requirement 


Chicago Spring Hinge Company. 


NEW YORK 


U. S. A. 











DOOR SPRINGS 


The 
Chicago 





Type 280 












manufacture of a product does not increase its cost 
because no additional help is required. Singly such 
things may add practically nothing, but collectively they 
increase the factory’s cost materially; when multiplied 
by many plants the additional cost becomes alarming. 
Similarly, an idle hour or so on the part of thousands 
of salesmen is a serious waste—especially if repeated 
two or three times daily by each man. 


On the other hand, we have all met the type of sales- 
man who persists beyond all reason. When it is clear 
that the buyer will not do anything, it is time for the 
salesman to withdraw without making himself ob- 
noxious. Otherwise, the time of both the buyer and 
salesman is wasted and in addition the buyer is antago- 
nized to an extent which may be reflected on other 
salesmen whose code of ethics is beyond reproach. 


Another common instance of waste is in dealer helps. 
It is sheer waste to bury the dealer under an avalanche 
of this material which he cannot use; and conversely, 
it is not less wasteful when a distributor through pro- 
crastination or because it “cost nothing” permits useful 
literature to become feed for the rats in some cobweb 
curtained loft. By the way, perhaps you hadn’t noticed 
that the glossy, enamel-like coating on the surface of 
high grade printing papers is just as much of a deli- 
cacy to the fastidious rodent’s palate as the garnish of 
meringue on lemon pie is tothe ruddy cheeked farmer 
boy. 

It is not my intent to attempt to enumerate a list of 
the ways to which waste needlessly occurs—waste that 
is often very small in any single instance, but which 
collectively becomes impressive. My purpose is rather 
to call attention to the type of waste which is sometimes 
thoughtlessly regarded lightly by the individual and is 
passed off with a shug of the shoulders because it 
costs him nothing directly, whereas in reality it in- 
vites competition of a sort — he is finding it diffi- 
cult to meet. 


To view it differently, suppose a group of manufac- 
turers, wholesalers and dealers were united in a single 
mammoth corporation with efficient and autocratic cen- 
tral control. Obviously, for one branch to hamper the 
functioning of another would not be tolerated, because 
the resulting waste would in that case constitute a di- 
rect loss to the whole organization. The fact that in 
reality production and distribution take place through 
a vast number of independent units does not alter the 
principle in the least. A single company may escape 
direct punishment for its sins, but to the extent that 
delinquency is general, the industry suffers and the 
individual suffers with the industry. The effect on him 
is that of a boomerang. 


Operating independently there is not the restraint 
that would be present were each unit a component part 
of a vast organization with a single authority holding 
the whip hand over all. As it is, close cooperation is 
necessarily voluntary which makes the task more diffi- 
cult, but none the less essential. 


Propaganda, coercion, agitation for legislation and 
all other artificial stimulants or protection notwith- 
standing, the future status and prosperity of the manu- 
facturer to jobber to dealer system of production and 
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Your customers with 


gardens have been waiting for 


THIS SPRAY 


Amateur gardeners usually can’t tell a sucking Farmers, too, will be glad to have, at last, 
bug from a chewing bug. Many have watched one spray that will do the whole job of protect- 
their vegetables and flowers die in spite of ing their gardens from bugs, worms, and blights. 
spraying—and couldn’t understand why. Of course, they will still want standard Pyrox 

They, particularly, will welcome Nicotine for their commercial crops, and even stronger 
Pyrox as soon as they learn that it kills a// com- advertising support than ever is being given to 
mon garden bugs—both chewing and sucking. that well-established product. 

And they w7// learn it. A strong advertising Be sure you have both products ready. 
campaign in the publications they read will tell Nicotine Pyrox comes in 10-0z. Jars and 40-oz. 
them. A colorful display card, supplied to deal- cans that sell, at retail, for 50 cents and $1.75. 
ers free, will tell them. And soon they will be Bowker Chemical Company, Dept. HM, 419 
telling one another! Fourth Avenue, New York. 


REG. U.S. PAT. OFF. 





For tie mre 











4 ca 
N ] Cc r@) t ] ne Altre isa glimpse of one of the striking 
Pyrox advertisements that will appear in 
such publications as Better Homes and 


Gardens, American Home, Country 


Gentleman, leading State Farm Papers, 


and the New York Times’ rotogravure. 
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This Spring... 
sell Safety 


Superior construction and many ex- 






clusive features make RICH Spruce 
Ladders the Safest Ladders in the 
W orld—just the kind wanted by 


thousands of customers who place 









security of life and limb above price. 
There is a RICH Safe, Spruce Ladder 
for every purpose. If your jobber 






Rixson 
No. 33 Friction 
Stay 






cannot supply you, write or wire. We 





make prompt (24-hour) shipments. 






1931 Catalog and prices on request. 









The Rich Pump & 
Ladder Co. 


CINCINNATI, OHIO 





Philadelphia Atlanta 
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Stands 
at... 


A simple device with a 

lot of solid reliability in 
daily use is appreciated by 
your trade. Be sure they 
know about Rixson Fric- 
“tion Stays which hold 
doors, hinged windows or transoms 
firmly at any desired opening. Six 
one-inch friction discs exert pow- 
erful restraint. See the Rixson 
Catalog in Sweet’s. 


\ 


i 


x 


THE OSCAR C. RLIXSON COMPANY 
4450 Carroll Avenue 
New York Office: 101 Park Ave., N. Y.C. 


Chicago, III. 


New Orleans Los Angeles Winnipeg 


















Light—SAFE—Spruce 


LADDERS 





WA \ 


Builders’ Hardware 
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50 years on a DOOR 
good for 50 years more 











11 
Notabene 


big front doors of the old Bank of Manhattan at 40 Wall 
S&., New York, since 1880 were still in excellent condi- 
tion when that building was demolished in 1929 to be 
replaced by the new Bank of Manhattan skyscraper of 
73 stories which is also equipped with Bommer i 
Hinges—truly an astounding record. 


These Historic Hinges can be seen at our factory 


TRADE MARK 


Milliens and Millions of Peeple 
are Pushing Bommer Spring Hinges 
when opening doors 


~Factory..at.Brooklyn, N. Y. 


i 














LAM 


& SESSIONS CO. 


CLEVELAND, OHIO 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 











| As Long as the World Needs Fences 


Post Hole Augers and Diggers Will 


Always Be Staple Hardware Stock 


The highest development in post hole tools has 
been reached in the IWAN Post Hole and Well 


= 
IWAN tools never obsolete or Jabl The 
necessity for more replacement of wornout fencing 
will make 1931 a big year for IWAN Augers and 
Diggers. 
STOCK THESE BEST SELLERS 
IWAN Post Hole and Well Auger, 2, 3, 
4, 5, 6, 7, 8, 9, 10, 12, 14, 16 inch. 
IWAN Hercules Post Hole Digger. 
Seven other styles, Say “IWAN’”’ tools 
when ordering from your jobber. 


IWAN BROTHERS 





Revolving Chi Tope, Wire 
ers, evo mney 8, 
Condecter Pipe Hangers, Tile Drain Cleaners. 














distribution hinges on the efficiency of that time hon- 
ored and approved method in comparison with all other 
competitive systems now existing or which may appear 
on the horizon in the years to come. Therefore, the 
problem of striving continually for greater harmony, 
closer cooperation and more nearly perfect coordination 
of effort between the three great branches of produc- 
tion and distribution is not merely a matter of the in- 
dividual’s conception of what is fair, courteous and 
ethical; it is primarily a question of service to the 
public, arid so one of vital economic importance to the 
success of the industry. A complete realization of this 
by all will do more than anything else to promote ef- 
ficiency and insure the permanency of that extensive 
and complicated, but nevertheless closely related and 
interdependent fabric consisting of numerous factories, 
wholesale estbalishments and retail outlets. 


Finally, as already intimated the surest approach to 
perfection in this essential respect is an increasing de- 
sire on the part of business men to serve and to be fair 
as an ideal rather than from a selfish motive, which 
means consideration for those from whom we buy as 
well as for those to whom we sell. I am firm in my be- 
lief that modern business is making rapid progress in 
this respect. 


Universal Electric Hot Water Kettle 


Landers, Frary & Clark, New 
Britain, Conn., offers this elec- 
tric hot water kettle No. E9263 
It is of aluminum and has a ca- 
pacity of 3 quarts. Kettle, which 
operates at 1000 watts, has 
ebonized handle and knob and 
is equipped with 6 ft. heater 
cord. It weighs 4 lb. The 
maker states that it boils a 
quart of water, starting at 60 
degrees F., in 6 minutes. Ther- 
mostatic protection permits 
kettle to boil dry, without in- 
jury to unit. Kettle operates 
from convenience outlet only 
List price is $7.50. 





New-Lite Electric Mirror 


The New-Lite electric 
mirror is a novelty pro- 
duced by the W. A 


Schurman Mfg. Co, 
1639 Walnut St., Chi- 
cago, Ill. This mirror 


reflects things as they 
are, says the maker, 
because an_ electric 
light set below the mir- 
ror illuminates the ob- 
ject perfectly. There 
are two models, wall 
bracket type, adjustable 
to any position without 
the use of tools and a 
pedestal model with 
flexible nickeled shaft 
adjustable to any posi- 
tion, both with a six 
inch mirror of finest 
beveled plate, and 
nickel plated parts. 
Push button is behind 
bulb shield. The mirror is recommended for use in shaving, application 
of makeup, examination of eyes, ears, nose, throat, teeth and skin. List 
prices complete with cord plug and socket are: wall bracket type, $5.00 
and pedestal model, $10.00. Gold plated models are offered to retail 
at a slightly higher price 
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Pivot Bearing 
Ball Bearing 
Grip Neck 

Truck Casters 


Institution 





FAULTLESS CASTERS 


Profit and Satisfaction 


from 




















Neu York 
Chicago 
Grand Rapids 
Los Angeles 














NATIONALLY ADVERTISED 


NOELTING 


| ay. a Of Oe Oe Oe Oe. 


High Point, N. C. 


: . Canadian Factory: 
* CASTERS Stratford. Ontario 


EVANSVILLE, INDIANA 


















A NEW IMPROVEMENT IN 






Lasting 


Advertised in leading 
magazines. Your 
customers will ask 
for Lawn- 











The new frame is 
stronger, stands long 
hard use. Flexible 
steel teeth give a 


broad even sweep KR combs. Ask 

and do not bend out - AWN Avel 

of shape SS ” t 
HD. * \ or 
Te \ \\\" details. 





? 18 inch, eo inch 
Made by Eastern Tool & Mfg. Co., Bloomfield, N. J. 














DO YOU KNOW 


that aggressive hardware dealers 
are increasing their annual profits 
by selling the quality line of 















FoLDER 


HIS folder illustrates and de- 

scribes the new line of Wall 
Dreadnaught Blow Torches and 
Furnaces in a variety of low- 
priced sturdily constructed types 
Dealers already: handling this new 
line enthusiastically endorse these 
Wall products as real profit 
bringers 


“Service with Safety” 


HIS new line of Wall Dreadnaught 

products is built to meet the de- 
mand for “Service with Safety” at a 
low selling price. Welded bottoms, all 
connections brazed, factory tested be- 
fore shipment and warranted to give 
complete satisfaction under every con- 
dition of service. Write for descriptive 
folder today—add this new line to your 
list of money makers. 





P. Wall Mfg. Supply Company - Pittsburgh, Pa. 


DREADNAUGHT 


**Service with Safety’’ 


BLOW TORCHES -. - - FURNACES 
AND as... 























No. 232, we in. 


~ M 


No. 234, 1 in. 





ELASTIC TIP CO. 








Special Washer 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to pre- 
vent the rubber head from pulling off. Write for full information. 


370 Atlantic Ave., Boston, Mass. 





a 


No. 233, 1 in. 





No. 231, % in. 
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SWEDISH DIAMOND SCYTHES 


——. 
— 





These Scythes are hammered from small blocks. The edge 
steel, of extra fine quality and highly carbonaceous, is 
fitted into a block of softer steel. Thus sufficiently hard 
steel can be used, and a sharp and permanent edge 
secured without endangering the durability of the scythe. 
We can quote on all types. 

Sole Distributors 


J. W. S. TRADING CO., Inc. 
23-25 Warren St., New York 


Importers of High Grade Swedish Hardware 











USTRAGLASS 


FLAT-~DRAW N 2 


Transmits a substantial amount of the 
shorter ultra-violet rays of sunlight at 
313 mu. and more daylight, yet costs no 
more than any good window glass. 


AMERICAN 


WINDOW GLASS CO. 
Fifth Avenue Bldg., Pittsburgh, Pa. 


This label appears on every light of genuine 
‘Lustraglass. 























St. Louis’ Finesz Hotels 
cee LENNOX 


¢ 9th and Washington. Saint Louis’ 
newest, smartest. Tub and shower 
in every room. 400 Rooms—Rates 
from $3.00. 


MAYFAIR 


8th and St. Charles. The quiet atmos- 
phere of an exclusive club. 400 Rooms 
—Bathin each Room—Rates from $3.00. 











Operated by Kingshighway at West Pine. Oppo- 
Heiss Hotel System site beautiful Forest Park. Room and 
St. Louis, Mo. Bath for 2 from $4.00. 
ge 


For 20 years RUBYFLUID has 
proved every claim. Fluxes 
perfectly with all metals. Never 
corrodes. No poisonous fumes. 
Not affected by age, tempera- 
ture or exposure. Sizes: 4 pt. 
to 10 gal. tin cans. Also barrels 
and half barrels. 

Send for FREE sample and prices 


RUBY CHEMICAL CO. 
68 McDowell St., Columbus, Ohio 






































Coming Hardware 
Conventions 


AMERICAN HARDWARE MANUFACTURERS’ ASSOCIATION 
AND SOUTHERN HARDWARE JOBBERS’ ASSOCIATION JOINT 
CONVENTION, Edgewater Park, Miss., April 20, 21, 22, 
23, 1931. Headquarters, Edgewater Gulf Hotel. Charles 
F. Rockwell secretary-treasurer, American Hardware 
Manufacturers’ Association, 342 Madison Avenue, New 
York City. Sidney St. J. Eshleman, secretary- 
treasurer, Southern Hardware Jobbers’ Association, 
704 New Orleans Bank Buildifig, New Orleans, La. 


AMERICAN STEEL & HEAVY HARDWARE ASSOCIATION 
CONVENTION, William Penn Hotel, Pittsburgh, Pa., May 
18, 19, 20, 1931. B. R. Sackett, secretary-treasurer, 505 
Arch St., Philadelphia, Pa. 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Hotel Marion, Little Rock, Apr. 14, 15, 1931. L. 
P. Biggs, secretary, 815 Southern Trust Building, Lit- 


tle Rock. 


CAROLINAS HARDWARE ASSOCIATION CONVENTION, 
Greensboro, N. C., June 9, 10, 11, 1931. Arthur 
R. Craig, secretary, 804-806 Commercial Bank Building, 
Charlotte, N. C. fi 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Jan. 26, 27, 28, 29, 1932. Place of meeting to be 
decided later. Chas. H. Casey, manager-treasurer, 
2344 Nicollet Ave., Minneapolis. 

MISSISSIPPI RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Buena Vista Hotel, Biloxi, June 15, 16, 17, 1931. 
Guy Nason, secretary, Starkville. 

NATIONAL ASSOCIATION OF PURCHASING AGENTS, INC. 
CONVENTION, Royal York Hotel, Toronto, Canada, June 
&, 9, 10, 11, 1931. G. A. Renard, secretary-treasurer, 
11 Park Place, New York City. 


NATIONAL ELECTRIC LIGHT ASSOCIATION CONVENTION 
AND’ EXHIBITION, Atlantic City Auditorium and Con- 
vention Hall, Atlantic City, N. J., June 8, 9, 10, 11, 12, 
1931. A. Jackson Marshall, secretary, 420 Lexington 
Ave., New York City. 


NEW ENGLAND RETAIL HARDWARE DEALERS ASSO- 
CIATION CONVENTION AND EXHIBITION, Boston, Feb. 
25, 26 and 27, 1931. Convention at Paul Revere Hall, 
Exhibition at Mechanics Building. George A. Fiel, 
secretary, 80 Federal St., Boston, Mass. 


PANHANDLE HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION, Amarillo, Tex., April 20, 21, 22, 1931. 
Headquarters, Amarillo Hotel. C. L. Thompson, secre- 
tary-treasurer, Canyon, Tex. 

SoUTH DAKOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Sioux Falls, Feb. 2, 3, 4, 1932. Chas. H. Casey, 
manager-treasurer, 2344 Nicollet Ave., Minneapolis, 
Minn. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, Atlanta, Ga., 
May 12, 18, 14, 1931. Walter Harlan, secretary- 
treasurer, 701 Grand Theater Building, Atlanta, Ga. 
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YERS Cone 
TORELADDERS 


MODERNIZE STORE METHODS 


To provide adequate storage Sacitities for shelf stock—to 
make clerks and stock men 


to handle with absolute safety—to “hie quick service for 

wholesale or retail trade—install one or more 

MYERS NOISELESS CUSHION TIRE STORE LADDERS. 
Deep tread steps, full length hand grips, rubber. tires, over- 

head track system, firm construction throughout, eliminate vibra- 

tion and noise and produce a ladder of i gl Bsa for 

















safety, convenience and efficiency. One style only—neat of 

design—attractively finished—any height —easlly installed — 
meets most requirements. Circular on request 

mEFEMYERS & BRO.co 


ASHLAND, OHIO. 


PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 





— 


HIGH-POWER BURNER.. 
GREATEST Oil Stove IMPROVEMENT 


IN 25 YEARS 


Makes obsolete millions of oil stoves now 
in use. Opens broad replacement market. 
Are you prepared with sufficient stock of 
Perfection stoves with High-Power burners 
to take full advantage of this opportunity? 


PERFECTION STOVE COMPANY 
7609 Platt Avenue Cleveland, Ohio 








Phenix Fasteners 
IL 


Phenix storm windows are easily 
opened. The “Nob-lok”’ Fasteners 
made of extra heavy, non-breakable 
metal, allow windows to be cleaned 
at will and permit ventilation when 
desired 












We manufacture a complete line 
of hardware for storm windows and  pyenn’ 'No8-10K" 
doors—-“‘known the nation over bes ere 
cause it is really better.” 



































Our national advertising sends 
new customers into Hardware 
Stores everywhere for 


Moore Push-Pins 
Moore Push-less Hangers 


To Hang-up-Things 





Order one or more of our small displays. . They 
Your Jobber will sup- 





LINCOLN O16! will bring profits to you. 
Ph ’ Mf F |g NINY ae 4 ply you promptly. 
ONIX MIG, UO. /fouaerry MOORE PUSH-PIN COMPANY 
2682 N. Humboldt Ave., Milwaukee nner Wayne Junction Philadelphia 




















Trow & Holden 
“BARRE” TOOLS 


For Stone and Granite Cutters 


KNOWN FOR QUALITY 


From Coast to Coast 


Trow & Holden Co., Barre, Vt. 














THE ORIGINAL 
“Horseshoe Magnet”’ 


HAMMERS 


Steel Forgings, Permanent Magnets 
The best magnet hammers on the market. 
Give long and satisfactory service in home, store and 


shop. 
A —- 


The hammer holds 
the tack. 




















ARTHUR R. ROBERTSON 


Sole Manufacturer 


596 Atlantic Av., 





Boston, Mass. 








YOU are the logical 


man to handle profitable neighbor- 
hood fence business. 
Take orders from homes, play- 


grounds, parks, miniature golf 
courses, factories, etc. Good mar- 
gin. No investment. Leading fence 
manufacturer for last 45 years. 

Write today for complete details. 
The Stewart Iron Works Co., Inc. 
737 Stewart Block Cincinnati, O. 











% 

Let it Rain! 
Wate als ofed Weatherproofe 3 

t recognizes no sea. 

at’s just as flexible waeee a 
That is what yc gaps beam 
when you handle the Guaranteed Co- 
lumbian Tape-Marked Rope. It will 
actually absorb less water which 
renders it practically rot-proof 





For strength, durability, waterproof- 
ing and flexibility, order Columbian 
There is a Columbian jobber near 
you. We will give vou his name, upon 
request 
Columbian Rope Company 
“ ’ i 352-80 Genesee Street 
fn £5 Aubarn, ‘The Co arenes <oys as 7- 


GOTUMBIAN “=: ROPE 





| 
i 
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Use the “Classified Opportunities Section” to reach Hardware Manufacturers 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





CLASSIFIED ADVERTISING THE FOLLOWING RATES BOXED DISPLAY a, “ 
RATES apply to “Business Opportunities,” “Sales he eee We...” :...... a 
en Accounts Wanted” and “Sales Representa- 

Advertisements from unemployed tives Wanted” Advertisements. Discounts for Classified Advertising 
accepted free of charge; inserted 4 insertions, 10% off; 8 insertions, 15% off. 
in two consecutive weekly issues. Set Solid, Minimum of 5 lines...... $3.00 — yg page Be ed he goog 
Box number address may be used. Each additional line........ ions) ae Wansid demieaiibiie, 

All replies will be forwarded by us * All Capitals, Minimum of 5 lines.... 4.00 HARDWARE AGE is published each Thursday. 
post paid. Each additional line............. .80 Forms close Nine Days previous te date of 
Pesitions Wanted and Help Wanted adver- Average 10 words to a line, lication. 

tisements st Special Rate of one cent « Allow One Line for Keyed Address nae x son Gama ro Ban am ho 
werd, minimum fifty cents per insertion. Remittance Must Accompany Seder a> Sue Geek sg yon hy 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers 




















POSITIONS WANTED 


POSITIONS WANTED 





THE SERVICES are available of a man who for eighteen years has 
done a volume business with nearly every Hardware Jobber and mill 
supply house from the Missouri River to the Atlantic Seaboard. He 
desires to obtain two or three lines on commission from manufacturers 
seeking those outlets. Is equipped to offer valuable manufacturing 
counsel as well as produce business. Will take any part of this territory. 
Has a New York Office and can give intensive sales effort to the Metro- 
politan district. Credentials and full information available immediately. 
Address Box J-174, care of Harpware AcE, New York City. 





HARDWARE MAN of twenty years oo in Wholesale and 


Retail hardware business, also cing Woods, a t, oil and glass and 
bpm Forty years - neg age, sober sis edeenions. Capable 
yo a and handling men. Desire Can furnish first 
Middle West or South preferr Address Box J-99, 


erences. 
care of Hanpware Acz, New York City. 





RETAILERS! Can, you use this unusual combination? Effective window 
dresser, and writer, “idea’’? man, capable of selling, merchandising and 
stimulating business all around. A responsible young man of 29 with 
initiative and ambition, single, will go anywhere. Thirty-five dollars a 
week salary. Write me at once. Address Box J-169, care of HarRDWARE 
Ace, New York City. 





POSITION WANTED, Hardware man experienced in wholesale and 
retail merchandising open for executive position or willing to travel. 
Good personality, highest class references. Capable of handling national 
distribution. Forty years of age, sober and industrious, well acquainted 
central states, middle west and south. Nominal salary to start. Address 
Box J-179, care of HArpware AcE, New York City. 





' HAVE severed m ay connection with Schlage Lock Company whom I 
have represented in Cleveland and northern Ohio, with fifteen years ex- 
perience in this territory. I am now open for position with manufacturer 
of similar line of builders hardware or hardware Specialties. Address 
Box J-150, care of Harnpware Acz, New York City. 





HARDWARE MAN, 15 years’ experience shelf and builders’ hardware, 
paints, tools, plumbing and electrical supplies. Can take complete charge 
of builders’ hardware and paint departments. Nominal salary to start and 
excellent references furnished. Address Box J-177, care of HarDWarE 
Ace, New York City. 





CATALOG COMPILER, hardware experience, well versed in direct 
mail advertising with record of accomplishments, seeks position. Location 
immaterial. Moderate salary. Experience with manufacturing and jobbing 
sales promotion work. Address Box J-176, care of Harpware Ace, New 
York City. 





POSITION WANTED—Acquaintance with following in Texas with 
the furniture de , specu stores and hardware jobbers and retailers—having 
had 12 years of personal contact with these leading retailers in this terri- 
tory. Specialist in Kerosene Stoves and liquid fuel devices. Highest 
credentials from several nationally known concerns. I am 40 years of age. 
Address Arnold Moser, 2211 San Jacinto Street, Houston, Texas. 


CREDIT MANAGER—Has held this position with wholesaler, manu- 
facturer of paints, and hardware and with large retail organizations. Avail- 
able at once. Capable of managing office force and conducting entire ac- 
counting problem. Address Box J-116, care of HarpwarE AGE, New York 


City. 





HARDWARE MAN, American, married, age 30 years, 10 years’ traffic 
experience. First class shipping, receiving and stock clerk. 'Familiar with 
hardware, auto accessories, electrical and plumbing supplies and house 
furnishings. Also have inside sales ability. Desires position with jobber 
or manufacturer, or what have you to offer with a future. New 
York City preferred. Salary no object. Can furnish A-1 references. 
Address Box J-190, care of Harpware AGE, New York City. 





POSITION WANTED—Hardware man, age 30, with 10 years’ whole- 
sale and retail experience, desires connection with jobber. Thoroughly 
experienced and capable in selling, buying and managing. Also familiar 
with up-to-date retail merchandising. Would consider managing retail 
hardware business. Address Box J-189, care of HArpwareE AGE, New 
York City. 





POSITION WANTED —Salesman with fourteen years’ experience and 
large acquaintance among the manufacturing trade, wholesale and retail 
hardware, mill, le machinery and automotive jobbers in New York 
State, Maine, Vermont, New Hampshire, desires a position with a reputable 
manufacturer. 30 years old, married. Excellent references. Address Box 
J-183, care of Harpware AGE, New York City. 





SALESMAN with sixteen years’ experience in Southern territory selling 
builders’ hardware, metal ware and specialties. Desires connection with 
manufacturer of a good line to jobbers or retail trade, on salary or 
commission with a drawing account. First class references. Address Box 
J-183, care of Harpware AcE, New York City. 





MARRIED MAN, 10 years’ experience in the housefurnishing, light 
hardware, chinaware, toy line, window dressing, price ticket writing, retail 
selling. Capable of taking charge of complete store. Chain store experience. 
Will work anywhere in the country at any price. Address Box J-185, 
care of HArpware AGE, New York City. = 





WOULD LIKE to communicate with manufacturer of hardware tools, 
house furnishings and fishing tackle items that desire jobber and retail 
dealer representation in the state of Florida by a hustler 32 years of age 
with 15 years’ experience in above lines. an furnish A-l references. 
Address Box J-187, care of Harpware Ace, New York City. 





SALESMAN, Southern States, 14 years with one company, manufac- 
turers’ representatives, calling on_the hardware, Mill Supply, Auto 
Accessory and Auto Parts Jobbers. Experienced in shelf—Heavy—auto and 
mill. supply lines. Excellent references. Desires to make connection with 
a responsible manufacturer. Salary basis. No - lines. Address Box 
J-188, care of Harpware Ace, New York City 





WANTED—Builders’ hardware connection with reliable firm. Am 
thoroughly acquainted with the P. & F. Corbin line. competent on archi- 
tects’ plans and specifications. Address Box J-181, care cf HARDWARE AGE, 
New York City. 





YOUNG MAN, 27 years old, six years’ “iw in retail store, de- 

sires to enter builders’ hardware Department. Preferably New York State. 

se references. Address Box J-172, care of Harpware AcE, New 
ork City. 





I wish inside position in either wholesale or retail hardware trade— 
office, store, stock room. I offer six years’ exerience as retail clerk in 
Germany and three years’ experience in various fields in U. S. A. Loca- 
tion no object. Radcoss Box J-167, care of Harpware Ace, New York 


City. 





STEEL and wire ee | seven years’ experience covering entire 
southeast hardware and automotive jobbers. Well acquainted. Following. 
Address Box J-168, care of Harpware Ace, New York City. 





ADVERTISING MAN—Copy, writer and contract man fifteen years’ 
technical and advertising experience. Age 35, married. Any location. 
ag references. Address Box J-170. care of Harpware AGE, New 

or’ ity. 





HELP WANTED 





WE ARE looking for a few responsible parties to become distributors 
for us. If you are acquainted with the hardware and department store 
trade in your vicinity we can offer you an exclusive franchise on our 
line of dry dust mops, wet mops, and twisted in wire brushes. All our 
products are covered by patents and are so superior to competitive lines 
that sales resistance will be at a minimum. Our merchandise is attrac- 
tively packed and can be easily stored, and reshipped. A capital of $2000 
to $3000 will comfortably start you in a remunerative business in which 
you will be your own boss and have plenty of territory in which to sell 
well rated accounts. Your capital will not be tied up at once but as you 
get going you will need the amount mentioned to carry your accounts and 
some stock on hand to fill orders. We are in a position to give you 100% 
co-operation in assisting you to get started. In answering please state exact 
territory covered and references. Address Box J-171, care of HARDWARE 
Act, New York City. 

















HARDWARE AGE for MARCH 5, 1931 111 


CLASSIFIED OPPORTUNITIES 

















SALES REPRESENTATIVES WANTED SALES ACCOUNTS WANTED 
COMMISSION MEN wanted by Eastern Manufacturer to handle 
LOCAL DEALER OR SALESMAN standard established tool line to the glass and paint trade, as side line. 
: ; 3 Must have good references. Give lines now carried and territory traveled. 
wanted who is personally acquainted with his CITY Address Box J-191, care of Harpware Ace, New York City. 
OR TOWN OFFICIALS. Can earn liberal commis- aan ao Se — aa euanae 
sions selling street and traffic signs. AN ESTABLISHE D reliable titan organization in Chicago would 
like to make factory connections with good popular lines of cutlery. 


MUNICIPAL STREET SIGN CORPORATION Electrical appliances and cast aluminum ware. We prefer to carry stock 
299 BROADWAY, NEW YORK CITY in Chicago. Address Box J-182, care of Harpware Ace, New York City. 

















SALESMEN; Thoroughly experienced hardware men wanted by a BUSINESS OPPORTUNITIES 
ane jobber to cover Northern New Jersey, Westchester County, ake 














anhattan, Brooklyn and Long Island. Liberal Commission. State _ex- 

erience, territory covered and whether you own a car. Address Box FOR SALE: Overstocked — F.O.B., Charleston, 8. C. 
-178, care of HarpwareE Ace, New York City. * 6 doz. 6 tine heavy Potato Hooks—Value $17.60 doz. Sale Price $11.64 doz. 

SALESMAN acquainted with paint, hardware and lumber yard trade, 5 doz, No. 1 Sausage Stuffers “‘Perry’s’’-—Value $17.00 doz. 
in various territories to sell estabiished line of paint brushes. Leads fur- ; idee wees ies Oh tk a 
nished. Liberal commissions. DAVID LINZER & SONS, 10-20 Astor a” ee 
Place, New York City. 20 ea. 3% ft. One Man Cross Cut Saws—Value $2.40 ea. ie ; 

SALESMEN—Hardware specialty, with following among wholesale and : : yee : > sale Price 1.60 ea. 
retail hardware trade, department store and building “a Excellent side oe ee ee Se eee ae Prien. -1.8e0e 
line, straight commission, all territories open. Venti-Matic Sash Lock Orders accepted for any quantities of above quotation made subject to soll 
Corp., 92-32 Union Hall St., Jamaica, N. Y. 1. M. PEARLSTINE & SONS Charleston, 8S. C. 























ROPE SALESMAN WANTED. 100 per cent pure Manila rope 14 Ib. 

basis. te Le ge side tam ive, Pee cent commission. United Fibre Com- Cae we 
, 82 Sout treet, ] < City. ~ : ae 

sd se a ele ee FOR SALE: 20 year old hardware business in city of 5,000 in southern 

















oa ec ee corner hos Stock, and fixtures $17,500. 
‘ill consider part. ress Box J-175, care of HArpware AcE, N 

SALES ACCOUNTS WANTED York City. as 
MANUFACTURERS of builders’ hardware specialties are desirous of LONG ESTABLISHED HARDWARE MANUFACTURER representa. 


obtaining additional lines on a commission basis. We have a good sales 

force and t good following among jobbers, and better clazs of hardware | {igs acated inideal downtown section have, fies space for rent to respon 
stores in the eastern states. Address Box J-186, care of HARDWARE AGE, Ace, New York City. ” apEW AGE 
New York City. , 











NEW YORK warehouse distributor with selling organization calling on FOR SALE: 1 No. 6 Black & Decker electric hammer with set of 10 
the hardware trade would like another line. Serving dealers over twenty drills. Slightly used but in excellent condition—$145.00. HARRISON 
years. Address Box J-180, care of Harpware AGE, New York City. HDWE. & FURNITURE CO., St. Petersburg, Fla. 








Positions Wanted Advertisements Accepted Free 


HARDWARE AGE, in order to help the unemployed in the hardware industry, 
will accept and publish Positions Wanted Advertisements free of charge. 


Only bona fide advertisements from hardware men and women actually 
without positions, and desiring employment with a hardware store or wholesale 
house, or with a hardware manufacturer, will be accepted. 


The accepted advertisements will appear in two consecutive weekly issues 
and a box number address may be used if desired. All replies to box numbered 
advertisements will be promptly forwarded postpaid by us. 


Help us to help any of your hardware friends who may be out of employ- 
ment, by telling them of this opportunity. 


Address your letters to the Classified Department of: 





HARDWARE AGE 
239 West 39th Street New York City 
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SHIELD BRAND 
BIT STOCK DRILLS 















THE STANDARD TOOL (0. 


FOR WOOD or 
METAL 








Each drill is stamped 
with our Shield Brand 
trade mark. 


CLEVELAND Chicago 





New York 


to give ILCO a convincing trial. 





THERE’S PROFIT IN DOORS THAT NEED 


ILCO KEY-BLANKS 


A stock of ILCO key- 
blanks is a source of es- 
tablished profit. This is 
due to the fact that ILCO 
is accepted as standard, 
because of the high qual- 
ity constantly maintained, 
because of the resourceful 
modern organization be- 
hind the product. Our 
twelve branch offices that 
dot the map from the At- 
lantic to the Pacific offer you 
prompt efficient service. 

We cannot hope to give you the 
full story of the profit possibilities 
of ILCO key-blanks here, but it 
will be worth while for you to 
investigate them. Write us now 
for complete information and plan 


















FITCHBURG 








THE INDEPENDENT LOCK COMPANY smassacuusetts 














AND HANDY 
anaStcre 





TURNER | KEROSENE 
No..45. |GASOLINE 


> Peden Ae 5 =tll 


Hot indeed! This Turner Master No. 45 
generates at least 400 degrees more heat 
with a minimum consumption of fuel. 
That’s an important point to the mechanic 
whose time is worthy of conservation and 
whose pride is effective work. 


Handy?—More so than any other blow 
torch. Notice the pistol grip. You can get 
a man’s sized fist hold and work with con- 
fidence. 

The Turner No. 45 is not an expensive 
tool. Its price is well within the means of 
every mechanic. Ask your jobber for prices 
or write direct for full information. 
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A Bit of Wisdom 


If your customer merely wants to make a hole 
in a board, sell him your second grade bit.... 
But, if he makes home furniture, knows how to 
work in good wood, keep his friendship by sell- 
ing him the genuine Russell Jennings Auger 
Bits. 


These bits have sharp spurs, thin lips, clean-threaded feed 
screws, ample chip clearance. .. . They are sized to micro- 
metric exactness, and tested at the factory in tough, stringy 
hickory. It’s a delight to sell them, and a delight to use 
them! 





Distributed Thru Wholesalers 
The Russell Jennings Mfg. Co. Chester, Conn. 
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INDEX TO ADVERTISERS 
































THB ADVERTISERS INDEX is published as a gy am and not as a part of the advertising contract. Every care will be taken to index correctly 
No allowance will be made for errors or failure to insert. 












































A De Laval Separator Co......... — L Robertson, Arthur R.......-... 109 
Acme Shear Co. ....-.+++-++++ —— | Dette Mectric O9.....~.+++-+>: — | Lamson & Sessions Co........-5 106 | Robinson, Edward E............ = 
Akron-Selle Co. ........-++ee0s — | Deniston Co. — | Landers, Frary & Clark..... — | Robinson, M. W..........++0:. me 
Allen, L. B., Co., Inc. .......- — | Dexter Co. ’ oa |W SU OMMNIRED | cie.0!e.915.0'0:< soo e's0-4 — | Rose, Frank, Mfg. Co.........-. ety 
EES RR. Fes iorigcaseckec-08 —- | Diamond Calk Horseshoe Co..... mae (ee , — | Rose & Bros., W.....-.--+++--- — 
ee, Wirt COR i a55-08 ences — | Diehl Mfg. Co........--seeeeee — | Libbey-Owens-Ford Glass Co. — | Rubberset Co. .......--...+05: — 
Aiilfacice Mie Od...626...0-.006 103 | Dietz Co., R. B............ . sie'e:¢ ROM | MIME GYMS fy ca ajceisius sis'e:c:a'ern'e — | Ruby Chemical Co............. 108 
Mith- Peony OO: 2... se. 3 ess — | Disston & Sons, Inc., Henry.... —| Turkin Rule Oo.......0...0.... 96 | Rugg Mfg. Co...............+. — 
Aluminum Goods as. Wisse — | Dixon Crucible Co., Joseph...... 103 | Tupton’s Sons, David.......... — | Russell, Burdsall & Ward Bolt & 
American Brass Co.. 46 | Domes of Silence, Inc.......... 114 | Luther Grinder & Tool Co...... — | _ Nut Co. ..sseseererercecees = 
American Chain Co. .. 2 | Duluth Show Case Co........... — Russell & Erwin .............. 31 
‘American Fork & Hoe Co........ — | Dux Dishmop Co....... esos we. = M Russia Cement Co...... Sian 
‘American Gas Machine Co...... — | Du Pont de Nemours & Co., E. I. — | yocarthy Mfg. Co...........-- S 
American Mee ¢ OB. scccceces _ E McKinney Mfg. Co...........+. Be Ss 
American Ring Co........-+.-- ma 7, Madison Hotel, The............ _ ; Bae ? 
American Saw & Mfg. Co....... — | Eagle Lock Co...........-.+++- — | Malleable Iron’ Fittings Co...... — — —— CO. seer erereees a 
‘American Screw Co. ........... 25 | Eastern Nail Co...... ttt eeeee — | Mansfield Tire & Rubber Co..... ae = 8, nar OUIS.... 2... eee = 
American Sheet & Tin Plate Co... — Eastern Tool & Mfg. Co........ 107 | Marshalltown Trowel Co........ 32 | Sallee —, cares arses se hee 
American Stainless Steel Co..... 30 | Economy Service .............. —') Martiesmeey Ca... cc cca ssosos ae Samson — OPES. 0.0 50s =. 
American Steel & Wire Co...... 10 | Eclipse Machine Co............ — | Marvel Rack Mfg. Co., Inc..... — | Sargent > Dee ee eee er eer eeeeee 
American Swiss File & Tool Co.. — | Edison tall WOPKS... ccc scccs — | Maydole Tool Corp., David...... — | Savage onl gg | Radia: 5 bai caia esa —— 
American Window Glass Co....108 | Edlund Co. .......-.....-.505- =~ 1 aaa Mts 0. <a cc. acc © — | Schalk 2 WON e ne adnceed _ 
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When There’s a Building 
“Going Up” Near You— 


—put some of these light, all 
steel, NON-LEAKABLE hod 
carriers in your window. Many 
men suffer the discomforts of 
the old style simply because 
they do not know of the new. 
Here’s a good opportunity—the 
investment is small—the profit 
excellent. Write us today for 
prices. 


Never Drip Steel 
Mortar Hods 


These hods are 
made entirely of 
steel with wooden 
shoulder saddle 
and handle, Edges 
are heavily rein- 
forced. The fork 
is pressed from 
heavy-gauge steel. 
— only 11 
S. 


THE CLEVELAND WIRE SPRING CO. 
CLEVELAND, OHIO 








FORSTNER 
Labor Saving 


) AUGER BIT 


Bores Any Arc 


of a Circle 
New Uses 


The Forstner Auger Bit, un- 

like other bits, is guided by its 

circular rim instead of its center, 

consequently it will bore any arc of 

a circle, and can be guided in any 

direction regardless of grain or knots, 

leaving a true polished surface. Takes 

the place of a chisel, gouge, scroll-saw, or 

lathe tool combined. For core boxes, fine 

and delicate patterns, veneers, screen work, 

scalloping, fancy scroll twist columns, newels, 

ribbon molding and mortising. 

Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 


























Keep D19 DOMES of 
SILENCE Display Cabinet 
on your counter working 


Das ! ay . for you. 


DOMES ¢/ SILENCE 
Better than 


Casters 













It pays good dividends on 
the small space it oc- 
cupies. 








Contents costs 
dealers $3.00. 
Sells for 
$4.80. 

Gross sets 
cost $9.00. 
Sell for 


DO 


If your Jobber 
cannot supply 
you — write us 
direct. 





We also make all 
grades of Sliding 
Casters, Pin 
Slides, Felt Slides, 
Radio Felt, Feet, 
Insulated Slides, 
etc. 





35 Pearl St... New York City OUR PACKAGE 


























CHICK FOUNTAIN 


Eclipse Chick Feeder 


—MOE’S LINE— 


Everything needed for the poultry raiser. Many years of satis- 
factory service to the poultry man have given Moe’s Line a 


recognized standing in the trade. 

It’s a big up-to-date line of equipment. Nothing better made, 
and a profitable line to sell. Write for 72-page Catalog and 
Prices, 


WoEFT & COMPANY 


2305 Davis St. North Chicago, Iil. 
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new leader FOR YOUR FAN SALES... 
the WESTINGHOUSE DEBON-AIR 


Y.. recognize at first sight that 


here—in the Debon-air—West- 
inghouse has achieved a refresh- 
ingly new standard of fan beauty. 
It is a home fan that belongs in 
the modern setting. 
The Debon-air is 


oscillating fan with Micarta blades 


a 10-inch 


and standard fan construction. 
The modernistic motif, followed 
in the design, gives it beauty — 
the silver oxide finish brings it a 
subdued richness that makes it 
ideal for the finest home. 
Westinghouse features and 
Westinghouse prestige make the 
complete line of Westinghouse 
Fans recognized as the easiest 


selling line of fans on the market. 


Westinghouse = 








eer 


+ 


of Sirah aac te 








And the Westinghouse Promo- Electric Water Heaters in tank, 
strap-on and immersion models. 
tion Plan for 1931 contains mate- ' 
q 
rial to help you get fan business 
of every kind —from homes, 
stores, offices and public build- > 
é 
oe ee ; 5 
ings. Write for full information A complete: Tenaal tom: Jed by 
the né» 1000-watt Master-Matic. 
today. 
WESTINGHOUSE ELECTRIC & MFG. CO. 
MERCHANDISING DEPT, MANSFIELD, OHIO 
Westinghouse 
ELECT Rave 
APPLIANCES 
HOME 
ONE SELLS The Westinghouse Vacuum 
Cleaner with super-suction . 


THE OTHERS leaning peower. 
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Trade Mark In the U. S. 
Registered 9 Patent Office 





Made for 
a * ®& Fishermen 
W ho 
Know 


Made by 
Fishermen 


Who a 


wis ) rs 
Gariry covr® 
FISHING TACKLE 


mK 














QD 


| 
i — een 


ee. 2 s- 
No. D963 

















Universally Prized By We Carry the Largest 

Fishermen Everywhere sa and Most Complete 

For Original Patterns (Ce ae Line of Fishing Tackle 
and ye ae Assembled Under 


Exclusive Features es One Roof 























Ask Our Salesman To Show You Our Full Line 




















Snapleigh National Series No. 1710 
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